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Housewives have purchased over 3,000,000 
Boss Ovens. What does that mean? It 
means that the Boss is a quality oven, a 
fast-selling oven—an oven that makes a 
turnover profit for its dealers. 


Nationally advertised, nationally fa- 
mous—an oven that women know 
and accept. That’s the Boss—the 
money-making oven for your store. 
Made in all sizes and all styles. Write 
us for details of the fast-selling Boss. 


THE HUENEFELD COMPANY 
CINCINNATI, OHIO 
59 Years of Service 


New PAN PULL helps you 


sell *“*Boss”’ Exclusive ‘‘Boss”’ feature, 
which pulls pans forward 


in oven without reaching and burning of hands 
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KELLY AXE & TOOL Co. 
Charleston, W. Va. 
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Quality Plus Advertising 
Sells this Fence for You 


First, of course, is quality—value that has been recognized for 
many years as the best possible investment for fence dollars. 
Farmers prefer American Steel and Wire Company Zinc-Insulated 
Fences and steel posts because of their longer life and greater 
economy. 

Second, is the national advertising back of the fence—dealing 
directly with the farmers problems, it points straight to your 
store and makes it fence headquarters in your community. 

So—if you are not handling Zinc Insulated Fencing or our Steel 
Fence Posts—write today for full details. A real profit opportunity £ 
awaits you. 


















Zinc Insulated Fences 
Steel Fence Posts 
American Steel Gates 
Protector Poultry Fence 
Union Lock Poultry Fence 
Banner Poultry Fences 























Poultry Netting HENRY BROW 
Nails, Staples, Barbed Wire : —— tT 
Wire of all kinds 4:10) Apel OB YF, 


arity 





208 S. La Salle St., Chicago UBSIDIARY (UNITED STATES STEEL 7 CORPORATION 30 Church St., New York 
Other Sales Offices: Atlanta Baltimore Birmingham Boston Buffalo Cincinnati Cleveland Dallas Denver 
Detroit Kansas City Memphis Milwaukee Minneapolis-St. Paul Oklahoma City Philadelphia Pittsburgh 
Salt Lake City St. Louis Wilkes-Barre Worcester 
U. S. Steel Products Co.: San Francisco Los Angeles Portland Seattle Honolulu 
Export Distributors: United States Steel Products Co., 30 Church St., New York City 
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heres 


ROFIT wz MOTHS © 


for you 


HE moth season is at hand. because it is as effective as it is easy and 
Millions of dollars will be pleasant to use. 
Zi) spent for protection 


A, fast these de- The quick success of O- 
mer 4 O- O-Gdar Spray Cedar Spray wherever in- 





structive pests. 
Cedar Spray, the sensational troduced demonstrates pub- 
lic confidence in a new prod- 


new insecticide by the mak- 
ers of famed O-Cedar Mops uct backed by the O-Cedar 
name. National magazine 


and Polishes, is ready to help a d Radi 
vertising an adio 


er: : Broadcasting will tell the O- 
O-Cedar Spray deals swift, Cedar Story throughout the 
sure death to moths. Kills season. 

eggs and larvae, too. Ex- 
tremely powerful — made 
20% stronger than recog- deal from jobber—NOW! 
nized standards—yet harm- There’s real profit in it for 
less to humans and stainless. KILLS MOTHS you. Attractive window and 
Fragrant with the clean, Roaches, Flies, Mosquitoes, counter displays furnished. 
wholesome odor of oil of Ants —? and all other Tf there is any delay in get- 
cedar that everybody likes. ting this deal from your 





Order the special O-Cedar 





Your customers will like the 


O-Cedar Spray is preferred fragrant oil of cedar odor. jobber, notify us at once. 
Listen to the O-Cedar Air Concert 
over the Columbia Broadcasting Chain every Sunday, 6:30 P.M., E.S.T. 
5:30 P.M., C.S.T. 





O-Cedar Polish Manufacturers of. Dust Cloths 


Polishing Mops i — Auto Polish 
Dusting Mops O€ r (orpn Spray 
4501 South Western Ave., Chicago 
95% Profit on Your Investment 

















DEAL With $30.00 order of O-Cedar Polish and 
ND 5 kbawens vbb so severe eavdasone $30.00 List price ...$30.00 
No. 2000 1 doz. pts. O-Cedar Spray............ FREE List price... 9.00 
Sold in List price (complete).............06 30.00 You sell .... 39.00 
Standard TIEN i wale gs sp bok asa eee ee 10.00 
Packages RSE ere re eg 20.00 20.00 





only. SS rs. sake pukels + Meo eee est ea abu ee kaute ore $19.00 
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When the Wind Blows Cold 
SELL WEATHER STRIP 





kl is Always 





CLOSED SEASON on Draughts, Rain, Dust! 


You can capitalize at every season 
of the year on the incomplete effi- 
ciency of doors and windows. 
Their ability to keep out wind, 
cold, rain, dust and soot is seldom 
over 80% effective. The other 20% 
is the basis for profitable year 
’round sales of Bosley’s Weather 
Strip, bringing efficiency up to 


Bob Bosley Says: : 
enced 100%. That’s what matters most in 

There isn’t anything you 

ike thes oun cant be home comfort, health, and clean- 

cheaper—and worse liness—all in constant demand. 


Bosley’s in a full range of types 
provides complete protection. 


Sold by Leading Hardware Jobbers 





ROSLEY’ 


Weather Strip 





The D. W. BOSLEY CO., Chicago, Ill. 





/ * 
Before 
the 
Home 
is 
Painted 
—Apply 
Weather 
Strip 





FIRST 
a - 
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Build Sales Around 


This Advertised Line cane HELps! 


y 
Now is the time to “cash in” on the vast, 
ready-made market for U. S. Poultry Fence. 


Use this nationally advertised netting as the 
leader in your drive for ALL poultry supply 





Makers also of 










IMPERIAL business! Use it to attract new customers! Use — 
Farm Fence it to increase sales and profits! 

a “Tie in” Jocally with the U. S. national adver- 

eel Mien tising campaign now running in leading farm and 

ches poultry publications! Display U. S. Poultry Fence 

Flower Border at the point of sale! You will be surprised 

Trellis at its pulling power. 


Let us urge that you check your stocks today! 
See that you have an ample supply of U. S. 
Poultry Fence to meet demands! 


Then go after the poultry netting and poultry sup- 
\ ply business in your community! 


i \ The FREE U. S. Dealer Helps---newspaper 


4 
\ electros, window cards, envelope enclosures--- 
\ will attract this profitable trade to your store and 
\ put money in your cash drawer. These adver- 


\ tising aids are yours for the asking. 


7 Indiana Steel & Wire Company 


Muncie, : : Indiana 
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TRADE MARK 


 (& oae 





“61°? Quick Drying Varnish has taken its place with other Pratt* 





& Lambert Varnish Products — with dealers; painters and the 





publie. Every ean sold helps you realize the value of a popular 





trade mark, products of unvarying excellence and equitable 





trade policies. 





This four-hour varnish in Clear Gloss. Dull Finish and Colors, is 





worthy of the name “GI” and is bought with confidence because 





that numeral stands for satisfaction. 





Pratt & Lambert-Ine., Varnish, Enamel & Lacquer Makers, 14 Tonawanda Street, 





Buffalo, N.Y. In Canada: 29Courtwright Street, Bridgeburg. Ontario. 


PRATT & LAMBERT 2axc™ 
E> 


VARNISH PRODUCTS § 
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More flexible- 
and better 






















ingroned memamengs demegoe ios ay han tmennames They ore tw sates 
har gee pr Demers Rewses Madama eels tes they on are phoneme, 


DISSTON 


America’s Fora Makers of Plasterer’ T rewels A y 4 
HENEY DISSION © SONS, INT  PHEADEL PHA U hd i a, 





Pow 4 


Full cover-page advertisements 
every month in The Plasterer, 
official journal of the Plasterers’ 
Union, reach every union plas- / 
terer and cement finisher in the J// 
United States and Canada. J’ 
They tell the plasterers that §/ 
the new Disston Trowels are 
made the way plasterers 
want them. 


Only DISSTON Trowels are 
advertised so aggressively to 
the plasterers. 








Disston Trowel Display Signs, in colors, for the 
window, counter and wall cese, are supplied 
to merchants who sell the new Disston Trowels. 


ioc: 5.5 





HELP YOU 


| DISSTON 


OU can stock with assurance, and 

sell with ease, the new line of Disston 
Plasterers’ Trowels . . . lighter . . . more 
flexible... new mountings. . . perfect 
balance . . . lacquered to prevent rust 
while in your stock. 


For plasterers everywhere are talking of 
the new Disston Trowels . . . buying 
them, using them, recommending them. 
The demand is growing daily. 


Disston has revolutionized plasterers’ 
trowels, with new models that experts 
agree are made the way the plasterer 
wants them: lively blades that feel just 
right; easier to use, saving the arm and 
wrist. They are lighter, and feel even 
lighter than they are, because they are 
perfectly balanced. 


And you will sell more trowels because 
of the aggressive advertising that Disston 
is doing, to help you. Every union plas- 
terer in the United States and Canada 





AMERICA’S FIRST MAKERS OF 
PLASTERERS’ TROWELS 


HENRY DISSTON & SONS, Inc. 
CANADIAN FACTORY: 


WEIGHd MORE 
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SELL THE NEW 


TROWELS 
TROWELS Rae 


is being told of the merits of the new BRICK [ AY ERS 


Disston Trowels, through full-page ad- 

i WANT THEM 
vertising every month on the cover of 
The Plasterer, the official magazine of 
the Operative Plasterers’ and Cement 
Finishers’ International Union. 


Plasterers want the new Disston Trowels, 
and buy where these trowels are in stock 
and on display. Use Disston Display 
Cards. Get consumer folders, imprinted 
with your name and address, sent free. 


To direct the demand right into your 
store, Disston will write to all the plas- 
terers who trade or could trade with 
you, and tell them that you can sup- 
ply Disston Trowels, because you value 
their patronage and want them to have Sales-making folders, | imprinted 


with your name and address, are 

supplied for you to distribute to your 
the best. customers. Users of trowels will read 

and buyfrom these consumer folders. snl DRATON Some 
pao sre om ek = 








Complete new catalogs, showing the 
entire Disston line of Plasterers’ and 
Cementers’ Trowels and also Disston 
Brick Trowels, etc., are ready now. 
You will want them. 








tmmmer 





Disston helps you sell, in every way 
possible. Write, at once, for “The = 
Disston Plan to Increase Trowel Sales.” a 
It means more business for you. pote 


Dom Toon Sree ae Fu Wenes, & 


Se tenewte pannan oUt RO 


R Thladolpihea; fave of miling, 100 




















Send us a list of plasterers in your 
MAKER S fe) F ““THE SAW M OST territory. We will write them, telling 

them that you can supply the new 
Disston Plasterers’ Rw and urging 


4a 
CARPE NTER S U SE them to call at your store and inspect 


and buy these better trowels. 
PHILADELPHIA, U. S. A. 
TORONTO 


TLEXIBLE * PERFECT & A Ree 
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Note that the covers are packed separately from the skillets. 
Note that the dampers cannot pierce the carton. 


All standard packages—and at no extra cost! 


Reg. U. S. Pat. Off 


GRISWOLD 


AND NOW 
GRISWOLD LEADS 


IN MODERN PACKING 
AND SHIPPING 


Caisworp Cast ‘ron Skillets and Reversible 
Dampers, two of the steadiest sellers in the 
hardware business, are now packed and shippe: 
in convenient-to-handle cartons. No more bar- 
rels. No more litter. No messy unpacking. 

All clean stock. Easy to store. Easy to in- 
ventory. The contents are stenciled on both 
sides of the carton. Easy to sell. And no chance 
for dust to collect on these items. 

Four skillets to a carton in any standard 
home size. (Restaurant sizes are fewer in 2 
carton.) The skillets have the regular iron 
finish. Or are “silverlike” with a white nickel 
finish. Or “chinalike” enameled in blue or 
green. Every skillet can be fitted with a Gris- 
wold patented Tite-Top self-basting cover. 

The Reversible Steel Spindle Dampers are 
packed in convenient-sized cartons. Griswold 
Dampers lock positively and at once. In any of 
the 3” to 18” sizes. Or in oval patterns, 4’’ to 8”. 

Your jobber carries Griswold Skillets and 
Dampers packed this way, and will give vou 
immeciate shipping service. The Griswold 
Manufacturing Company, Erie, Penna. 
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eo Appliances Grxo 

) Complete Gas Cooking. 

‘ Heating. Lighting Service 
for every Home 





~~ 


Distinctly Finer—The New Kitchenkooks 


Never before has any line of liquid fuel stoves 
offered so full a measure of beauty, mechanical 
excellence, and variety of style as the new 
American Kitchenkooks. 

Especially is this true of the new ranges with 
high oven and broiler. They are new from the 
floor up. These beautiful ranges are finished in 
smooth, flawless porcelain enamel, inside and 
out. They are available either in beautifully 
contrasting shades of ivory and green, or in the 
ever-popular white and grey. A similar range 
is offered in semi-porcelain. 

The low-oven Kitchenkook is one of the most 
popular ranges ever built. It is now offered in 
full porcelain, ivory trimmed with pale green— 
and what a beautiful thing it is! Imagine a rich 


ivory where the illustration shows white, and 
pale green where the picture shows grey—but 
you'll have to see this new Kitchenkook to 
appreciate it. 

American Kitchenkooks offer the equivalent of 
city gas service to every home, everywhere. They 
make and burn a perfect, low-cost fuel gas from 
gasoline. All of them have a number of new 
and exclusive mechanical refinements including: 
new quick-detachable generator, easy to clean; 
extra generator with every 90() series Kitchen- 
kook; improved Instant Lighter; new easy- 
working built-in pump. 

The sale of American Kitchenkooks is limited 
to a comparatively small number of progressive 
merchants. Write us for details. 


American Gas Machine Company, Inc. 


ALBERT LEA, MINNESOTA 


78 READE STREET, NEW YorkK, N. Y. 
Canadian Distributors: 





ITC 





ADE MARK 


D4 ES ret 


HE 


REG 





4242 HOLLIS STREET, OAKLAND, CAL. 


GENERAL STEEL WARES, LTD.—25 Branches Across Canada 








(AMERICAN = 


a 








NKOO 


Economical Gas Service - for Every Home 
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PICTURE YOURSELF 

SELLING the PADLOCKS 

of 200 YEARS AGO = 
TO-DAY/ 


Modern engineering science has 
brought the Corbin Extruded Metal 
Pin Tumbler Padlock to its utmost 
perfection at a moderate price. At- 
tractive in appearance, convenient 
in size and offering the greatest se- 
curity—it is the padlock desirable 
for all purposes. 








” 





Made from a solid block of extruded brass 
metal machined to receive the Corbin pin tum- 
bler mechanism and providing a practically un- 
limited number of changes which can be had 
with master and grand masterkeys. * * * 


The easy operation of the key in the keyway 
opens the lock quickly and a light pressure on 
the shackle snaps it closed. * * * * * 


Stock Corbin Extruded Metal Padlocks— 
Their worth is proven by their consistent satis- 
factory performances at all times and under all 





conditions. 


Write for descriptive folder ADF2. 


Above illustration is an ac- 
tual photograph of a_hand- 
made wrought iron padlock of 
200 years ago. 

Sise 4 x 10 inches. 





CORBIN CABINET LOCK CO. 


The American Hardware Corp., Successor 


NEW BRITAIN, CONN.,U.S.A. 
NEW YORK CHICAGO PHILADELPHIA 


4 








Lb 


- 
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Good Rods and Reels 
Will Surely Land Them 


UNION Fishing Tackle lands the fisherman as well as 
the fish. That’s why so many Dealers sell the UNION 
line. They find it pulls and holds trade. 

RODS for every purpose either in Steel or Split Bamboo, 
also REELS and a wide assortment of Sundries, including 
Tips and Stubs, Tops, Guides, HandJe Trimmings and Extra 
Rod Handles, all made to sell at popular prices. 

UNION Rods are made strong and dependable—UNION 
Reels are quick winding, perfectly balanced and free run- 
ning. Lasting quality. ; 

Ask your Jobber to supply you. If he cannot—write to us 
and we will refer you to the nearest Jobber who will. We 
protect our Jobbers. 


Send for Catalog No. 12 


aA 


HARDWARE COMPANY’ 


Reg. U. S. Pat. Off. 


TORRINGTON, CONN. 
UNION New York Office 151 Chambers St. 











UNION 
Casting Reel 


All Agate Casting Rod 
No. 14 4-6 feet Established 1854 Incorporated 1864 No. 7200 
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NESCO 


JSaftematic 


Gasoline Stoves {Ranges 








HE stove! The cutouts! Now 
for new records! More and 
better business even than last 

year’s great Saftematic success! 


ATTRACT 


New display material. Bright colors 
that attract instant notice. Persua- 
sive wording that appeals to wise 
spending. Interest aroused. Pros- 
pects gained. Dividends from your 
window. 
INVITE 

Ever since Nesco made gasoline 
cookery automatically safe by pat- 
ented Saftematic control, women 
everywhere have turned to “the 
stove with a brain”. The 1930 win- 
dow trim capitalizes this fact by its 
public invitation to come into your 


store. 
IDENTIFY 


With the new high powered display 
battery on duty up front, you are 
identified as the authorized dealer 
for Nesco Saftematic Gasoline 
Stoves and Ranges. All the profits 
are yours. The Nesco franchise 
protects you. 


Sure success! 
Write for details now. 


NATIONAL ENAMELING & 
STAMPING COMPANY, Inc. 
Executive Offices: 13 Twelfth St., Milwaukee 
Factories and Branches: Milwaukee, New York, 


Baltimore, Granite City, Ill., Chicago, New 
Orleans, Laurel Hill, L. I., Philadelphia. 
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HERE’S THE SEASON’S GREATEST SALES OPPORTUNITY! 


The 


VOLLRATH VITALIZER 


supplies the growing demand 
of your customers for a hydrator for 
mechanical refrigerators 


The Vollrath Vitalizer makes 
wilted vegetables fresh and 
crisp. Keeps perishable vege- 


tables from drying out. 


Made in four convenient sizes 
to retail at $1.85, $2.60, $2.75 


and $3.70. (Slightly higher in some states. ) 


We can make immediate ship- 
ment. Make the most of this 


golden opportunity. 


Don’t forget the Vollrath line 
of Refrigerator Dishes, Covered 
Jugs and Ring Molds. You can 
sell one or more of these items 
with nearly every sale of a 


Vitalizer. 





ais 
Vollrath Vitalizer 


—A HYDRATOR 
FOR MECHANICAL REFRIGERATORS 


Here is a hydrator 
for your mechanical 
refrigerator for only 
$1.85. It is of generous 
size to hold the average 
family supply of fresh 
vegetables. 

The Vollrath Vitalizer, 
with its moist air, pre- 
vents the drying out of 
tomatoes, celery, lettuce, 
radishes, etc. Makes wilt- 
ed vegetables fresh and 
crisp. Preserves their flavor. Helps 
you make better salads. 

The Vollrath Vitalizer is also 
made in three other sizes to meet 
every requirement, $2.60, $2.75, 
and $3.70. 

When you get your Vitalizer, 
also ask to see the useful Vollrath 
Refrigerator Dishes, Jugs and 





Ring Molds, from go¢ up. Same 
high quality that has made all 
Vollrath Ware famous for over 
fifty years. Vitalizers available in 
white only; Refrigerator Dishes, 
Jugs and Ring Molds in color. 
At leading Department Stores, 
Hardware, Housefurnishing, or 
Refrigerator Dealers. 


“THE VOLLRATH CO. Est. 1874 - SHEBOYGAN WIS. 








Ask for newspaper mats. They are available in 200 
(like above), 100, 75 and 50 line sizes. 


THE VOLLRATH COMPANY .- EST. 1874 - SHEBOYGAN, WISCONSIN 
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THE INSIDES 

THAT MAKE A 
PARLOR 
FURNACE 


... AND 
KEEP- DOWN SERVICE COSTS 


» The Globe 








| SECTIONAL VIEW OF GLOBE GLOW-BOY 





GLOW-BOY 


The merchant who sells parlor furnaces on good-looks in 
1930 is playing right into the hands of competition—for 
most parlor furnaces look a good deal alike—and most 
of them are good-looking. 

It’s the ‘“‘insides’’ that make the heat—and it’s the 
‘‘insides’’ that give Glow-Boy dealers something to sell 
that the other fellow doesn’t have. 

Here’s a parlor furnace—actually more powerful, and 
more heavily built than many basement furnaces. The 


firepot alone—with the famous Globe hot-blast slots— 


weighs 119 pounds. Construction throughout is propor- 


tionately heavy, making Glow-Boy more than able to 





stand up under hard and constant firing without burning 
out, cracking or warping . . . The double jacket of the 
Glow-Boy prevents loss of heat by radiation—keeps the 
temperature even throughout the house. 

After all it is heat—convenient, economical and abun- 
dant heat—that people want. With Glow-Boy and its 
companion model, Ray-Boy, you can sell heat plus good- 
looks. You will have a big advantage over competition 
that may be depending on appearance rather than efh- 


ciency. Write for complete information. 


GLOBE AMERICAN COMPANY 


KOKOMO ’ INDIANA | Formerly Globe Stove and Range Company 





wae 
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On Roll Goods. .Tablecloths 
.. Shelving...Scarfs...Runners 
.. Doilies... Kitchen Drapes 


MG.u.s 


j babrikoid Fabrics 


—your guarantee of quality 

























GENUINE 


QU OND 
Fobrikoid 
Fabrics 


HE du Pont oval is your assurance of receiving 

genuine Fabrikoid Fabrics with the new and im- 
proved, easy-to-clean surface. America’s foremost 
department stores find that in these fabrics bearing 
the familiar du Pont oval they have a profitable and 
fast moving item. 

Housewives have discovered so many uses for this 
colorful, washable material that it sells itself. Scarfs, 
tablecloths, doilies, runners, kitchen draperies, shelv- 
ing are just a few of the many places where Fabrikoid 
Fabrics are popular. 

These fabrics come in a wide range of lovely colors 
—blue, green, maize, orange, white, red. There are 
as many attractive designs—all of them impressed 
right in the fabric with a new and improved finish 
that is beautiful, pliable as linen, and durable. 

Our manufacturing distributors are offering Fab- 
rikoid Fabrics in roll goods or in finished articles pack- 
aged in attractive boxes or in Du Pont Cellophane. 
All of them bear the du Pont oval. All of them are easy 
to handle and quick to turn over. For further infor- 
mation write to: 

E. I. du Pont de Nemours & Co., Inc., Fabrikoid 
Division, Newburgh, N. Y. Canadian subscribers 
address: Fabrikoid Industries, Limited, Fabrikoid 
Division, New Toronto, Ontario, Canada. 


- The du Pont oval appears on roils of gen- 


uine du Pont Fabrikoid Fabrics. Look 
for it. It is your guarantee of quality. 
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UST roll an acme Ball Bearing 
Caster on the counter. That is 
all you have to do to sell “acmes.” 
Smooth, silent operation do the rest. 


ACME Casters move the heaviest furni- 
ture readily and without effort. No 
damage to floors, rugs or carpets. 
People with good taste and judg- 
ment ask for “AcMEs.”” 
splendid opportunity to build up a 
caster business. A letter to us will 
bring a sample and full details. 


THE SCHATZ 
MANUFACTURING 


COMPANY 
Poughkeepsie, New York 


Acents: J. C. McCarty & Co. 
258 Broadway, New York City 





BALL BEARING 





Casters 





Here is a, 


| 





| 


“One of the 

MOST PROFITABLE ITEMS 
We Feature in 
Our Store” 


—MOHR-JONES HDWE. CO. 
RACINE, WIS. 


R. A. C. RYCZEK, 
= hace Manager, 
also states: “Recently we 
adopted the policy of 
selling Sanette Kitchen 
Garbage Receivers exclu- 
sively. We feel it is good 
business to do this from 
a standpoint of turnover 
and investment.” 





Hardware merchants 
everywhere have found 
that concentration on 
Sanettes exclusively builds 
more sales and bigger 
profits because of the 
complete line, nationally- 
advertised reputation (the 
ONLY _nationally-adver- 
tised can), patented easy- 
acting foot-pedal mecha- 
nism and absolute superi- 
ority of the famous 
Sanette baked-on enameled 
finishes. Also because 
the Sanette is 


NOT SOLD TO CHAIN 
DOLLAR STORES OR 
MAIL ORDER 
HOUSES 


Your choice of three popular-selling ——. 2 gal., $1.50; 3 gal., 
$3.00; 5 gal., $5.00 (retail prices). ($1.7 5, $3.25 and $5.50 re- 
spectively in South and West.) Each with separate galvanized 
steel inner pail. Six finishes ... white, ivory, green, yellow, blue 
or red. The 2 gal., $1.50 size is a popular leader. 


FREE ADVERTISING 
COOPERATION fe 


The Sanette is stocked by leading 
jobbers everywhere. Your _ initial 
order, placed with your jobber, en- 
titles you to a beautiful 7 color, 5 
piece oil paint cutout’ display 
(value $5.00). Sent FREE on re- 
quest write us direct. 


Concentrate on Sanettes in 1930 
for Bigger Profits 


aes 


hiciisin 


Master Metal Products, Inc. 
309 Chicago St., Buffalo, N. Y. 
Bridgeburg, Ont., Canada 
Approved by 


Ciood Housekeeping 
Institute 








Feature the 


RECEPTO 


... A Trade-pulling 











SALE ITEM SANET TE 
Retailing at $1.00 3 Sizes 
($1.35 in South and West) 2 oo 
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gives you everything necessary to do 
more RANGE Business 
_.._—_ att better -_ 









The only 


_ complete line of 












genuine malleable ranges 
for the retail trade made 

anywhere in 
the world 


A practical payment 
plan that enables every 


dealer to sell on liberal in- 


stallment terms without 






financial worries 


\ 


MLONLCL 


MALLEABLE 























An Opportunity to 
Put New Life into 
Your Range Business 




































Thirty years ago, people bought malleable 
sanges because they knew that a perfectly TIGHT 
range insured real economy of fuel and perfect 
baking satisfaction. 


Pee oy ii ae a 





These reasons for malleable construction hold 
good today, more than ever before. 

The only difference in trade conditions is that 
folks think more of handsome appearance than 
they used to. 

The Monarch of today has the same rigid, 
lasting, full malleable construction that it has main- 
tained since the beginning. But in addition, the 
Monarch of today is a full enamel range, outstand- 
ing in its beauty. It fulfills every demand. 





Due to the dominating manufacturing position 
of the Malleable Iron Range Company, the former 
high cost of malleable construction has been 
sharply reduced. In the 100 Series of Monarchs, 
you have a full enamel, full malleable range at the 
price level of a good grey iron range. 





Here is a situation the shrewd dealer will turn 
into increased business and profits. 


A representative showing of Monarch ranges, 
backed by our aggressive advertising and sales 
promotion, and offered on the liberal installment 
terms we have made available to every dealer, will 
put new life into YOUR range business. 


If YOUR territory is open, you are fortunate. 
Take advantage of your opportunity. Write us at once. 





Illustrating 
the 3 Series of 
Monarch Ranges.All 
with full line of sizes 
and equipment. All 
in full enamel and 
modern tints 


’ 
MALLEABLE 


MALLEABLE IRON RANGE COMPANY 
BEAVER DAM, WIS, 
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Automatic Scales 


HANSON SCALE COMPANY 
Established 1888 
523 N. Ada St., Chicago 


Makers ‘of Health, Kitchen, Utility, Diet, 
e.. Postal, Nursery, and Dair" Scales, Hang- 
ing Balances, Scoops and Attachments. 


48 










The ~< 7 wa Kitchen Scale 


Weighmaster ‘ — No. 1170 





Hardware and Housefurnishing ) Novel LZ 
S cialties vee ST a F 
7] es i J 


Ironing Tables Mop Sticks W indow 
Step Stools Tub Benches Fr ont 
A complete line of the above items at prices 
that will merit your consideration. Colored 


Please write for our catalog. P 
ackets 
The Monarch Mfg. Co. 


Tiffin, Ohio will show your customers 


Moore Push-Pins 
Glass Heads—Steel Points, 2 Sizes 
Moore Push-less Hangers 


“The Hanger with the Twist.” 4 Sizes 
To Hang-up-Things 

























KLOS KLIPS 
meet every re- Our new metal Style “L” Cabinet with 150 
quirement of the 10c. Packets, will quickly increase your sales. 
modern housewife. If Order one from your Jobber today. 


Montpelier, 


National Spring Clip Co., zines 


@ so 6hHh}hlhUCUlcrmhlhlUwP é 


THE ELASTIC TIP COMPANY 


MANUFACTURERS OF 


RUBBER GOODS AND SPECIALTIES 2 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 
370 ATLANTIC AVE., BOSTON, MASS. 


¢e¢et..j —_ @& 


you do not stock Klos 
Klips, r write 
to us direct for prices and in- MOORE PUSH-PIN COMPANY 
pgeange! Wayne Junction. PHILADELPHIA 
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PELOUZE 
New Household Scale 
DE LUXE 

Capacity 24 pounds by 
ounces. Artistically de- 
signed. Sturdy, compact 
construction. Beautifully 
enameled in the choice of 
several colors. Double up- 
right supports. Invalu- 
able to every household. 
Order early through your 
jobber. . tes 
PELOUZE MANUFACTURING CO. “*‘rso with Scoop 

232 East Ohio Street, Chicago Ne. C30—Glass Dial 


Menufacturers of reliable scales for 
many purposes. Send for catalogues. 


Specify “PELOUZE” in ordering of your jobber 



























“REX” Junior is a_ practical bottle 
capper for family requirements. It op- 
erates easily and sets the caps quickly— 
caps every bottle absolutely air tight. 


The housewife never worries about leak- 
age and spoilage. No screws. No springs. 
No adjustments. A steady selling guar- 

: anteed bottle capper priced LOW for 
quick sales. 


Send for Folder and Trade-Prices. 


The Rexhouse Mfg. Co., Inc. 
“aon 


Junior 105 Cottage St. Poughkeepsie, N. Y. 














House NUMBERS 


pe Luxe | RCA La will 


. 
Pues 2ike ~~~ and buy: 
Finished ie be 
Aluminum 
House numbers are a profitable staple 
—if they’re the right house num- 
bers. PREMAX Numbers are being 
chosen, for their fine appearance, for 
the numbering of entire cities; and 
this same beauty, plus the attractive 
PREMAX counter-display box ac- 
counts for their regular and profitable 
turnover in stores. You can make 
money on PREMAX Numbers. Many 
styles—including the famous De Luxe. 
“Write for samples and prices. 


PREMAX PRODUCTS, INC. 


103—13th St.. Niagara Falls, N. Y. 
ments of 50. 


WOOSTER DEALERS: 


Send for FREE paint can labels to “pep up” Wooster 
Brush sales. 











These attractive blue and gold labels, stuck on 

ean lids, remind customer and retail salesman 

that every can of paint is made better with a 
quality brush. 


7 

8 The Wooster Brush Co., Wooster, Ohio 

; Please send free a quantity of the new labels to 

4 DEP MESCecanessbbebne son Sncn sue liboki bare beans benee 
: ED ba:65 aot 060 SERA EERSEES S006,40 0S eS ed ee EEOe Twos 
; PE hich noseesSaaneeawursouseeadanesube sabeesan 

















There Are Many 


: Ways To Gain 


The Women’s Trade 


ND - this trade is 

well worth hav- 
ing! Do you know 
that in some sections 
49% of the customers 
are women? How 
many of your custom- 
ers are women ? 


Items such as paint, 
varnish, lacquer, 
housefurnishings, 
kitchenware, electri- 
cal supplies, etc., all 
lend themselves to 
displays and sales 
ideas that willattract 
women to your store. 


Read the accounts 
that appear in Hard- 
ware Age telling how 
merchants every- 
where are gaining 
this desirable trade. 


Hardware Age 


239 West 39th St. New York City 
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he truly modern carpet sweeper 





must sweep either inch thick rugs 
or linoleum—with real ease, as 
well as thoroughness. 






Only the new “Hi-Lo” Bissell will do 
that. “Hi-Lo” Brush Control doubles **", 
the brush range with half the effort. —/ 





Note the ‘‘Hi-Lo”’ levers 
which actuate the brush, : 
doubling the sweeping ewww awe 2 
range. HEAVY CARPET - LINOLEUM ~ 7” 





There is profit in catering to the desire of pres- 
ent sweeper owners for the improved “Hi-Lo” 
Bissell, aroused by our national advertising. 





BISSELL CARPET SWEEPER CO. 
GRAND RAPIDS, MICH. 
New York Office and Export Dept., 46 West Broadway, New York, N. Y. 
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A large variety of styles and types with models in every 
price range enables the Crackerjac dealer to meet and 
beat any competition and satisfy every curtain stretcher 
demand. 








Practical designs—convenient operation—quality con- 
struction—excellent finish—handy packing—exclusive 
wns: a features—make Crackerjac the outstanding curtain 


lock and ar stretcher line—the leader in the field. 
° admium a ° . 
Plated metal Write today for complete details—the Curtain 


rts. a 
— Stretcher season is just around the corner. 


AND STEP LADDER STOOLS, TOO— 


Another fast selling Crackerjac product. Built in four 
popular models—finished in six modern colors—im- 
proved construction—attractively priced. Write for 
literature. e 
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THE CHEMICAL HEALTH GLASS 


Best of all Glass Substitutes 


INSURES CUSTOMER SATISFACTION 





Here Is Why! 


Most durable. The wire mesh is impreg- 
nated with a heavier film, which excludes 
moisture. This means longer life. 


Tests prove its greater strength. Made 
with a double wire reinforced selvage. 


Ad>mits most ultra-violet rays. Laboratory 
tests prove this. 


Most transparent. Although the film is 
heavier, tests show that VIMLITE admits 


more light. 


Always lies flat and straight. This insures 
greatest satisfaction. 


Always uniform. By the special pro- 
cesses used in the manufacture of 


VIMLITE, there can be no variation. 


Longest service. The double-wire selvage 
and heavier film mean greater durability. 


“vu © OO hh WN 





NEW YORK WIRE CLOTH COMPANY a 
342 Madison Avenue New York, N. Y. 


Resdecedecedurrectesaunenesdndns ss co 


apa 






VIMLITE is the best glass sub- 


stitute from every standpoint. In addition to its stronger 
construction, which means longer life, it admits more light 
and more ultra-violet rays. These are facts backed by 
careful laboratory tests. 


Satisfied customers mean more profits. Here is a window 
material which adequately meets the customer's needs 
from every angle — and that spells satisfaction. 


Every alert farmer now knows the value of ultra-violet 
rays. Our advertising is acquainting your trade with the 
test-proved superiorities of VIMLITE to bring these 
health rays into brooder houses, chicken houses, stock 
barns, hotbeds, cold frames and other farm structures. 


VIMLITE comes in convenient self-dispensing orange 
cartons — easy to handle. Approved by the National 
Board of Fire Underwriters. 
Order from Your Hardware Jobber 
—the Only Source of Supply. 





VIMLITE is shipped in this substantial orange carton which can be used as 
a self-dispenser. With a sharp knife, cut along the black line and place the 
box on your counter or the floor. Pull binding tape gently and. VIMLITE 
follows through the opening, flat and smooth, ready for clipping off with the 
shears. Nothing could be simpler. Be sure you get the orange carton. 


ial 
ate —_ ~~ a VIMLITE is manufac- 


-_ tured under Patent 


No. 1,580,287. 
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MERCHANDISING CAMPAIGN ON THE AIR... 


EA week from forty of the most powerful 
and far-reaching radio stations in America, 
the staff experts of the Women’s Radio Insti- 
tute, sponsored by the makers of Gold Seal 
Congoleum Rugs, are broadcasting programs 
of vital interest to women. The response to 
these programs has been amazing — hundreds 


, of women are going into stores every day to 


get the free application cards entitling them to 
join the Women’s Radio Institute. 


This great merchandising campaign is creating 
new business and extra profits for dealers 
everywhere. It is delivering extra sales power 
to the year-in and year-out color page adver- 


GOLD SEAL 





ONGOLEUM 


RUGS 


tising of Congoleum Rugs in leading magazines. 
Over 210 million pages in 1930! The greatest 
color magazine advertising campaign for any 
floor-covering. 


A few feet of floor space carries a handsome 
display of all the eighteen colorful patterns in 
‘Congoleum Rugs. Each rug comes to you in- 
dividually rolled, securely wrapped and with 
pattern plainly indicated. An adequate stock 
takes surprisingly small space in your stockroom. 


CONGOLEUM-NAIRN INc. 
General Office: KEARNY, N. J. Philadelphia Chicago 
New York Boston Pittsburgh Minneapolis 
Atianta Kansas City Dallas 


New Orleans 


San Francisco Detroit 


Women everywhere 
look for this Gold 
Seal to identify the 
world’s best buy in 
labor- saving floor- 
coverings. 


THIS ISA 
GOLD SEAL 








"Hook up” WITH THE MOST PoweRFUL RADIO 
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Be SURE to Stoek These 
Sereen Season Profit Makers 












SILENT, SR. Door Closer, No. 2000—The 
only Double Spring Door Closer on the 
market. Sells all year round. Powerful, united 
action of jamb spring and cylinder spring 
assure positive closing of House Entrance 
Doors, Storm Doors and most Doors in 
Office, Factory and Mercantile Buildings. 
Ilas patented Everedy valve for adjusting 
speed, same as Silent, Jr. Improved for 1930 
with spring brass washer spreader, and with 
new latching feature that assures positive 
closing of latch. Handsome dull brass lacquer 
finish. Corrosion and rust proof. 










































CREEN door season is just around the corner. And, 

judging by orders that are pouring in, the trade ex- 

pects it to be a big season for Everedy Adjustable Screen 
Door Grilles and Everedy Silent Door Closers. 


Everedy Grilles are an exceedingly useful and attrac- 
tive item of screen-door equipment; hence an exceed- 
ingly salable and profitable item for the dealer. They 
beautify the door and protect the screen against the 
pushing and pawing that make it sag, bulge and 
break. Finished in brass, bronze and antique copper, 
they are sold in a variety of sizes with sliding rods that 
make them adjustable to fit almost any screen door. 


Every screen-door owner or purchaser is a prospect, 
too, for the sale of one or more Everedy Silent, Jr., 
Door Closers. Silent, Jr., stops the slam, keeps the door 
shut tight, and thus keeps out insect pests. Improved 
for 1930 as described below, the Silent, Jr., now stands 
out as a greater value than ever before. 


Improvements for 1930 also have been made in the 
Silent, Sr., which meets the demands of a year-round 
market for a low-priced closer for heavier doors. 


Backing up the improvements in the Everedy line, 
improvements for 1930 also have been made in Everedy’s 
free window posters, demonstration mounts, etc., and 
in our National Advertising that will again drive home 
the advantages of Everedy Silent Door Closers and 
Everedy Grilles to millions of consumer families. 


Order Silent Door Closers and Everedy Grilles from 
your jobber today. Or write now for full information. 


SILENT, JR. Door Closer, No. 1000—- 
The Nationally Advertised Silent, Jr. is 
the finest low-priced Door Closer on the 
market. Sells on sight. An unfailing profit- 
producer. Closes screen and light weight 
house doors quietly and closes them tight. 
Patented Everedy valve permits easy and 
accurate adjustment of closing speed by 
simple twist of cylinder. Improved for 
1930 with new spring brass washer 
spreader that assures uniform plunger 
action and longer wear. Handsome dull 
nickel finish. Corrosion and rust proof 





Everedy Products are Sold by Leading Jobbers Everywhere 


THE EVEREDY COMPANY wagviann 


Also Manufacturers of the famous Everedy Bottle Cappers, Syphon Filters, Strainer Sets, etc. Write for Catalog No. 9-B 
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Week of 
March 16th to 22nd 


You will never need to turna | is 
customer away when you stock =} 
these nine fine Winchesters, 
They meet every .22-caliber 
shooting purpose—quality rifles 
that sell the year round. 


- 
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Nine Fine Winchesters 


From the splendidly balanced model 57 at the 
top—a graceful five pound edition of the 
famous 52, to the fast-shooting little Win- 
chester Automatic at the bottom, they’re quality 
rifles, Beautiful examples of the gunmaker’s 
art, every one with a Winchester proof barrel, 
bored and rifled with Winchester precision. 










Your customers will want the 90, the 56, 57, 
or the 03, for small game and for target. The 
match shooters will ask for the super-accurate 
52. The boys who are just starting in will buy 
the 02, 04, 58, or the lightest of the Winchester 
slide actions, the 06. 


Ask your Jobber to show you the full line of 
.22 Winchesters. 
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WINCHESTER REPEATING ARMS CO. 
New Haven, Conn., U. S. A. 


New York Office and Showroom 


312 Broadway 
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ATKINS 


| Silver Steel Hack Saw Blades 
| AAA-Alloy Steel Hack Saw Blades 
| saucer AW 14 r NUMBER OF 
gi yA ; “ sanrighortir 
=r — ality: 
eae 
—. 4 


Oe sre CABINET 
Will S ell More Ha cksaw Blades 


—because of these facts: 





i. Directs the user’s attention to your sup- 
ply of Atkins SILVER STEEL and Tung- 
sten Alloy Blades. 


2. Presents technical advice on the proper 
blades to use for various kinds of cutting. 


3. Permits the use of its interior compart- 
ment as a stock container for giving 
quicker customer service. 


4. Connects your store with Atkins adver- 
tising. 


Atkins new Hacksaw Display Cabinet is lithographed in attractive colors 
and built for real service. A decided asset to any store that is pushing the sale 
of Atkins SILVER STEEL and Tungsten Blades—the saws that customers want. 


Get particulars covering this New Selling Aid from the nearest branch 
listed below. Cash in on the full value of our advertising to users about Atkins’ 
SILVER STEEL Hacksaw, “The Blade with the Blue End,” and our AAA Tung- 
sten Alloy Blade. 


WRITE TODAY FOR INFORMATION 


E. C. ATKINS & COMPANY pester or 1 


Atkins Famous 
Blades. Card Carries One Dozen 


Saws. 


















SSIRINS = 
Aciimsirtn KSA Tigi 


Home Office and Factory: Indianapolis, Ind. 
Canadian Factory: Hamilton, Ontario 


Branches: 
Atlanta New York Portland 
Memphis Chicago Seattle 


New Orleans Vancouver, B. C. San Francisco 
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OSBORN WINDOW BRUSH NO. 93. 


Oblong pattern. Black horse 
hair. A very popular seller. 





OSBORN FLOOR BRUSH NO. 896. 


Mixed fibre and wire thoroughly mixed 
in each hole. Excellent for sweeping 
garage, basement or factory floors. 








OSBORN FLOOR BRUSH NO. 856. 


Selected gray fibre. An exceptionally 
popular brush for sweeping sidewalks, 
basements, garages and factories. 








OSBORN FLOOR BRUSH NO. 224. 


Mixed hair and fibre. A wonderfully 
efficient brush for sweeping smooth 
floors in homes, offices, stores, etc. 








SELLERS 


ET a customer get the feel of an 
Osborn Floor or Window Brush 
and it's half sold. Well-balanced 
from the tip of the handle to the 
working end, Osborn Brushes are 
built to satisfy. Only high-quality 
materials are permitted to go into 
Osborn Brushes. They are quality 
throughout. J Clean-cut profits are 
yours when you sell Osborn Floor 
and Window Brushes, Paint and 
Varnish Brushes, Wire Scratch 
Brushes, Wire Wheel Brushes, 
Bass Brooms, Push Brooms, House- 
hold Brushes and other popular 
brushesinthe complete Osbornline. 


JE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE - CLEVELAND, OHIO 


SALES BRANCHES: 
New York - Detroit - Chicago - San Francisco - Los Angeles 























TRADE WINDS 


By LLEW S. SOULE 





Quality, Price and VALUE 


YO plan for retail merchandising can be suc- 
| A cessful unless it takes into consideration the 
buying habits of the customer. 

Regardless of how well the goods are bought, dis- 
played and advertised, there can never be any profits 
for the merchant until a certain amount of the 
merchandise is sold and the money collected. [-x- 
penses incident to conducting the business must all 
be paid out of capital, or taken from the proceeds 
of sales; profits must all come from sales, and sales 
can come only from customers. Therefore the cus- 
tomer is the most important single factor in mer- 
chandising. That being the case, the logical thing 
for the retail merchant to do is to determine what 
induces the customer to buy, and what influences 
him in selecting the merchandise he does buy. 

The first problem is comparatively simple. 
average person buys merchandise because of two 
major incentives—need, either real or fancied, and 
pride. A merchant’s stock should therefore include 
both the necessity items and those of the so-called 
luxury type. Too many hardware merchants have 
tried to merchandise strictly on a basis of needs. 
This fact alone accounts for many retail failures 
during the past ten years. 

The second problem is more difficult. Many 
merchants honestly believe that price is the prime 
consideration of the customer in the matter of select- 
ing the merchandise he desires to buy. Chain stores 
have largely based their merchandising policies on 
that assumption. Others are equally confident that 
quality and service are the final arbiters in a sale. 
Independent merchants, as a class, have based their 
merchandising policies on that assumption. The 
fact is that neither assumption is correct. With the 
average customer today price is not the dominating 
factor; neither is quality with its attendant service, 
the prime consideration in buying. 

What the customer really wants is the best article 
he can get for the money he believes he can afford 
to pay. There are some so-called services he is 
willing to pay for; there are others he takes for 
granted; there are still others that he is willing to 
accept with no strings attached, but for which he is 
unwilling to pay. Whenever a so-called service 
makes him pay more for the merchandise than the 
price at which he can obtain the same goods else- 
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where, he is very apt to forego that service in favor 
of price. 

Other conditions being equal, the customer’s selec- 
tion of any particular article depends very largely 
upon a combination of quality and price; in other 
words, upon value, as he interprets value. Naturally, 
the arrangement and atmosphere of a store, as well 
as the methods and personality of the human beings 
in that store, have a very important bearing on the 
choice of a source of supply, but we are consider- 
ing selection of merchandise rather than source of 
supply. Considered from that angle, is it not highly 
probable that chains have underestimated the sales 
possibilities of quality? Is it not also possible that 
some independent merchants have equally underesti- 
mated the drawing power of price? 

Undoubtedly buying habits have changed ma- 
terially in the last twenty years. People no longer 
buy furniture as they once did, with the idea of 
handing it down from one generation to the next. 
Style changes have reversed that buying habit. For 
a similar reason more people today buy plated silver- 
ware in preference to sterling. The customer’s 
interpretation of values in these lines has changed. 
Perhaps the same thing has happened in some lines 
of hardware products. 

With the advent of a higher standard of living, 
the consumer’s buying has been spread over a much 
larger field. In many cases this has actually reduced 
his buying power in what were once his favored 
lines. This too must be taken into consideration in 
present day merchandising. : 

Therefore it seems logical, that while the retail 
hardware merchant must maintain his reputation for 
quality and service, he cannot entirely ignore the 
matter of price. He should take cognizance of 
value from the standpoint of his customer, and carry 
in his stock values not only for those customers who 
feel that they can afford the best, but also for those 
who feel that a slightly lesser degree of quality at a 
lower price will satisfy their needs and desires. 

The solution of his problem lies in buying back- 
wards; in finding out first what his customers want 
or can use to advantage, and approximately whiat 
range of prices they are willing to pay; then in 
buying the goods which will fill those requirements 
and leave him a profit. 
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WE MEASURE 


Here are actual buying experiences of a Hard- 
ware Age representative ina New Jersey town. 
Read them and have your salesmen read them. 


ARDWARE AGE is con- 
H ducting an analysis in retail 

selling. Our agents are go- 
ing into stores and attempting to buy 
different articles of merchandise. 
They are allowing the salesman to 
present his sales argument as fully 
as he wishes. They are asking ques- 
tions—such questions as a customer 
would naturally ask. They are set- 
ting down in detail the arguments 
used by the salesmen; the answers 
to the questions asked; the general 
treatment received. 

In each town visited they will try 
both hardware stores and stores of 
other types where similar articles 
are carried. 

We will then publish the inter- 
views in both cases, and compare 
them with the printed sales talks in 
mail-order catalogs. Our agents will 
not be known to the merchants on 
whom they call. They will ask 
similar questions in both the hard- 
ware stores and the other retail 
establishments. Where the sales 
arguments and the answers to ques- 
tion justify purchases, the articles 
will be bought. In other cases the 
usual customer excuses will be 
offered, and notes taken on how 
these excuses are accepted. 

Read these actual buying experi- 
ences as they appear in these pages. 
Have your salesmen read them. 
Make these articles a basis for store 
meetings which will educate your 
salesmen to sell merchandise intelli- 
gently and efficiently. Your store 


may be the next one visited. 
Here is the record of our agent’s 


experience in a New Jersey town 
while trying to buy a hand saw: 


Hardware Store in New Jersey 


Salesmen: What will it be for 
you? 

Customer: I'd like to look at a 
saw. 

Salesman: What size—large, me- 
dium, or small ? 

Customer : Just a general-purpose 
saw to use around the house. 

(Salesman hunts around and 
finally brings out a cheap, com- 
petitive type saw.) 

Agent: Is this a good all-purpose 
saw? 

Salesman: Yes, but I can give 
you a better one if yqu want it. 

Customer: Will it do either rip- 
pring or cross-cut work ? 

Salesman: Yes, but it won’t rip 
as well as a regular rip saw. It will 
take longer, because the teeth are 
set differently. 

Customer : I should think it would 
cut all right if it’s sharp. 

Salesman: It’s sharp all right, but 
different saws are made for each 
purpose, and you can’t buy a saw 
that will do both kinds of work with 
the same efficiency. 

Customer: What’s the price of 
this one? 

Salesman: $1.25. 

Customer: Haven’t you anything 
better 

Salesman: Sure, but if you just 
want it to use around the house, this 
one is plenty good enough. 

Customer: Well, it’s not exactly 





I guess I'll look 
around before I buy. 

Salesman: All right. 
cide you want this one, come back 
and we'll fix you up. 


what I want. 


If you de- 


Second Hardware Store in 
Same Town 


Salesman: Something for you? 

Customer: I’d like to look at a 
hand saw. 

Salesman: Want a small saw ? 

Customer: Not particularly; 
something to use around the house 
for odd jobs. 

Salesman: Here’s one for 50 
cents and here’s another for $1.25. 

Customer: What’s the difference 
in the two? 

Salesman: Oh, this one is a bet- 
ter Saw. 

Customer: What makes it better ? 

Salesman: There’s better stuff in 
it. 

Customer: Would it work all 
right for either ripping or cross-cut 
sawing ? 

Salesman: Saws are not made 
that way. You ought to have a saw 
for each purpose. 

Customer: I guess that’s right, 
but T haven’t cash enough to buy 











‘ 


aida pie csp aetiainies<: ba Seton yh ie Raa een * CH wee 








me 














| 





HARDWARE AGE for MARCH 20, 1930 _ 33 








two saws right now, so I guess I'll 
let it go until some other time. 

Salesman: Yeah, you ought to 
have two different saws. When you 
get ready, come in and let us take 
care of you. 


Third Hardware Store (Same 
Town) 


Salesman: May I serve you, sir? 

Customer: I’d like to look at a 
hand saw. 

Salesman: Step right over here, 
please; we have a very complete 
stock of high-grade saws. Did you 
have any particular make in mind? 

Customer: No. I just want a 
good, all-purpose saw to use around 
the house. 

Salesman: Then I would recom- 
mend this saw. It is made by one 
of the largest saw manufacturers 
and has an excellent reputation 
among saw users. 

Customer: What size is it? 

Salesman : Twenty-six inch, which 
allows for a good healthy cutting 
stroke. It’s a nine-point—that means 
nine teeth to the inch, which is a 
good size for most users. It has 
a good hang and is well balanced. 

Customer: What is the price? 

Salesman: $3. 

Customer: Haven’t you some- 
thing cheaper? 

Salesman: Yes, but I believe it 
will pay you to buy a good quality 
saw. 

Customer : Why is this $3 one any 
better than the $1.25 one? 

Salesman: This one has a blade 
of the finest steel, especially tem- 
pered. The blade is ground in such 
a way that it will not buckle or bind, 
but will run freely and easily. The 
handle is selected apple wood, which 
is very hard, strong and close- 
grained, making it very durable, 
while the smooth finish makes it 
easy on the hands. It is fully guar- 
anteed, and while it costs a little 
more than the lower quality saws, 
it is easily worth more. 

Customer: Will it rip as well as 
do cross-cut sawing? 

Salesman: I wouldn’t advise you 
to use it for ripping. It is perfectly 
set for cross-cut work, while rip- 
ping requires a different tooth and 


a different set. You will save time 
and keep this saw in better shape 
if you buy a rip saw for that kind 
of work. 

Customer: I don’t believe I can 
afford two saws just now. 

Salesman: Under those circum- 
stances I would advise your buying 
this saw now and getting a rip saw 
later. You won’t use a rip saw 
nearly as often as you will a cross- 
cut. May I wrap it up for you? 

Customer: Yes—I'll take it. 
Thank you. 


Chain Store (Same Town) 


Customer (addressing  salesgirl 
back of tool counter): Are these 
the only hand saws you have? 

Salesgirl: No; we've got these 
small ones. (Picks up compass 
saw. ) 

Customer: That’s not what | 
want. I want a hand saw; one on 
this order, but better. 

Salesgirl: That’s the only kind we 
have. 

Customer: Will it do ripping as 
well as cross-cut sawing? 

Salesgirl: Sure. It will do any 
kind of sawing like any other saw. 

Customer: What size is this one? 

Salesgirl: Don’t it say on the 
card? They are a dollar apiece and 
guaranteed. 

Customer: What does the guar- 
antee cover? 

Salesgirl: If it don’t do the work, 
bring it back. 

Customer: Can I return it if teeth 
break out? 

Salesgirl: I don’t know; wait till 
I ask the manager. 

Customer: Never mind, I’m in a 
hurry now. Maybe I'll come in 
again when I have more time. 

Salesgirl: Okay, Mister. 


Mail-Order House Chain Store 
(Same Town) 


Salesman: What can I do for 
you? 

Customer: I’m looking for a hand 
saw. 

Salesman: Yes, sir. You'll find 
them right over there. (Takes down 
unknown brand.) This is a real 
good saw; we have sold thousands 





of them, and they give entire satis- 
faction. 

Customer: Will it do ripping as 
well as cross-cut sawing? 

Salesman: Oh, yes. It will do 
anything that any good saw will do. 

Customer: I never heard of this 
brand before. 

Salesman: No, I don’t suppose 
you have, as we have these saws 
made especially for us to very rigid 
specifications. We guarantee you 
can’t buy a better saw for the price. 

Customer: Haven't you a ——? 
(Naming a well-known saw. ) 

Salesman: We did have them, but 
we don’t carry them any more. We 
think this is better. 

Customer: It may be a good saw, 
but I don’t know the brand and I 
don’t want to take chances on some- 
thing I know nothing about. 

Well, we guarantee it, was all the 
salesman said as the customer 
walked away. 

Se ee oe 


The lack of knowledge displayed 
in the chain stores of this town is 
such that the hardware stores should 
easily sell the great bulk of hand 
saws used there. However, in only 
one of the three hardware stores 
visited did the HarpwarE AGE 
shopper meet with a convincing 
sales talk, backed by a reasonable 
knowledge of the line. While all 
three stores carry similar lines at 
about the same price ranges, inves- 
tigation shows that store number 
three is doing more business than 
the other two combined, largely be- 
cause of better salesmanship. 

Where would you buy if you 
lived in that town? 

By the way, this is how the Mail- 
Order Catalog describes a hand saw: 

“Special analysis crucible alloy 
saw steel, spring tempered and full 
taper ground. Four gages thinner 
on back than on cutting edge. Back 
of saw tapered four gages from 
handle to point. Perfect taper pre- 
vents buckling, reduces friction, and 
allows saw to run easily. Teeth are 
bevel filed by hand to a diamond 
point. Carved and polished apple- 
wood handle, fastened by five solid 
brass, nickel-plated screws. Perfect- 
ly balanced, beautifully finished.” 














INDUSTRIAL PIRATES 


by SAUNDERS NORVELL 


. P-PNAKING a broad view, business in the United 
| States has been built up upon the principle of 
manufacturers selling to jobbers, jobbers to retail- 

ers, and retailers to consumers. This system of distri- 
bution fits the United States on account of our great 
population, tremendous area and long distances from 
the manufacturers in one part of the country to the 
consumers in other parts of the country. For these 
reasons the situation in the United States is entirely 
different from that of most European countries. 

It has been demonstrated over and over again that 
in most lines of business this is the most economical 
method of distribution. When the manufacturer sells 
to jobbers he takes orders in carload lots. Freight is 
saved. The cost of handling out of the factory to the 
railroad tracks and into the jobber’s warehouse on the 
railroad tracks is a minimum. Payments are prompt. 
Shipments are arranged on dates to suit the convenience 
of the manufacturer and the jobber. All these things 
lead to great economies in the distribution of goods. 

The jobber in turn breaks up these large shipments 
and distributes them to the retail trade in his territory 
in small and convenient lots. The merchant with a small 
capital can go into business on his own account. By 
using the facilities of the jobber, he can buy a great 
variety in moderate quantities and secure a quick turn- 
over. With the modern trucks, goods are delivered to 
the retailer promptly over a wide 
area from the jobber’s warehouse. 

These conditions also lead to econ- Bae. oe 

omies for the retailer. With theo am 

quick service of the rhilhud ad SSS ——— 
the efficient service of trucks, very 
little time is lost in delivery. This 
condition in recent years has led 
to the release of large sums of cap- 
ital that were formerly tied up by 
goods in transit, also to the fact 
that business can be conducted in 

a satisfactory manner by purchas- 

ing in smaller quantities more fre- 

quently. 

Please understand that in this 
article we are attempting to think 
and write only on broad lines. We 
cannot consider every exception. 
This system, as outlined above, has 
led to the selling of goods by man- 
ufacturers on the basis of classi- 
fication of the trade, the trade be- 
ing classified by reason of the ser- 











vice they render. The jobber receives a price to compen- 
sate him for his services, and the fetailer in turn receives 
a price to compensate him for the service he renders. 
This means that the manufacturer selling through the job- 
ber to the retailer has a jobber’s price, and many manu- 
facturers also have a suggested resale price at which job- 
bers should sell to retailers. Still other manufacturers go 
a step further and have a suggested retail price for the 
consumer. Many manufacturers, for instance, in estab- 
lishing their price, start with the retail price to the con- 
sumer, then allow a certain discount for the retailer’s 
profit and another discount for the jobber’s profit. Every- 
body is willing to admit that the manufacturer, the jobber 
and the retailer should enjoy a fair and reasonable profit. 
Every reasonable consumer is willing to grant this and 
to pay the price for the present convenient system of 
distribution where, in the stocks of the retailer, the con- 
sumer can find almost anything he needs with a few 
steps and at a moment’s notice. 


Au of the above is so simple and so well understood 
that it seems a waste of words to even write about it, 
hut our lawmakers have so complicated the situation by 
the laws they have passed that it is next to impossible 
to do business in well-known brands of goods that have 
won the public favor without actually becoming a law- 
breaker. According to the Sherman law and the fol- 
lowing Clayton Act, for a merchant to ask a jobber, 
or to’agree with a jobber, or for a jobber in turn to 
agree with a retailer, to maintain a certain price, is 
against the law and subjects the offenders to fine and 
imprisonment. Many corporations, having been haled 
before the Department of Justice, refuse absolutely to 
have anything to do with resale prices or to cut a 
customer off their list if they demoralize the prices in 
their lines. Some of these great manufacturers, instead 
of selling goods by classification, as outlined above, 
sell on a quantity basis. They completely disregard 
the difference between jobbers and retailers, and their 
prices are based on quantity alone. Anybody who has 
the money can buy their goods, and the difference in 
price is based only on the quantity ordered. As a result 
oi this system, small buyers buy together in an effort 
to reach the maximum quantity so they can attain the 
lowest price. All trade lines are broken down, and in- 
viriably jobbers find such goods sold on such an un- 
fevorable profit basis that it does not pay them to sell 
the lines. Sometimes they are forced to sell the goods 
on account of the demand. In such a case, the manu- 
facturer is actually receiving and accepting services for 
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which he does not pay. His unwill- 
ing distributors, both jobbers and 
retailers, are compelled to distrib- 
ute his goods and actually lose 
money for the services they render 
him. Is this not a form of com- 
mercial piracy ? 

According to the Gettysburg 
Address of Abraham Lincoln, and 
according to the Constitution of the 
United States, this country is dedi- 
cated to the proposition that all 
men are equal, and, of course, that 
means before the law. As a matter 
of fact, as the Sherman law is now 
being interpreted, all men are not 
equal before this law, for the 
simple reason that this law gives 
the buyer every advantage and the 
seller no advantage whatever. The 
buyer has used the Sherman law to 
command the situation. Sellers all 
over the land today are completely 
at a loss to know how to protect 
themselves against their loss in profits, by reason of the 
interpretation of this law. Let me give some specific 
cases. A man by the name of Carl Weeks, who has a fac- 
tory in Des Moines, Iowa, making a line of toilet articles 
under the brand “Armand,” has built up a large business 
by reason of the quality of his goods, the service he ren- 
ders, his reasonable prices, and his sales system of resale 
prices. Carl Weeks has been making an effort, with the 
suggested resale prices, to protect his retailers and his 
jobbers in the sale of his. goods. No one at any time has 
suggested that either the jobbing profit or the retail profit 
in these goods is excessive, but in the past few months 
Carl Weeks has been haled before an investigating com- 
mittee of the Federal Trade Commission in a number 
of cities in the United States, to defend himself against 
“conspiracy —in ‘other words, for violating the Sher- 
man law. Hearings on this case are still under way. 
I understand, if any “cease and desist” order is issued 
by the Federal Trade Commission against Carl Weeks, 
he proposes to take his case to the Supreme Court of 
the United States. Mr. Weeks is being defended by 
one of the greatest business lawyers in this country, 
Mr. Dunn of New York. Mr. Dunn has defended a 
number of very similar cases. 











. ITOP and think of just what Mr. Weeks has attempted 
to do; nothing but make good goods, give good service 
and attempt to protect his jobbing and retail custom- 
ers on the profit of his goods. That is all, but doing 
this thing may be unlawful, and, in any event, Mr. 
Weeks is advertised from one end of this country to 
the other as being a possible lawbreaker, and whether 
he wins or loses, he has an enormous legal bill to pay, 
a bill that will certainly make a great hole in the profits 
of his concern and which would probably in some cases 
ruin the average business. This may look like justice, 
but to the average ordinary merchant, who is. strug- 
gling to make a living out of his business, it is pretty 
hard to see the justice of it. 


One of the most interesting things that has developed 
in the hearings of this Carl Weeks case is the subter- 
ranean methods used by price cutters to obtain “Armand” 
goods. Some of the retailers that Carl Weeks was try- 
ing to protect in their profits have betrayed him by buy- 
ing his goods and then turning them over to the boot- 
leggers and price cutters in his goods. I now have much 
of this evidence before me, and probably in a later arti- 
cle may reproduce it, just to show the difference between 
a man like Carl Weeks, doing business fairly and in 
the open, and the bunch of industrial pirates who are 
willing to destroy his good will and thereby destroy his 
business. Still it is possible that under the law these 
pirates may win, and the business of Carl Weeks may 
be destroyed. 


A LL of us have read about halitosis. Some of us are 
more afraid of bad breaths issuing from our mouths 
than other things much worse than halitosis. In pass- 
ing, I must tell of a Wall Street broker who, when he 
was found lunching in a very modest manner, upon 
being asked if he had been hit by the Wall Street crash, 
replied: “No, the crash did not get me, but I have been 
reading these halitosis advertisements, and I have gone 
broke buying Listerine.” 

Listerine is one of the items sold, not by classification, 
but on a quantity basis. The quantity controls the price. 
As I myself use Listerine, I have been interested in the 
prices I have been asked. In a drug store in a hotel 
in Chicago, the dollar size bottle was one dollar. I sug- 
gested that their price was a little high. “No,” replied 
the proprietor, “I sell everything in this store at the 
regular price.” I bought the bottle. Later, across the 
street on the corner, I bought another bottle at ninety 
cents. Returning to New York, at a chain store I bought 
the dollar size at seventy-nine cents. Then, just to test 
the limit, I asked a small druggist in my neighborhood 
what he would charge me if I would give him an order 
for one dozen bottles of the large size, to be delivered 
He made me a price of $8 per dozen. Within 
a few weeks I paid all the way 
from 6624 cents to $1 for the large 
size bottle of Listerine. Imagine 
the effect this great variety of re- 
tail prices must have on the con- 
sumers. They certainly must think 
that some of the retail dealers are 
“industrial pirates.” 1 don’t know 
the quantity price on Listerine, but 
[ hazard the guess that the dealer 
who sold me that dozen bottles for 
$8 did not make over 10 per cent, 
and figuring his cost of doing 
business, this means he sold me the 
goods at a loss. All this dealer 
could see was a cash transaction 
that netted him 80 cents gross 
profit. That is probably one reason 
that the turnover in New York 
drug stores is almost as great as 
that among house-to-house can- 
vassers. 

However, in this land of the 

(Continued on page 88) 


at once. 























36 HARDWARE AGE for MARCH 20, 1930 








BOVE is an air 

view of the re- 
sort side of Gal- 
veston, showing a 
section of the seven 
and a half mile 
seawall and _ boule- 
vard which fronts 
the beautiful Gulf 
of Mexico. Right: 
The Hotel Galvez 
located directly on 
the Seawall Boule- 
vard overlooking 
the Gulf of Mexico. 
It will be head- 
quarters of the 
Southern Hardware 
Jobbers’ Association. 
Below: The _ Buc- 
caneer Hotel; Head- 
quarters for the 
American Hard- 
ware Manufacturers’ 

Association. 


ALVESTON, 

Tex., will be 

host to the an- 
nual joint convention 
of the Southern Hard- 
ware Jobbers’ Asso- 
ciation and the Ameri- 
can Hardware Manu- 
facturers’ Association, : : 
to be held the week of . et ee 
April 6. The con- 
vention will formally 
open Monday evening, April 7, and close Thursday 
afternoon, April 10. Headquarters, sessions, and social 
activities will be held at the Buccaneer and Galvez 
Hotels, both on the ocean front and immediately ad- 


joining. The registration desk will be at the Buccaneer. 


Mayor J. E. Pearce will welcome the delegates and 
their ladies to Galveston at the joint opening session, 








Annual joint convention of the 
Southern Hardware Jobbers’ 
Association and the American 
Hardware Manufacturers’ 
Association opens Monday, 
April 7, at Galveston, Texas, and 
continues through April 10 


GALVESTON 


AWAITS 


HARDWARE 
CONVENTION 


at which time the Hon. Dan Moody, 
Governor of Texas, will make the 
principal address. Harry A. Black, 
Black Hardware Co., Galveston, 
and J. E. Stone, Stanley Works, 
New Britain, Conn., as presidents 
of the jobbers’ and manufacturers’ 
associations, respectively, will offi- 
cially open the convention, making 
their annual addresses just prior to 
the remarks of Governor Moody. 

Tuesday morning the manufac- 
turers will hear the message of their 
presiding officer, President J. E. 
Stone, to be followed by the semi- 
annual report of Secretary-Treas- 
urer Chas. F. Rockwell. A _ high- 
light of this meeting will be a talk 
on present and prospective political 
and economic conditions in Mexico, 
and the possibilities for expanding 
America’s export trade with that country, by George 
Wythe, Commercial Attaché of the U. S. Embassy, 
Mexico City, Mex. C. R. Swisshelm, Crescent Tool Co., 
Jamestown, N. Y., as chairman of the association’s Tool 
Group, will lead the discussion on “Some Hardware 
Problems and Possible Remedies.” 

This session will conclude with a continuation of the 
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discussion initiated at Atlantic City as to the practica- 
bility of the Trade Practice Conference idea as it might 
be applied to the manufacturers’ association. 

Wednesday morning, the usual joint business session 
of the two associations will be held at the Hotel Galvez. 
Presided over by the presidents of the two associations, 
this meeting will take the form of an informal round- 
table discussion on the all-embracing subject, “Waste in 
Distribution.” The discussion will be opened by men 
prominent in the industry, and every delegate is cor- 
dially invited and urged to participate. 

Thursday morning, the business sessions of the Ameri- 
can Hardware Manufacturers’ Association will conclude 
with the meeting to be held at nine o'clock in the ball- 
room of the Hotel Galvez, and will include reports of 
group activities, introduction of new business and con- 
sideration of the report and recommendations of the 
Resolutions Committee on matters of importance to 
manufacturers. 

The entertainment features include informal dancing, 
Monday, Wednesday and Thursday evenings, with a 
buffet supper Wednesday night at the Galveston Coun- 


try Club; formal reception and ball at the Galvez Hotel, 
Tuesday evening, and throughout the week a golf tourna- 
ment, which opens Tuesday afternoon. There will be 
ample opportunity for bathing, boating, fishing, tennis, 
etc., for those interested. 

Charles F. Rockwell, secretary-treasurer, American 
Hardware Manufacturers’ Association, and Sidney St. J. 
I’shelman, secretary-treasurer, Southern Hardware Job- 
bers’ Association, have been working together in plan- 
ning the details of the session. Early reports indicate 
a record attendance. Any desired information may be 
obtained from the secretaries. Mr. Rockwell may be 
addressed at 342 Madison Avenue, New York City, and 
Mr. Eshelman at 704 New Orleans Bank Building, New 
Orleans, La. 

From Mr. Rockwell’s office a recent bulletin gives the 
following interesting and useful data on the convention : 

“In the fourteen States embraced in the territory of 
the Southern Hardware Jobbers’ Association there are, 
approximately, 160 wholesalers of hardware. Based on 
a formal statement made in Washington in October last, 
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Interesting Historical Facts About Galveston, Texas 
by E. S. HOLLIDAY 


Assistant Secretary, Galveston Chamber of Commerce 


N 1818 a French adventurer, Jean Lafitte by name, 
established his famous commune on Galveston 
Island. Using this as a base for carrying on his 

warfare with Spain, he officially branded Galveston as 
a port, and from that time on, for more than a century, 
the welfare of Galveston was destined to be largely con- 
cerned with ships and shipping. The Lafitte commune 
passed in time, and its place was taken by a thriving 
little seafaring community, which played an important 
part in the early history of Texas. 

The things that caused Lafitte, the strategist, to select 
Galveston as a base for his expedition are the primary 
causes for the success of the port, and are largely re- 
sponsible for its reputation as a resort; the items of 
location and of climate with all their attendant advan- 
tages. For the port still stands out as one of the lead- 
ers in foreign trade, and the city has attained for itself 
an enviable reputation as a summer and winter resort. 

The real economic development 
of Galveston was slow in coming, 
and it was not until 1889 that the 
claims of the port received Federal 
recognition. This came as a result 
of demands on the part of the 
Southwest producers, who were in 
need of an outlet nearer the fields 
of production. Once started, the 
work was carried on as rapidly as 
possible, and in 1891 the first work 
was completed. 

In the latter part of 1837 Galves- 
ton had been made a port of entry 
In 1838 the first wharf was con- 
structed between Tenth and Elev- 





The Waterfront at Galveston 


enth Streets. Since this early venture the port has grown 
to be one known throughout the world as one of the 
most important ports on the Gulf Coast, and the city has 
become nationally famous as an industrial center and 
resort city. 

And today it is not generally known by the business 
men of the world that the Galveston customs district is 
second only to New York in value of commerce; that 
the port of Galveston handles more cotton and sulphur 
than any other port in the entire world; that the ships 
sailing from Galveston call at 126 ports of the world; 
that export tonnage in’ 1928 gained 38.5 per cent over 
that of 1925; that bank clearings in 1929 ranked fourth 
in Texas; that a mammoth sea wall seven and one-half 
miles long entirely protects the city; that a hard sand 
beach thirty miles long fronts the entire island, and that 
an average annual temperature of 69.6 degrees prevails. 

The developed section of water front is slightly more 

than two and one-half miles long. 
3ut within this area, by reason of 
the slip plan, 38,052 lineal feet of 
actual berthing space is offered. 
This means that within this two and 
one-half miles are concentrated fa- 
cilities which otherwise would be 
over six miles in length if parallel- 
ing the channel. 

The thirty-two piers in Galveston 
give berthing space to more than 
100 ocean-going vessels at one time. 
Serving the wharves there are 245 
miles of standard-gage railways 
tracks. On the water front proper 


(Continued on page 73) 











A DECLARATION 
or INDEPENDENTS 


FROM a FORMER 
CHAIN STORE PATRON 


NTI-CHAIN “lightning” is flashing hotter than ever 
A that center of anti-syndicate sentiment, Grand 
Rapids, Mich., where Winfield H. Caslow, “The Main 
Street Crusader,” over a regional scope, is broadcasting 
much the same independent-merchandising gospel as W. K. 
Henderson, Shreveport, La., advocates nightly over a radio 
reach almost nation-wide. 

Station WASH, Grand Rapids, and Station KWKH, 
Shreveport, are kindling a vast wave of popular conception 
as to the chain way of doing business. Consumers are 
aroused as never before. 

One of them, Fred J. Tepper, a nurseryman, Rural Route 
No. 2, Grand Rapids, formerly an unblushing chain patron, 
has been so decidedly won over to the home merchant's 
viewpoint that he recently did some broadcasting of his 
own on Mr. Caslow’s time at the Grand Rapids station. 
This is what he said to the Caslow audience, Feb. 11: 

“Friends and listeners of Station WASH of Grand 
Rapids, Michigan: I had little thought of ever expressing 
myself on this matter of chain stores. In fact, this was 
of no concern to me as I patronized chain stores. 

“T am standing before this ‘mike’ wearing a pair of shoes 
that I purchased at a chain. The suit of clothes I have 
on my back is from a chain, and looking myself over, I 
find myself pretty well chained. 

“However, I am not alone in this matter of patronage. 
I doubt very much if there is anyone who has not con- 
tributed his share to this unhappy situation which is bound, 
if allowed to run its course, to destroy us. 

“The undoing of the chain store, as far as it concerns 
my. support, came when I purchased a radio, and after 
listening to much syncopated music, it was with a relief 
that I turned to that Abraham Lincoln of the south, W. K. 
Henderson. He has taken up the cudgels, and his initiative 
in this fight will liberate our country of this hideous thing 
which is undermining our social structure. 


“6 

I WANT to apologize to the Grand Rapids merchants 
for having spent money in a chain store, and you can rest as- 
sured I am through. In fact, now that I have awakened 
to this menace, I am filled both with disdain and pity when- 
every I see anyone patronizing these stores; filled with dis- 
dain for these stores, for they have no moral right to be 
in our city. 

“There is nothing constructive about them, and their one 
purpose is to take. I am filled with pity for those who 
patronize them, for they are not yet aware of the danger 
which confronts them. 

“These chains leave desolation in their wake, and are 
precipitating our fair land into the same debacle that struck 
Florida. We have political economists writing lengthy 
articles in current magazines, telling us this condition of 
affairs is the evolution of business. My friends, this is 
not true. 
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“This method of chain merchandising is the disintegra- 
tion of business. We have the evidence on every hand. 
They crowd the manufacturer and crack the whip on him. 
They supplant the old established jobbing house. 

“Edging into a city, they put a premium on store front- 
age, and now leave the real estate man and property owner 
holding the bag. They own no property like our home 
merchants, and thus avoid taxation. Pray, my dear listen- 
ers, does this tend to make a healthy and vigorous com- 
munity ? 

“These chains fill their shelves with merchandise that 
has been made according to their own dictates and their 
catch-penny schemes to lure the gullible public. These and 
scores of attendant evils could be cited. Citizens of Grand 
Rapids and elsewhere, it is your solemn and patriotic duty 
to remain away from chains. 

“This method of doing business is, of necessity, without 
a soul, and has not a spirit to live and let live. 


sé 

M R. MANUFACTURER, are you going to sit back 
complacently and allow this thing to destroy your business? 
Mr. Banker, are you immune, when local enterprise is de- 
stroyed and you cannot finance it? Is it a pleasant anticipa- 
tion for you to lose your independence? And just how is this 
thing going to affect the opportunities of your employees? 

“If this consolidation, amalgamation and _ syndicating 
would continue at this rapid pace, how long before it will 
be unnecessary to advertise? A few standardized products 
will be the inevitable result, and the consumer will have 
no choice. Not a happy contemplation for the newspaper 
to bé subsidized. 

“Mr. Laboring Man, you who have small savings and 
expect to start some business; just what chance have you? 

“The entire field of human activity is affected. Shall 
we call this progress? No one need be a professor of 
economy to see the folly of all this change. Happily, the 
pendulum is swinging in the opposite direction. The very 
gluttony of this thing is going to be it’s own undoing. 

“Mr. Chain Store Baron, you have aroused the ire of 
thousands of merchants and independent business men and 
thinking people. Mr. Chain Store Baron, you are stifling 
all human initiative and you cannot expect us to sit idly by. 

“T believe the old method of doing business, allowing a 
wide distribution of profit to thousands of individual mer- 
chants, is a happy medium between two extremes—the two 
extremes of Bolshevism and Monopoly. 

“My dear friends, I have vision of a new political party 
being born, a party that will wield a stick; a stick that will 
be more effective than the one Roosevelt dropped when he 
passed off the scene. Big business needs to be relegated 
to its proper place. 

“My dear friends and listeners, in closing my remarks, 
I would say the best weapon at hand is for you to withhold 
your patronage. Thank you.” 
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OSBORNE UTILIZES 
SECOND FLOOR for a 


ANY hardware , merchants 
M pay relatively high rentals 

on store quarters which in- 
clude a second floor. In too many in- 
stances the second floor is used for 
storing surplus merchandise which 
might better be stored in less ex- 
pensive warehouses. In other cases, 
half of the space or even more is 
wasted by an inefficient arrangement 
of the reserve stock. Since the space 
is available, the stock is scattered 
here and there in a very haphazard 
manner, occupying twice the space 
actually needed. In either of the 
instances mentioned, the upstairs 
does not produce revenue, whereas 
at comparatively small expense it 
can be made to produce a substan- 
tial revenue. This can be accom- 
plished in many hardware stores by 
utilizing the second floor for a 
housefurnishing department. 

While it has been said that it is 
easier to get people to walk down- 
stairs than to get them to walk up- 
stairs, it has been proved that this 
assertion is largely a fallacy. Some 
stores do not have a basement which 
is suitable for a salesroom, and these 
stores have demonstrated that peo- 


ple will walk upstairs just as read- 
ily as they will walk down. Accord- 
ing to the opinions of several deal- 
ers who have had the experience 
with upstairs salesrooms, objections 
to ascending the stairs are a rare 
cecurrence. Few people, they say, 
will even hesitate about walking up- 
stairs under ordinary conditions. Of 
course, the location of the stairway 
in the store, whether it is easy or 
hard to climb, and the appearance 
of the upstairs salesroom after they 
have ascended the stairs, all have an 
effect. From observance, people 
seem to be more inclined to walk up 
stairways which are located in the 
forepart of the store, preferably not 
farther hack than the store’s center. 
Fairly wide stairways are more in- 
viting than those of the narrow type. 
The height of each step, as well as 
the width of each riser, are factors 
deserving consideration. Landings 
at strategic intervals serve to break 
the lengthy appearance of a long 
flight of steps. The foot of the 
steps, to encourage their use, should 
preferably face the front or side of 
the store, and never the rear if it 
can be avoided. <A_ well-lettered 


The housefurnishing depart- 
ment of the Archie J. Osborne 
hardware store in Holyoke, 
Mass., on the second floor has 
proved a successful idea. 


PROFITABLE 


House Furnishing 
Department .« + + 


sign placed above the foot of the 
stairs setting forth the merchandise 
on display above is always an effec- 
tive invitation to visitors. 

A splendid example of a very 
successful housefurnishing depart- 
ment located on the second -floor is 
found in the store of Archie J. Os- 
borne, Holyoke, Mass. The build- 
ing occupied by the store is of about 
the average size, and the stairway 
is located about two-thirds of the 
way back and at the side of the 
building. Housefurnishings have 
eccupied a second-floor location for 
several years, as the first floor is 
exclusively used for tools, paints, 
general hardware. The growth of 
the department has been consistent 
and increasingly profitable. “House- 
furnishings have always gone 
ahead,” said Mr. Osborne. This 

(Continued on page 89) 
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HOW 


JAI SSB *f.. 
FELLE 





By Displaying 
Them in Booths 
He Gets Con- 
centrated Cus- 
tomer Attention 
and Doesa Five- 
to-Seven- T hou- 
sand-Dollar 
Business on 
One Line Alone 
—His Annual 
Stove Volume 
Almost Reaches 
$10,000 

























































us EE that little fat fellow?’ The 
S visitor saw him. “Well, it'll 
be his turn next to buy an 
electric plate.” And thereby hangs a 
true tale of stove merchandising. 
Clarence Felle was the speaker. He 
and his young brother Herbert work 
for their father, Jacob C. Felle, in 
his hardware store at 79 Howell Ave- 
nue, Milwaukee. The “little fat fel- 
low” was a workman from the mu- 
nicipal incinerating piant. 

It seems that he and seven or eight 
of his mates have the habit of buy- 
ing an electric plate in the Felle store 
every once in a while. They use the 
plate for heating their coffee and soup 
at the noon hour. The element, under 
none too gentle usage, wears out in 
about three months. Instead of  re- 


SELLS GAS RANGES 


placing it, they buy a new plate com- 
plete. [ach of the group takes his 
turn at buying time. 

This interesting instance of co- 
operation is repeated many times by 
similar groups at work in Milwaukee 
industries. A good-sized share of their 
buying is done in Mr. Felle’s hardware 
store, probably because Mr. Felle takes 
an unusual interest in every phase of 
his stove business. 

On one line of gas ranges he does 
an annual volume that swings pretty 
cons.stently hetween five and seven 
thousand dollars. Now and then his 
stove total reaches within a few hun- 
dred of ten thousand dollars. Yet 
none of the three Felles ever canvasses 
outside the store. They sell stoves to 

(Continued on page 84) 
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Chinaware an All-Year Line 


HINAWARE enjoys an active sale throughout each 
month of the year in the Philip Goldstein hard- 
ware store at 422 Bloomfield Avenue, Bloomfield, 

N. J. This dealer, located in the heart of a suburban resi- 
dential city of 30,000, secures lis greatest volume from 
bridge and tea sets, fancy chinaware and incidental pieces. 

Here, display again plays an important part in mer- 
chandising. Frequent window displays and a well ar- 
ranged interior display, just inside the door, help to 
keep this merchandise constantly moving. 

The Goldstein store always stocked chinaware, but 
depended on plain dinner sets and occasional individual 
piece sales to make the department pay for itself. 
Several years ago a small stock of fancy chinaware was 
taken on and since that time, sales in the chinaware 
department have showed a steady increase. 

During the weeks immediately preceding Christmas 
the effective window display reproduced herewith was 
arranged by Mr. Goldstein. Crepe paper in various 
colors and combinations was used throughout. Only 
one set was priced, for this retailer believes that more 


people will come into the store to inquire the price of 
merchandise displayed if no price is shown, than if prices 
are displayed. [le reasons that when people pass his 
windows they do not have an idea to buy in mind, but 
that they can be interested in merchandise by an eye- 
catching and appealing display that creates a desire for 
ownership. “If the window has real drawing power,” 
says Mr. Goldstein,” people will come in the store to 
find out the price. Then I have an opportunity to tell 
them more of the advantageous features. They also 
see my interior displays.” 

More bridge sets, tea sets, ete., were sold while this 
window was on view than in display, than in the six 
preceding months. 

The majority of this fancy chinaware is sold for gift 
purposes. China makes an excellent Christmas present ; 
is useful for bridge prizes and as a wedding present. 
By featuring the flexibility of this line, the dealer keeps 
his shelves free from slow movers and is also able to 
take on the newest patterns and sizes when occasion 


demands. 
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A small corner in the store of W. J. Pettee & Co., Oklahoma City, Okla., 
served as space for this appealing Bridge Shop. 
this attractive corner, particularly a Bridge enthusiast. 


HOW and WHAT to SELL 


What woman could resist 


to BRIDGE PLAYERS 


ONTRACT and auction bridge 
C may or may not appeal to you 

as a pastime, but as a means 
of selling some very profitable mer- 
chandise, you should show some 
definite interest in the game. With 
some it is a mania, others a pastime ; 
some consider the game a social ne- 
cessity. Whatever reaction it brings, 
it is certainly the leading adult game 
at the present time. 

Sales possibilities include card 
tables and chairs in sets or as indi- 
vidual pieces; cards, score cards, 
tally cards, ash trays, pencils, and 
electric lamps. Then for those who 
play there are the prizes of bridge 





sets, cutlery items, novelty china or 
glassware, favors, leather goods of 
every description, fountain pens, 
ash trays, etc. Many of the items 
used, both for playing and as prizes, 
carry clubs, dia- 
monds, hearts, and spades in color. 


Wiany hardware men are fur- 


nishing free score pads which bear a 
neat complimentary line, indicating 
who donated the score sheets. Some 
have even offered a modest prize 
for every local bridge game. There 
are bridge clubs, bridge benefits, 
constant informal bridge games of 


decorations of 


Tc are many items 
in your housefurnishings 
stock that are associated 
with Bridge. Tie them to- 
gether in a window or 
store display so that the 
customer will get a sug- 
gestion that will lead to a 
number of profitable sales 
for you. Here are ways 
that proved useful to others 


one table, and, in fact, there appears 
to be lots of bridge playing and then 
some more of it. 

Down in Oklahoma City, Okla., 
the W. J. Pettee & Co. hardware 
department store has a very novel 
bridge department. The “Bridge 
Shop” it is called, with a gay awn- 
ing like vallance, plenty of almost 
dazzling light, and a real assortment 
of playing equipment, favors, and 
prizes. President Floyd S. Lamb 
is particularly proud of this little 
shop, as it was entirely designed by 
his wife and is placed in a promi- 
nent part of the second floor house- 
furnishings department. It has been 
advertised consistently, and, of 
course, is seen by everyone who 
visits the second floor. In fact, it 
is an institution among the bridge 
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Lyford’s 


AUCTION BRIDGE SCORE 


INDIVIDUAL SCORES 
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fans of Oklahoma City. The cut- 
out of the four-suit emblems of the 
standard card deck are ‘backed up 
with the proper red and black, and 
have plenty of electric light to make 
them stand out. In fact, the color 
scheme of the entire little depart- 
ment is so vivid in 


doilies, candy dishes or baskets, dec- 
orations, etc. 

Frequently the sale of two or 
three sets of bridge cards leads to 
the sale of crepe paper equipment, 
favors, prizes, tally cards, ash trays, 
score pads, and pencils especially 
designed for card parties. 

Up in Torrington, Conn., the 
Lyford Hardware-Sporting Goods 
Co. has featured bridge equipment 
for many years. This firm has 
found two grades of playing cards 
sufficient to take care of all needs. 
One grade sells at 45 cents per pack 
and the other at 90 cents per pack. 
With every two decks sold a score 
pad bearing the firm imprint is pre- 
sented free. Any regular customer 
wishing a pad or two may have them 
and pads are sent to all benefits with 
the store’s compliments, and some- 


times a few prizes are donated. The 
first year this firm handled playing 
cards three gross were sold at 90 
cents and five gross at 45 cents. 
Since that time, about three years 
ago, the business has doubled, and 
with it has come a very substantial 
sale of prizes, favors, etc., such as 
handled by Pettees. 
Playing cards come in 
packs, with score pads 
suitable as a prize or gift. 


sets of two 
and _ pencil 


They 


are available with initialed backs, 
hunting scenes, etc. It is necessary 


to have a good assortment, as peo- 
ple are rather particular in their 
choice of cards. The folding tables 
and chairs are made both in metal 
and wood and are sold at retail from 
$12 a set to $50. There are, of 
course, chairs retailing at $1 or less 
each and tables from $1.50 up, but 
the first price range embraces what 
appear to be the most popular sets. 

The equipment mentioned can be 
displayed both in the housefurnish- 
ings and sporting goods departments 
and in the windows. In all three 
places a touch of realism can be 
added by setting up the tables and 
chairs either for a game of cards 
For a card 
game display ash trays with clubs, 


or for a camping meal. 


diamonds, hearts and spades deco- 
rations, two decks of cards, score 
pad, ete., should be arranged, all 
ready for the players. 





good taste and so 
well illuminated that 
it is irresistible. The 
salesgirls in the 
housefurnishings de- 
partment are begin- 
ning to know the 

bridge fans, and | 
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seem to get great 
delight in taking care 
of their wants. Peo- 
ple about to run a 
little bridge party 
welcome suggestions 
as to color schemes, 
which in this store 
include crepe paper 
napkins, cloths, 


An original suggestion 
for a bridge equipment 
window. It may be used 
as is in small windows 
and as a basis for larger 
displays. 
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How Kornely’s Pop-Corn Demonstration 


Sold Aluminum Ware 


, | A\HE Kornely Hardware Co., 806 Third Street, Mil- 
waukee, Wis., built a very profitable aluminum-sell- 
ing campaign around a corn-popping demonstration 

which lasted a full week. Although this happened late 
last summer, pop-corn is an all-year-round food and con- 
fection. Pop-corn is very often associated with the early 
fall but as popping corn is available all twelve months 
there is really no seasonal restriction to the sale of 
poppers. ; 

Advertising space, well filled with Kornely copy, in the 
North Side Tribune, announced to the neighborhood that 
the firm would dedicate this week to Priscilla aluminum 
ware, featuring a non-shake popper. One of the store 
windows was neatly trimmed to tune in with the ad. 

That window carried an effective cut-out furnished by 
the factory. This cut-out stressed the popper pictorially. 
Blue and white crepe paper was used to set off the 
aluminum housewares thus displayed. 

Over a gas plate inside the store a popper was kept 


busy demonstrating. Everybody who came into the store 
learned something about poping pop-corn. Even the 
smell of it advertised the idea as- printers’ ink couldn't. 

During the week a one-quart aluminum saucepan was 
featured at 25 cents. The popper itself sold for $1.25, 
its value being increased by the faet that it could be con- 
verted into an everyday kitchen utensil by the removal 
of the stirring wire. 

About two dozen poppers were sold and twice as 
many saucepans, not to mention the other alumium items 
whose movement was accelerated by the advertising and 
demonstration. 

The week came to a climax Saturday when, it had been 
proclaimed, free pop-corn would be given away to all 
comers. 

That brought the youngsters in droves and_ their 
parents, too. The store was so full of people attracted 
by the free pop corn that most of it had to be dispensed 

(Continued on page 74) 


HOW THE KIDS SCRAMBLED FOR THE FREE POP CORN! 


Just before this picture was taken in front of Kornely’s the cops had to shoo some of the youngsters away to open the sidewalk 


to traffic. 








There wasn’t room inside the store to take care of the swarm. 
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WALTER H, COTTINGHAM 
DIES IN ENGLAND 


Walter H. Cottingham, chair- 
man of the board of the Sher- 
win-Williams Co., Cleveland, 
paint manufacturer, died sud- 
denly March 12 at his 
Wooley Hall, Maidenhead, En- 
gland, where he had lived for 
the past eight years. His death 
resulted from pneumonia. He 
was 64 years of age. He served 
as president of the Sherwin- 
Williams Co. for 1909 to 1922 
and under his direction that 
company became a_ world-wide 
concern, 
dian boy of poor parentage he 
rose to be one of the world’s 
foremost paint manufacturers. 

Mr. Cottingham was born at 
Omemee, Ontario. He became 
an orphan when a small boy, 
and after attending the public 
schools went to work as a clerk 
in a hardware store at Peter- 
boro, Ontario. Later he went to 
Montreal, where he was em- 
ployed for four years in a hard, 
ware and paint store. In 1887 
he went in business for him- 
self, at the age of 21, as a man- 
ufacturer of gold paints. In 
1892 he became Canadian agent 
for the Sherwin-Williams Co., 
which led to the formation of 
the Walter H. Cottingham Co., 
to manufacture Sherwin-Wil- 
liams products in Canada. In 
1896 this company was merged 
with the home company in 
Cleveland, and Mr. Cottingham 
was placed on the board of di- 
rectors and made manager of 
the Cleveland plant. About a 
year later he was transferred to 
Cleveland as general manager 
of the Ohio company, and five 
years later he was made vice- 
president, which position he held 
until: he succeeded to the presi- 
dency. In 1922 he resigned the 
presidency to accept the chair- 
manship of the board and de- 
vote more time to the company’s 
business in England, and moved 
to the estate that he purchased 
in that country. 


HARDWARE CREDIT MEN 
PLAN BEEFSTEAK 


The eighth annual Get-To- 
Gether beefsteak dinner of the 
Hardware and Housefurnish- 
ing Credit Men’s Ass’n, will be 


estate | 


From a humble Cana- | 


held on Tuesday evening, March 
| 25, at Cavanagh’s, 258 W. 23d 


| St., New York City. There will | 


be a fine bill of professional en- 
tertainment presented at the 
banquet. Dinner will be served 
at 7:30: 

Plans for the evening are in 
charge of Henry Horn, 99 Kent 
Ave., Brooklyn, assisted by a 
committee composed of Morris 
Likumovitz, William Goldstein 
and Dave Berger. 


HAMMOND SUCCEEDS 
DAILY AS BROOKLYN 
PRESIDENT 


Robert LL. Hammond was 
elected president of the 
Association at 


lyn Hardware 


the regular meeting held Thurs- 
day, March 13, in the Johnston 
Bldg., Brooklyn, N. Y. There 


were about fifty members pres- 





ent to see the new president suc- 
ceed Edward F. Daily, who for 
two years has very ably di- 
rected the affairs of the body. 
Mr. Hammond is also secretary 
of the Metropolitan Hardware 
Association and manager of A. 
N. Nelson & Co. In the last 


position he also succeeded Mr. 


Daily. Thomas Grogan and Jo- | 


seph Plotz were elected as first 
and second vice-presidents re- 
spectively. Secretary Robert 
Pearsall and Treasurer Henry 
F. Bond, the efficiency twins, 
were of course reelected. On 
behalf of the association H. A. 
Cornell presented Mr. Bond 
with a handsome watch, in ap- 
preciation of his ten years’ ser- 
vice. Annual reports of officers 
and committees were read and 
accepted. Mr. Pearsall — an- 
nounced 171 members, of which 
125 also belong to the State 
association. In his report the 
insurance features of the latter 
organization were stressed. 


John B. Foley, secretary, New | 


York State Retail Hardware 
Association, was present and 
brought the official greetings of 


usual skill in such matters, di- 
rected the question box discus- 
sion. High lights of the discus- 
sion were contributed by R. J. 
Atkinson and M. Tarzian. Af- 
ter the meeting an informal 
supper was served at Joe’s Res- 
taurant. 





3rook- | 


that body. Mr. Cornell, with his | 


4 


DIES; 
Vor: 

Henry M. Meier, 79, retired 
vice-president of the Simmons 
Hardware Co., St. Louis, Mo., 
died March 10 in his winter 
home in Pasadena, Cal. 


|HENRY M. MEIER 
| FORMER SIMMONS 








HENRY M. MEIER 


Mr. Meier was one of the 
pioneers in the business founded 
by E. C. Simmons. He came 
from Hanover, Germany, and 
took his first position as a boy 


| of 14. Thirty years ago he re- 
| tired as vice-president of the 
organization because of ill 
health. 


For the last seventeen years 
he has spent most of his tjme 
| in California, where his condi- 
ticn was greatly benefited. 





AMES SHOVEL PLANT 
DAMAGED BY FIRE 


Fire damaged part of the 
plant of Ames Shovel & Tool 
Co., Anderson, Ind., on Feb. 19. 
Damage to the handling, as- 
sembling and finishing depart- 
ments amounted to about $250,- 
000. The blade shop was «not 
damaged, and regular produc- 
tion is being maintained on all 
blades made’ by the concern in 
| that plant. 
| Orders are being filled from 
| the St. Louis plant, where the 
blades are being finished and 
assembled. Regular shipments 





are being made from _ that | 
branch. A new and permanent 
building is being constructed | 
which will be fully equipped 


and in operation within 60 to 





90 days from the date of the | 


| fire. 
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CHICAGO PAINT CONCERN 
OPENS NEW YORK OFFICE 
| American Asphalt Paint Co., 
| 844 Rush St., Chicago, III, ha’s 
| recently opened a branch office 
in New York City. It is lo- 
| cated at 393 Seventh Ave., in 
| Room 1113. The San Francisco 
| branch is located at 1 Montgom- 
| ery St., while the warehouse is 
located in Oakland. An office 
and warehouse has been opened 
Houston, Tex. 

The new plant of the organi- 
zation at Kankakee, Ill., 1s pro- 
ducing for the midwest trade, 
while the plant at Lincoln, 
N. J., is devoted to eastern and 
export trade. 


in 


| STANDARD HDWE. SUC- 
CEEDS HAWKS-MAUPIN 


The Hawks- Maupin Co., 
Portsmouth, Va., sold its stock, 
furniture, fixtures and equip- 
ment to the Standard Hardware 
Corp. on March 1. A. W. 
| Whitaker, former general man- 
| ager of the Hawks-Maupin Co., 
jis president of the new organ 
lization. A. B. Hill, Robertson 
| Hardware Co., is vice-president, 
| and Otis J. Hawks, the Ports 
| mouth Lumber Corp., is secre 
| tary-treasurer. 
| This new concern 
| tinue to conduct the 
along the lines pursued by the 
former company, and_ will 
pand its line of general 
| heavy hardware. 





will 
business 


con 


ex 
and 





| REUBEN SIMON JOINS 
| NEW LOCK COMPANY 

| Reuben Simon, former 
; eral manager of the automotive 
| division, Independent Lock Co., 
| Fitchburg, Mass., is now iden- 
| tified with the Locksmith Ser- 
| vice & Supply Co., 439 E. Fort 
| St., Detroit, Mich. 

| This company is preparing to 
| announce a new line of equip 
| ment consisting of code and du 
| plicating key cutting machines. 


gen- 


RAWLPLUG CO. MOVES 
NEW YORK OFFICES 
Inc., has 
quar- 


The Rawlplug Co., 
annotinced that the new 
ters of the organization are lo- 
i cated at 98 Lafayette St., cor- 
ner of Walker St.. New York 
| City. 
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A. R. LEWIS 50 YEARS IN | 


F. HERSH HDW. CO. 
Arnold R. 
F. Hersh Hardware Co., Allen- 


Lewis, president, 


town, Pa., was given a testimo- 


nial banquet in honor of his 50 








A. R. LEWIS 











years of service as a member 
of that organization. The din- 
ner was given on March 4 at 


Four years later he purchased 
one-half interest in the 
Larger quarters for the firm 
were erected the year Mr. Lewis 
became a member. The organi- 
zation was incorporated under 


| its present name in 1903. 


Entertainment was furnished 


by members of the organization. 


Cc. B. VINCENT LEAVES 
TORRINGTON COMPANY 


C. B. Vincent 


and 


has 


as secretary treasurer of 


the Torrington Co., Torrington, 


| past 35 years, remains as chair- | 


the Hotel Allen, Allentown, Pa. | 


W. N. Eberhard, secretary and 

treasurer of the concern was 

toastmaster of the evening. 
The organization was founded 


| 


in 1858 under the firm name of | 


Hersh & Hagenbuch. It has 
changed hands many times since 
its first year in business. In 
1880 at the age of 18, Mr. Lewis 
became a clerk in the store. 


Conn. Mr. Vincent, who had 
been with the company for the 


man of the board. 

A. W. Burg, former 
tant treasurer, has been 
treasurer of the concern, 


assis- 


made 


retary. 


H. N. MULLER CO. ROLLER- 
SMITH AGENT 

The Roller-Smith Co., 233 

3roadway, New York City, re- 

cently appointed Henry N. Mul- 

ler Co., First National Bank 


3uilding, Pittsburgh, Pa., as a | 


district sales agent. This agent 
will have charge of Roller- 
Smith sales in western Penn- 
sylvania, eastern Ohio and West 
Virginia. 


store. 


resigned | 


and | 
L. J. Ross has been made sec- | 


| H. S. EARLE CELEBRATES 
HIS 75TH BIRTHDAY 
Horatio Sawyer Earle cele- 

brated his seventy-fifth birthday 

anniversary on St. Valentine’s 


| Day, Feb. 14, 1930. From all 








H. S. EARLE 











| parts of the country relatives, 
business and personal friends 
sent flowers, gifts or expressed 
their good will and best wishes 
by telephone, letters, valentines, 
telegrams and personal visits. 
More than 100 visited him at his 
home, 949 Virginia Park, De- 


| of this friendliness, Mr. Earle 


| and his wife published a little 
| booklet expressing appreciation. 


| terests. 


The booklet contains many 
copies of the birthday messages 
and a list of people who re- 
membered their friend. 

Mr. Earle, an outstanding 
pioneer in the good roads move- 
ment in Michigan, is well known 
as a hardware merchant, being 
president of the North Wayne 
Tool Co. and other kindred in- 
He is the author of an 


interesting biography. He is 


| probably best known in hard- 


ware circles as “By-Gum Earle,” 


| but in Michigan they call him 


“Good Roads Earle.” 


KORNAHRENS'~ BUYS 
HENRY J. FINK CO. 


Herman Kornahrens, Inc., 111 
Murray St., New York City, 
has purchased the business con- 
ducted for sixty years by Henry 
J. Fink Co., Inc., at 328 Green- 
wich St., New York City. The 
woodenware stock carried by 


| the Fink concern has been added 
| to the stock carried by the Kor- 


nahrens organization. A large 
part of the sales force employed 


| by Fink will be taken to the 


Kornahrens store. 

Herman Kornahrens, Inc., has 
been in business for 72 years as 
a wholesale distributor of wood- 


troit, Mich. In acknowledgment | enware and house furnishings. 





FRED BROWN PASSES AWAY AT NASHVILLE, TENN. 


Genial, kindly, lovable Fred Brown 
has passed to that bourne from which 
no traveler returns, leaving behind a 
myriad of friends who mourn his 
passing. 

To the hardware fraternity of the 
great Southwest, his death comes as a 
distinct loss. It is doubtful if there 
is a single person connected with the 
hardware industry in that region, who 
did not know him and love him. To 
each he was a personal friend in all 
that the word friendship signifies. His 
kindly disposition, his ready humor, 
and his lovable characteristics en- 
deared him to all with whom he came 
in contact. Meanwhile the efficient, 
painstaking effort devoted to his 
work, built up a confidence in him 
which was never misplaced. 

Fred P. Brown was born in Long- 
view, Tex., fifty years ago. During 
his early manhood he was employed 
for several years by the Texas & 
Pacific Railroad Co. in both Longview 
and Dallas. After a time his health 
failed, and he migrated to Colorado, 
where he spent several years on a 











FRED. BROWN 


ranch he owned in that State. 

In 1919 he came to Atlanta, Ga., to 
work with his brother-in-law, Walter 
Harlan, in the Southeastern Retail 
Hardware & Implement Association, 
and-continued in that work until 1922. 
He then took up the selling of mutual 
insurance to the hardware trade, rep- 


resenting the Illinois Hardware Mu- 
Insurance Co., of which Leon 
is the head. In this work he 
States of Alabama and 
Tennessee, with headquarters in 
Nashville. Meanwhile, however, he 
continued to help in association work, 
and was always in evidence at the con- 
ventions of the Southeastern. 

A few weeks ago he was taken 
down with a serious kidney trouble, 
and despite all that could be done, he 
passed away Tuesday, March 11, at 
his home in Nashville. His body was 
taken back to his home State, and he 
was buried at Dallas, Tex., March 13. 

Fred P. Brown was a respected 
citizen of his community. He was a 
Mason, and a member of the Campbel- 
lite Church of Nashville. He leaves 
behind him a sorrowing wife, and 
two grief stricken sisters, Mrs. Elliott 
of Mexia, Tex., and Mrs. Walter 
Harlan, Atlanta, Ga. 

Fred P. Brown has passed to his 
reward, but his memory, graven in 
the hearts of his friends, will never 
die. 
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9 INE REMINGTON WEEKLY LETTER 


FULLER PEPP, THE REMINGTON MAN. 





























WELL ! Were! ote FULLER 
PEPP THE REMINGTON MAN. 
GET OUT THE OLD ORDER BOor- 
I'M SHORT A LoT oF 


ARTICLES ! 


ware) 


ARMA LARK AH 


WAL : 
4 


ee ee Te ee ee 


x 


SHIP THAT ORDER THRODGH SaY ! I SAW THE WELL | WHY w!Y — THEYRE 
THE “BETTER WHoLESALE HDwe, /DANDIEST Cock DIDNT You OUT OF SEASON 
Co.” AND TELL ‘EM To PHEASANT SHooT Now, ARENT »—— 

THE ROAD CoM! HIM < S THEY ~ 
INTO TOWN.I = 

A HE WAS THE 

; ONE IT EVER 


v 
—_ ° 
<4 SAW. 


Y 
YZ 


HAW! HAW ! FIRST TIME I EVER KNEW YOu WERE. | WHAT THE MATTER, WELL- 
SUCH A GOODY, GooDY BoY THAT You WoULDNT SHocT | FULLER, OLD BOY ? WHY THE SUPPLY OF GAME 
GAME OuT oF SEASON. WY IL SHOOT THEM WHENEVER | THE PAINED EXPRESSION ¢ DECREASING FAST ENOLIGH 


Li TELL Wu, Sock 

is 

I FEEL LIKE IT AND ALL THE OTHER HUNTERS 

AROUND HERE DO THE SAME THING! 

KEEPING FROM 
ING CALIGHT 
THAT 

MORE SPICE To \, 

THE SPoRT. 


ARE You TURNING RE-/ WITHOLT SHOOTING IT OUT 

FORMER ¢ FIRST THING SEASON. ONE OF THESE DAYS 
en You KNow You'LL BE ITS LIABLE To BE ALL 

TELLING ME ITS NAUGHTY] AND THEN WHAT WILL WE 

Yo DRINK HARD CIDER} HUNT 7 THAT'S THE REA 
I CANT GET EN- 
THUSIASTIC ABOUT 

SHOOTING GAME 

DURING THE 

BREEDING 

SEASON. 


WELL , SO LONG, JOcK-—TLL SEE LISTEN BoY— You've STARTED 

You IN ABOUT THIRTY ME THINKING. UM cuoRED. ILL NEVER 
DAYS. KiLL ANY MORE GAME OUT OF f] 

Dust A SEASON AND I'M GOING To a: 

MINUTE , PuT MY OWN 

FULLER, SHOULDER To 

SusTr A ’ THE WHEEL TO 

MINUTE. HELP stop IT. 


ATTABoY 











HARDWARE AGE for MARCH 20, 1930 





“The Master Padlock” 


In the interests of the independent 
hardware dealer the Master Lock 
Co., Milwaukee, Wis., is publish- 
ing a house organ. It was formerly 
known as “The Master Bla-Bla,” but 
has just recently been given the name 
“The Master Padlock.” 

This little paper contains informa- 
tion about the specifications of the 
Master line of padlocks and suggests 
means of increasing sales. There are 
numerous dealer displays illustrated 
and described in the booklet. The 
motto of the paper is expressed as 
“A laugh for a laugh’s sake.” In line 
with this motto there are several 
pages of real good jokes. The Master 
Padlock is edited by Van B. Hooper, 
general sales manager. 


Sylvania News 


Sylvania Products Co., Emporium, 
Pa., is publishing a monthly house 
organ, for circulation among jobbers 
and salesmen. It is known as the 
Sylvania News and is edited by Hal 
Wagner, advertising manager of the 
organization. This paper is said to 
be the world’s only tabloid newspaper 
devoted to the radio industry. 

In this paper there is much iuter- 
esting information about the proper 
merchandising methods to use in the 
sale of Sylvania tubes. There is in- 
formation about contests in the vari- 
ous parts of the radio field. For the 
dealer, salesman and even the radio 
fan there is some good advice about 
the proper care and use of vacuum 
tubes. The tabloid is edited by Hal 
Wagner, advertising manager. 


American Gas Machine 
Catalog 


American Gas Machine Co., Inc., 
Albert Lea, Minn., has recently pub- 
lished a new general catalog, No. 35, 
which shows the complete line of 
gasoline pressure equipment, lamps, 
lanterns, irons, ranges, heaters, light- 
ing equipment, and the new American 
self-heating iron. This catalog is il- 
lustrated in colors and contains com- 
plete information about the lines 
shown. 


Iver Johnson Cycle Catalog 
& Cycle 


Iver Johnson’s Arms 


Works, Fitchburg, Mass., has recent- 
ly issued a catalog describing and il- 
lustrating the line of bicycles, Junior- 
cycles and Velocipedes manufactured 


NEW 


AUMIEIGS sicdoasudea 


AND 


DEALERS’ 
HELPS 


Available from Manufacturers 


by it. In this catalog there are many 
cycles illustrated in actual colors. 
There are also illustrations and de- 
scriptions of various sundries and ac- 
cessories. Besides the specifications 
and illustrations included in the book- 
let there is a very complete price -list. 


Hubbard & Co. Grounding 
Notes 


Hubbard & Co., distributors for 
Copperweld Steel Co., Glassport, Pa., 
are publishing a new house organ 
known as “Grounding Notes.” © This 
paper contains complete descriptions 
of methods of installing round rods, 
instruments and signal masts., ete. 
There are drawings and diagrams il- 
lustrating the methods and means of 
installing these instruments and masts. 


Pennsylvania Lawn 
Mower Catalog 


A very attractive catalog has been 
recently published by Pennsylvania 
Lawn Mower Works, Philadelphia, 
Pa. Special construction features in- 
corporated in this line of lawn mow- 
ers and accessories are described and 
illustrated in the booklet. The price, 
specifications and construction of the 
various members of the line produced 
are described. This catalog is illus- 
trated fully. 


Pritzlaff General Hardware 
Catalog 


A catalog of more than 1600 pages 
of items of value and interest to the 
hardware trade, has been published by 
John Pritzlaff Hardware Co., Mil- 
waukee, Wis. It contains many items 
for use in the sale of hardware as 
well as hardware lines to sell. There 
are many items that are found to be 
successful as sidelines offered in this 
catalog. 


The Wooster Brush Co., Wooster, 
Ohio, has recently sent out an out- 
line showing its campaign for the ad- 
vertising of Wooster  Foss-set 
brushes. Included in this outline are 
reproductions of advertisements that 
have appeared and will appear in va- 
rious classes of publications. The 
company offers mats for use in local 
advertising Wooster brushes with 
dealer name space included. Circulars, 
folders, window display paint can 
stickers, and jumbo prints are also 
available for dealer hookup with na- 
tional and local advertising cam- 
paigns. 


**A Cleaner Home for Less 
Money” 

Harriet Cavell has recently written 
a booklet titled “A Cleaner Home for 
Less Money” for The Premier Vac- 
uum Cleaner Co., Cleveland, Ohio. 
She is a home economics expert and 
has written the booklet as a means of 
giving housewives some _ interesting 
and valuable information. This book- 
let is printed without the signature 
of The Premier Vacuum Cleaner Co., 
and is published for distribution 
among dealers or salesmen. Sample 
copies are offered to anyone free of 
charge, upon request. 


Myers Spray Pump Catalog 

An illustrated catalog has recently 
been offered to dealers by The F. E. 
Myers & Bro. Co., Ashland, Ohio. In 
addition to complete price lists and 
illustrations of the line of spraying 
equipment there is a section of more 
than 30 pages of information about 
spraying periods, formule and mix- 
tures. 

The habits and growth of various 
parasites, bugs and other plant and 
tree enemies, are fully described and 
discussed in these pages. 


Glass Cutters and Glaziers 
Supplies 

The Fletcher, Terry Co., Forest- 
ville, Conn., has issued catalog 21-F, 
describing glass cutters and glaziers 
tools manufactured in its factories. 

This booklet is rather unusual as to 
the information contained in its pages. 
In addition to a very complete descrip- 
tion of the tools manufactured there 
are descriptions of the manufacture 
of glass and information regarding 
the proper use of the glass cutting 
devices described and illustrated in 
the catalog. 
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NORWALK hardware is quality hardware... 
accuracy, uniformity, fine finish and endur- 
ing service are wrought into every product 
that bears the name. You can meet every 
demand with a stock of NORWALK hard- 
ware ... from a modern front door to a cup- 
board . . . hardware for every type of build- 
ing. 





NORWALK hardware is numerically marked 
and conveniently packed for easy identifica- 
tion and quick stock handling. A service 
that saves you time and annoyance. Your 
jobber can supply you. If not, write to us. 






Norwalk Lock Company 
12 Warren Street New York 


RWALK LOCKS 
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Nesco Metal Furniture 


A line of metal folding tables and chairs, 
known as Nesco Nufold, is being produced 
by National Enameling & Stamping Co., 
Inc., 12 Twelfth St., Milwaukee, Wis. The 
folding furniture is sold in sets consisting 
of four chairs and one table. Individual 
tables and individual chairs are also avail- 


able. 


These pieces of furniture are 
constructed of steel and have tops of 3-ply 
wood. The table legs are constructed so 
that they open and close with a single 
movement. There are no clamps or lock- 
ing devices to snap suddenly or pinch the 
fingers. A feature of the chairs is the 
folding method, which makes the chairs 
shorter when folded than when in use. 
Seats are well padded and are covered 
with a durable leatherette. 


——_ 











_ 


con- 











Sets of table and chairs are available 
in jade green or Mandarin red, with blue 
Spanish leatherette, and in black with 
black duPont fabric. These sets are 
packed one set in carton and weigh when 
packed 73 lb. Individual tables are pro- 
vided in the same color combinations as 
the sets. Individual chairs are made in 
the same color combinations and also in 
walnut without decoration. The individual 
table, when packed, weighs 28 Ib., and 
chairs, individually packed, weigh 12 Ib. 





Sunkist Glass Reamer 


For extracting juice from oranges and 
lemons the California Fruit Growers’ Ex- 
change, 900 North Franklin St., Chicago, 
Ill., has placed on the market the new 
“Sunkist” giass reamer. It is manufac- 
tured by The McKee Glass Co., Jeanette, 
Pa. 

There are several improvements included 
in this reamer. The cone is built high 
in order to keep the hand free of the 
juice. Sharp ridges on the cone make the 
extraction of juice easy as hard pres- 
sure is not necessary. This extractor is 











the base of the ridges. There is a non-slip 
handle on this reamer. 

The capacity of the extractor is nearly 
a pint as the bowl is large and deep. This 
reamer is available in three attractive col- 
ors; milk white alabaster, cool green and 
pink. 


Single and Twin Fire Bowls 


Electromaster, Inc., 1803 East Atwater 
Street, Detroit, Mich., is now offering the 
hardware market two new cooking ap- 
pliances, the Electrochef single fire bowl 
and twin fire bowl. These two units are 





| time, 


made to cook, toast, fry, boil, stew, per- 


colate or perform any operation requiring 
controlled heat. 

The single bowl has a removable electro- 
cone heating element, 1300 watts, 11 am- 
peres at 115 volts and will operate on any 
household lighting circuit. It is of sturdy 
Armco steel construction. These 


sulated cord with all rubber appliance plug 
and four position standard switch with 
three heat speeds. The reflector is made 
of Armco chrome plated. Other parts are 
covered with baked porcelain enamel avail- 
able in a wide range of colors. It weighs 


8 1/2 Ib., stands 7 in. high and measures | 
| Ave., New York, N. Y., offers the hard- 


11 5/8 in. square at the base. The top 
is 10 1/2 in. square. 

The twin bowl weighs 16 Ib. and stands 
7 in. in height. At the top it measures 
10 1/2 by 20 1/4 in. while the base is 
11 1/2 in. by 21 1/4 in. This model can 
be used on 110 or 115 volt alternating 
current or direct current. Both electrocone 
elements are 1300 watts e&ch and the 
switches are so designed that at no time 
can the twin bowl draw more than 1300 
volts. 














ap- | 
pliances are equipped with specially in- | 





; food and sugar. 
easily cleaned as there are no pockets at | S 


Tyler Rotary Colander 


A rotary colander called the “Super- 
Sieve” is offered by the Tyler Manufac- 
turing Co., Muncie, Ind. It does the work 
of a colander, sieve, ricer and fruit and 
vegetables without peeling, coring or seed- 
ing. It removes skins and seeds, and hulls 
from corn, beans, etc., and saves time, 
This colander can be used 
in making jelly and fruit butter at the same 
and will also serve as a_ berry 
washer. 

















It is made of triple-plated tin with fine 
perforations and the stand is of strip steel. 
The handle is of the snap-down type, and 
the roller, which is made of hard wood, 
fits the inside contour of the sieve exactly. 
This device 10 in. high and has a 
diameter of 7 1/4 in. 

The colander is offered in five different 
colors; red, blue, green, yellow and white 


is 


Rice Pewter Tea Set 


Bernard Rice’s Sons, Inc., 325 Fifth 
ware trade a wide and varied line of pew- 
ter pieces. 

With the increased interest 


American furniture, there is an increasing 


in early 





demand for pewter pieces. This company is 
producing many pieces and sets patterned 
after old pieces. New and original pieces 
are also offered. 

The three piece combination tea set il- 
lustrated is one of the newest items pro- 
duced by this organization. This pewter 
set consists of tea pot, creamer and sugar 
bowl. It is available in two sizes, 6 in. 
and 7% in., respectively. 
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‘Tn ten years International 
Truck production has increased Seven-Fold, while the 
total truck production of the industry has only doubled. 
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Starting in 1919, with a 15-year record of successful 
truck manufacture, and a production already well 
up with the leaders, International Truck produc- 
tion has grown seven times as fast as the total out- 
put of the industry. 

The steadily rising popularity of Internationals 
can be seen in every form of trucking from NewYork 
to Hollywood and on every kind of highway from 
the pavements of Pensacola to the back-country 
trails of British Columbia. 

Owners of International Trucks representing 
every type of business, large and small, are firmly 
convinced that Internationals deliver the very ut- 
most in hauling satisfaction. 


This comparison, indicating the growing prefer- 
ence for Internationals, is offered in no vainglorious 
spirit but simply as a matter of public record. 

Please remember, too, that back of International 
Trucks stands more than a quarter of a century of 
automotive achievement and 99 years of experience 
in general engineering and manufacture. 

May we add that what Internationals have been 
doing for others year after year they may rightfully 
be expected to do for you. 

There is an International Truck to meet your 
particular requirements. We suggest that you ask 
the nearest International Branch or dealer to show 
it to you. There is no obligation. 


International Trucks include the 3/-ton Special Delivery; the 1-ton Six-Speed Special; Speed Trucks, 
14%, 1%, and 2-ton; and Heavy-Duty Trucks to 5-ton. Company-owned branches at 176 points and 
dealers everywhere have the line on their display floors for convenient inspection. Catalogs on request. 


INTERNATIONAL HARVESTER COMPANY 
606 So. Michigan Ave. 


OF AMERICA 
(INCORPORATED) 





Chicago, Illinois 


/\ 











IN 
. INTERNATIONAL J 
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“Red E” Power Lawn Mower 


For use on relatively large stretches of 
lawn, the Modern Machine Works, Inc., 
Milwaukee, Wis., is manufacturing the 
“Red E” lawn mower. The model illus- 
trated is known as Model A. 

This machine is powered with a single 
cylinder, 1 hp., 4-cycle, air-cooled motor 
with overhead valves. It is equipped with 
high tension ignition, built-in flywheel 





magneto, and float-feed carbureter, which 
is adjustable for all grades of gasoline. 
The drive wheels are 11 in. in diameter 
and 2% in. wide, and are sectional and 
are made of maple, 334 in. in diameter. 

The cutting unit has a heavy-duty reel 
with five oil-tempered crucible steel blades, 
double-riveted to each spider. These blades 
are self-sharpening and measure 7 in. 
in diameter. The mower has a_ hand 
starter and the handle is cushioned to ab- 
sorb vibration. An Alemite lubricating 
system takes care of all mower bearings, 
and a half-ga'lon gasoline tank furnishes 
a six-hour supply. 

About three acres a day may be mowed 
with this machine. There are hooks at- 
tached to the mower for using the grass- 
catcher, which is furnished as an extra. 

It is controlled by a self-adjusting 
throttle, at the top of the handle. The 
reel is protected by a safety disk clutch 
when sticks and stones are picked up. A 
lock bolt is provided for loosening engine 
base for adjustment or tightening the drive 
chain. The torsional strain is equalized by 
a flexible strain. 


Scott Filler and Drainer 


The Scott Filler and Drainer is a de- 
vice for filling and draining tubs and 
washing machines.. It is manufactured by 
Scott Pump Co., 645 Atlantic Ave., Roches- 
ter, iN: Y. 











As a drainer this attachment is connected 
to the cold water faucet and the water is 
turned on. Draining is caused by suction 
under water pressure as low as 15 Ib. 





Where there is low pressure the short | 
hose should be squeezed to start immedi- 
ate suction. Splashing is prevented by 
using the end of the short tube in a quart 
bottle or jar resting in the sink. 

The new combination type faucet with 
only one outlet is used with this attach- 
ment by placing a cork or plug in either 
one of the couplings when filling. White 
tubing made especially for use with scald- 
ing water is standard equipment with this 
device. 


Scru-Tite Device 
Scru-Tite Corp., Newark, N. J., offers 
the trade a very useful device known as 
the Scru-Tite. It is intended for use on 
hardware, hinges, strike plates and wood- 
work where screws do not hold in wood. 
This device is an oblong plate of solid 
brass, with a threaded hole near its pointed 


SCREW LOOSE SCRO-TITE 


| 























end and many fine grooves, allowing for 
shortening of the length of the plate. It 
is driven into woodword at right angles 
with screw hole and acts as a nut for the 
screw which is inserted through woodwork 
and into its threaded hole. The manufac- 
turer says it is a positive remedy for worn 
and enlarged screw holes. Where screws 
are to be taken out and put back at inter- 
vals this device is also very useful. 





Koppers Fertilizer 


A new fertilizer product is put out by 
Koppers Products Co. Koppers Bldg., 
Pittsburgh, Pa. It is known as Koppers 
Velvet Lawn Fertilizer. 

With this new concentrated sulphate of 
ammonia fertilizer weeds are starved and 
erass is fed, according to the maker. Ten 
pounds of Kopper’s Velvet Lawn is said to 
be equivalent in fertilizer value to 400 Ib. 
of ordinary manure. 
One two-pound pack- 
age contains enough 
fertilizer to cover 500 
sq. ft. of lawn. 

The same _ concen- 
trated fertilizer is ob- 
tainable in 5, 10, 25 


@ 
VELYETLAWN 
FERTILIZER 








and 100 pound bags. 





Ideal Hedge Trimmer 


Bartlett Mfg. Co., 3003 East Grand 
Boulevard, Detroit, Mich., js producing a 
new double-cutting hedge trimmer. 

It is made with oil tempered tool steel 
blades and will cut very fast as it cuts on 
both strokes. On stretches of lawn there 
are spots that a mower cannot reach, and 
the trimmer comes in very handy in such 
cases. There are eight blades, which are 
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adjusted by loosening or tightening the 
bolts on the cross-bar. 

In trimming the sides of the hedge, the 
trimmer is held steady to the hedge, and 
half of the weight of the trimmer rests 
on hedge. The weight of this tool is 4 Ib. 


Enterprise Drip-O-Lator 


The Drip-O-Lator is a patented alumi- 
num appliance for the making of coffee by 
the drip method. It is manufactured by 
the Enterprise Aluminum Co., Massillon, 
Ohio. 

With this appliance, bags, screens and 
filter cloths and paper are unnecessary. In- 





stead of boiling the coffee and reboiling 
it, hot water washes through the coffee but 
once. By this method it is claimed that 
coffee oils which make the rich flavor of 
the beverage are retained without extract- 
ing tannic acid from the beans. To prepare 
coffee with this appliance a level table- 
spoonful of coffee is placed in the basket 
for each cup desired. A graduated water 
container enables the user to see how many 
cups of water have been poured. Coffee 
is ready to serve by Drip-O-Lator method 
in seven minutes. 

The Drip-O-Lator is made in sizes con- 
taining 2 cups, 4 cups, 6 cups, 8 cups and 
12 cups. For hotels and restaurants featur- 
ing individual coffee service, the 2 cup size 
Drip-O-Lator is of interest especially. 
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ANSAS CITY 


NEEDS CERTAIN 
NEW INDUSTRIES 


Two significant books that tell the facts about 
the market and manufacturing advantages in 
the Central West and Southwest are available 
to industrial executives: The Book of Kansas 
City Opportunities and The Book of Kansas 
City Facts. 


These books are important to expanding 
industries particularly at this time. The Kansas 
City territory of more than 21 million people 
is soundly prosperous, with agriculture and 
industry working and earning and buying. No- 
where in the nation is prosperity more firmly 
intrenched. 


Hundreds of millions of dollars are being 
expended in expansions of existing industries 
and in equipment for new industries, expendi- 
tures based on a thorough knowledge of and 
sound faith in the immediate future of this 
vast market. 





KANSAS CITY 
FACTS == 





Kansas City,needs “certain new industries to 
round out its industrial activity. It may be that 
your products are used here in large volume, 
yet of necessity bought from distant markets. 
The facts are available as to economy of manu- 
facture in Kansas City . -. let these two books 


IY 


sr and any — study that may be necessary 


give you the true picture, without obligation. 


Ait 
INDUSTRIAL COMMITTEE OF THE CHAMBER OF COMMERCE 


KANSAS C ITY Sdininailianitiny 


MISSOURI 





and I attach the coupon to m letterhead as as- 
surance of my interest, without obligation, of 








course. 
Economical transportation is 
important. You can reach 15 Name ___ 
million people at lower freight 

cAddress - 


cost from Kansas City than 
from any other metropolis. 





P 12330 
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GENERAL MARKET 
NEWS of THE 


WEEK 

















Week's Price Average 
91 Per Cent Says Fisher 


Prof. Irving Fisher of Yale University 
announced on March 9 that wholesale 
commodity prices for the week ended 
March 8, and based on Dun’s quotations, 
average 91 per cent. 

The February average was 92.7 per 
cent. The purchasing power of the dol- 
lar was 109.8c. on a 1926 basis of 100c. 
The January average was 107.9c. 

Crump’s index of English prices for 
the week on the revised 1926 level was 
83.3. The January average was 85.1. 

The Italian index on the revised 1926 
basis for the week ended March 1 was 
68.0. 


City Building Permits Dropped 
2 Per Cent in February 


Building permits issued in 572 principal 
cities and towns in the 48 States in Feb- 
ruary were $125,521,978, a decline of 2 
per cent from January, which compares 
with a normal seasonal increase of 7.3 
per cent between the two months, S. W. 
Straus & Co. reported recently. The 
Straus index showed February permits 
38.5 per cent below normal, based on 
seasonal and trend factors. 


Commodity Prices Decline 
7.3 Per Cent Below Year Ago 


Commodity prices declined six-tenths of 
1 per cent during the week ended March 
8, according to the wholesale price index 
of the National Fertilizer Association. 
For the past two weeks the decline has 
amounted to 1 per cent, for three weeks 
it has been 2 per cent. The index is now 
7.3 per cent lower than for the like date 
a year ago. 

Thirty-six items declined during the 
week and seventeen advanced. Five 


groups declined and three advanced, but 


Favorable Weather 
Aids Hardware Trade 


Gradual Improvement 
Is Expected 


New York, March 18—Under 
the stimulus of the almost country- 
wide prevalence of  spring-like 
weather, the nation’s hardware de- 
mand has increased perceptibly. 
In some sections where most condi- 
tions are favorable the current de- 
mand is brisk for seasonable mer- 
chandise. In some other territories, 
adverse factors have retarded nor- 
mal seasonal activity to a slight ex- 
tent. 

The opinion is fairly general 
among manufacturers and whole- 
salers that spring business this 
year will materialize somewhat later 
than is usual. However, they also 
assert their belief that the call, 
when it does develop, will be larger 
than normally due to the low con- 
dition of most retailers stocks. 

Prices continue to retain a fairly 
steady status. Recent fluctuations, 
in the main, were of minor conse- 
quence and as many declines as ad- 
vances have registered during the 
past week. 

Collections, with few exceptions, 
are considered fairly satisfactory. 


only one showed a material advance. 
The only material group advance was fats, 
and that was due to butter. The four 
groups that showed signficant declines 
were textiles, foods, grains, feeds and 
live stock and metals. 

Based on 1926-28 as 100 and on 474 
quotations, the index for the week ended 
March 8 stood at 91.2 and for the week 
ended March 1 91.8. 


Freight Loadings Show Gain in 
Week and Loss in Year 


Loading of revenue freight for the 
week ended March 1 totaled 899,189 cars, 
the car service division of the Ameri- 
can Railway Association announced re- 
cently. 

This was an increase of 70,299 cars 
above the preceding week, when freight 
traffic was reduced somewhat owing to 
the observance of Washington’s Birth- 
day. Compared with the same week last 
year, the total for the week ended on 
March 1 was a reduction of 79,012 cars 
and a reduction of 60,305 cars under the 
same week in 1928. 

Loadings for the week compared with 
the same week last year follow: 

Miscellaneous freight, 359,862 cars, a 
decrease of 9266 cars; merchandise less 
than carload lot freight, 251,852 cars, a 
reduction of 3854 cars; coal, 135,661 cars, 
a decrease of 56,916 cars; forest products, 
61,783 cars, a decrease of 2221 cars; ore, 
8771 cars, a decrease of 1911 cars, and 
coke, 10,303 cars, a decrease of 3781 
cars. 

Grain and grain products loading to- 
taled 45,103 cars, a reduction of 1402 
cars. In the western districts alone grain 
and grain products loading amounted to 
31,390 cars, a reduction of 1221 cars. 

Live stock loading totaled 25,854 cars. 
In the western districts alone live stock 
loading amounted to 20,602 cars. 





Bank Clearings Show Decline 
as Compared to Year Ago 


Bank clearings in the United States 
for the week ended March 6, as reported 
to Bradstreet’s Journal, aggregated $11,- 
951,840,000, as against $9,295,656,000 last 
week, a holiday week, and $15,241,173,- 
000 in the week last year. There is here 
shown an increase of 29.5 per cent over 
last week, but a loss of 21.5 per cent 
from the like week of 1928. Canadian 
clearings aggregate $352,785,000, against 
$260,685,000 last week and $379,881,000 in 


this week last year. 
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A NEW LINE OF 
SARGENT PADLOCKS 


5 real pin tumblers 
in each size 



















The case of these new Sargent padlocks is of solid, 
extruded bronze. 

Shackles of bronze, or steel hardened to resist filing 
or cutting and cadmium-plated to resist rust, make all 
these locks extra strong and remarkably durable. All are 
furnished with chain attachment if desired. 

Nos. 753 and 754 may be master-keyed with house 
door, garage, office or store, or with others having Sargent 
cylinder locks. 

This line of Sargent padlocks is made to U. S. Navy 
specification. One recent order called for the delivery 
of 45,000. 

Sargent & Company, New Haven, Connecticut; 
94 Centre Street, New York; 150 North Wacker Drive 
(at Randolph), Chicago, Illinois. 


Top right 
@ No. 753 
Size 134” 


Lower right 


@ No. 754 
Size 2” 

Left 
e No. 752 
Size 1%” 





LOCKS AND HARDWARE 
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CHICAG 


Seasonal items are fairly active. 


Seasonal Merchandise Is Fairiy Active 
Retail Stocks Are Low and Prices Are Steady 


(Chicago office of HarpDWARE AGE) 


CHICAGO, March 18.—Retail stocks all over this part of the coun- 
try are reported low, though wholesale volume seems a bit backward. 


Poultry net- 


Paints and oils are beginning to 
show good movement; prices in this line have held steady for a 
month. Wire cloth sales are running well up to the 1929 levels, with 
the better grade of cloth showing a decided increase. 


ting currently is running ahead of last year under the influence, it 


is believed, of the present favorably low market. 


Prices on nails 


The automobile 


and wire show more steadiness than has been the case for some | 
| 


weeks; sales are quiet, though prospects are better. 


tire and tube business is now showing life in those territories closer 


to Chicago; in the southern field it has been active for several weeks. 
Chain sales are good; those of truck, tire, log and towing chains 
are rolling up a far heavier volume than last year. 
ware business is still quiet. 
on the other hand, demand for wiring devices, wire, etc., 
Improvement, long deferred, is now beginning to show | 
in radio; there is less “distressed” merchandise in this line being 
offered than was the case thirty days ago. 


ly 


active. 


Builders’ hard- 


Electric appliance trade is sluggish; 
is unusual- 


Orders for roller skates 


are accelerating rapidly and competitive conditions seem to be im- 


proving. Dealers are ordering fishing tackle freely. 


Now that the 


major leagues have begun spring practice, the demand for baseball 
goods is beginning to register in positive fashion. 
PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 
RETAILERS, F.O.B. CHICAGO. 


AUTOMOBILE ACCESSORIES. 


Spark Plugs.—Splitdorf for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue- 
Box line, 58c. each; A. C., 53c. each; 
lots of 100, 50c. A. C. Special Ford, 
36c. each. 

Spot Lights.—Appleton, No. 3280, 
$6.50 each. 

Chains.—Nonskid, 
35 per cent discount. 

Jacks.—National Standard, No. 21, 
$1.30 each. 

Pumps.—Rose, 1% in. 
$1.85 each. 

Tires and Tubes.—Mansfield tires, 
30 x 3%, Liberty cord, $4.85; Mans- 
field heavy duty oversize, $6.50. Lib- 
erty, 32 x 4, $9.50; Mansfield heavy 
duty, 32 x 4, $11.50; Mansfield double 
service, 29 x 4.50, $13.25; 32 x 6.50, 
$27.60. Tubes, 30 x 31,. Mansfield. 
$1.30 each; 29 x 4.40, Mansfield, $1.50 
each; 30 x 3%, Liberty, $1.05 each; 
20 x 4.40, Liberty, $1.29 each; 32 x 
6.50, $2.70 each. 

Less 10 per cent on casings and 
12% per cent on tubes. 

Anti-Freeze Solutions. — Prestone, 
$3.80 per gal., in less than full case 
lots; in full case lots, $3.60 per gal. 


dozen pair lots, 


cylinder, 


BASEBALL GOODS. 


Slugger bats, $18 per doz.: No. 8 
Champion -bats, $4 per doz.; No. 11B 
bats, $7.20 per doz.; No. 4 Junior bats, 
$2 per doz. Goldsmith official league 
balls, $16.50 per doz.; cork-center 
National league No. 1A balls, $12.75 
per doz.; National practice No. 65 
$6 per doz.; National 
guaranteed for’ nine 


league 
innings, 
$5.35 per doz. Goldsmith fielders’ 
gloves, oiled tanned horse hide, $2.75 
each; basemen’s mitts, professional 
model, $21.85 per doz. 


BOLTS AND NUTS 


Large carriage bolts, cut thread, 
60 per cent discount; small carriage 
bolts, cut thread, 60 per cent dis- 
count; small carriage bolts. rolled 
thread, 60-10 per cent discount: 
large machine bolts, to thread, 60 
per cent discount; small machine 
bolts, cut thread, 60 per cent dis- 








small machine bolts. rolled 
thread, 60-10 per cent discount: all 
stove bolts, 75-10 per cent discount: 
lag screws, 60 per cent discount. All 
discounts are from “full case”’ lists. 


count: 


BUILDERS’ HARDWARE. 


Steel butts, 3% x 3%. old copper 
or dull brass finish, $1.84 per doz. 
pair in case lots; less than Case lotsy 
$1.95 per doz. pair; steel butts, 4 x 4, 
old copper or dull brass finish, $2.44 
per doz. pair in case lots; less. than 
case lots, $2.68 per doz. pair. Heavy 
steel, bevel, inside sets, $5.00 per doz. 
sets in case lots. Steel, bit-keyed 
front door sets, $1.25 per set; wrought 
brass, bit-keyed front door Sets, $2.35 
per set. Cylinder front door sets, 
$5.00 per set. 


CHAIN. 


\4-in. proof coil chain, $11.00 cwt., 
base; trade-marked coil chains, 40-10 
per cent off list. 


COPPER RIVETS AND BURRS. 


rubber covered wire, $6.50 per 1000 
ft.; in less than 1000 ft. lots, $6.75; 
No. 18 lamp cords, $11.25 per 1000 ft.: 
in 1000 ft. lots, $10.50; %-in. brush 
brass key sockets, 13c. each; lots of 
25, 12%c. each; two-way (Hemco) 
plugs, 30c. each; in lots of 10, 20c. 
each; two-piece attachment plugs, 
5e. each; dry cells, boxes of 55, 32%c. 
each; less than case lots, 36c. each. 
Electrical Appliances. — Irons, Hot 
Point, $4.20; in lots of six, : 
Sunbeam, $5; in lots of six, 
Percolator, Universal 9169, $15.20. 
Radio Supplies.—Radio B batteries, 
D779 E, $1.40 each; in case lots of 5. 
$1.30; No. 770, $3 each; packages of 
§ ; No. 772, $2.06 each; packages 
of 5, “$1. 92; No. 486, $3.20 each: pack- 
ages of 5, $2.97: No. 485. Layerbilt 
less than standard packages, 


battery, 


Reading matter continued on page 58 


$2.22 each: in original standard pack- 
ages, $2.06 each. - 
Radio Tubec.—UX-201A, 75c.; UX- 
199, $1.20: WxX-227. $1.50; UG-171A, 
$1.35; UX-250. $6.60 each; UX-245, 
$2.10 each; UX-224, $2.40 each. No. 
410, $4.80 each; 422, $2.40: 424, $1.80; 
427, $1.20; 445, $1.50; 450, $6; 480, 


Zi, 
$1.50; 481, $3.90. 


FISHING TACKLE. 


Lion level winding reels, 
$1.35 each; U nion level winding reels, 
No. 7225, $1.25. each: Me’sselbach 
reels, assorted colors, $3 each; South 
Bend level Winding. anti-backlash 
reels, No. 50, $3.65 each; No. C2800 
quadruple multiplying reels, $8 per: 
doz. Two-piece Janenese bamboo 
poles, $1.65 per doz.: three-piece, 8 to 


Bronson 


9 ft., $4.35 per doz.; three-piece, 10 to 
12 ft., $5.15 per doz.: Heddon’s No. 
9 ‘*‘Muskie’ rods, $11 each; Heddon’s 


$10 each: Heddon’s No. 
Montague split- 
$3.60 each. 
silk line, 18- 

24-lb. test, 
““Ace 


No. 6D rods. 
2% rods, $4.80 each: 
switch casting rods, 
Gladding’s “Invincible” 
Ib. test, $2.35 per 100 yvds.: 
$2.75 per 100 yds.: Newton's 
Supreme” waterproof casting line, 
12-Ib. test, $1.35 per 100 yds.: 15-Ib. 
test. $1.40: 18-Ib., $1.75; ‘“‘Old Re- 
liable’. braided cotton line, 84-ft., 
70c. per doz.: size 4, 7T5c. per doz.: 
size 3, 90c. per doz. ‘‘Lucky Day” 
tackle boxes, 16-in., $3.15 each; 21-in., 
$3.65 each. 


| FLINT PAPER. 


Nine x 11 sheets, in bundles, No. 0, 
$4.30 per ream: same, No. 1, $5.15 per 
ream: 8% x 10% sheets, in’ bundles, 
No. 0, $3.40 per ream;-: 
per ream: 9 x 11 sheets, 
No. 0, 100 sheets per box, .89c.; No. 
1. 75 sheets rer box, 80c.; 8% x 10% 
sheets, No. 0, 100 sheets per box, 70c.; 
No. 1, 75 sheets per box, 68c. 


GARDFN HOSE. 


Copper rivets and burrs, 30-10 per 
cent off list. | 
ELECTRICAL GOODS AND RADIO! 
EQUIPMENT. 
Electrical Merchandise. — No. 14 





Molded garden hose, single braid, 
5-in., 7%4c. per ft.: %-in., 8l4c. per 
< double braid, 5 - -in., Be. per ft.; 
¥%-in., 9c. per fi.: red hose, %-in., 
9c. per ft.; %-in., 10. per ft. 


GLASS AND PUTTY. 


Single strength A, all bracke &5 
per cent discount; single strength B, 
all brackets, 87 per cent discount: 
double strength A, all brackets, 85 
per cent discount; double strength B, 
all brackets, 87 per cent discount. 
Putty, pure grade, $3.90 per cwt.; 
commercial, $3.15 per cwt. 


HANDLES, AGRICULTURAL. 


Hay and manure fork handles, 
strapped and capped, X grade, 4-ft., 
$5 per doz.; 4%4-ft., $5.50 per doz.; 
XX grade, 4-ft., $6.50 per doz.; 4%- 
ft., $7 per doz.; garden hoe handles, 
41%4-ft., X grade, $2.75 per doz.; gar- 
den rake handles, 5%-ft., grade, 
$3.60 per doz.; regular pattern shovel 
handles, 4% ft., K grade, $4.25 per 
doz.; regular D shovel and scoop han- 
dles, X grade, $4.90 per doz., with 
IDL top, $4.50 per doz. . 


NAILS AND WIRE. 


L.c.l. quantities, common wire and 
cement coated nails, $2.85 base, car- 
loads on application; steel cut nails, 
$4 base. No. 9 black annealed wire, 
$3.45 per cwt.; No. 9 galvanized, plain 
wire, $3.90 per cwt.; catchweight 
spools, galvanized cattle or hog wire, 
$3.75 per cwt.; polished fence staples, 
$3.55 per cwt. 


PAINTS AND OILS. 


Linseed Oil, Raw.— Barrel lots, 
$1.15 per gal.; 5 barrel lots, $1.12 
per gal. 

Linseed Oil, Boiled.—Barrel lots, 
$1.18 per gal.; 5 barrel lots, $1.15 
per gal. 

Denatured Aicohol. — Barrel lots, 


63c. per gal.; steel drums, extra $10; 


returnable. 
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F we seem too enthusiastic 
about the Empire New Process 
Bolt, it must be because we 
know so much about it. And 
we may be influenced, too, 


by its universal popularity. 


RUSSELL, BURDSALL & =WeARD 
BOLT AND NUT COMPANY 


ROCK FALLS, ILL. PORT CHESTER, N.Y. CORAOPOLIS, PA. 


PHILADELPHIA - CHICAGO «+ DETROIT - SAN FRANCISCO + LOS ANGELES - SEATTLE ~- PORTLAND 


i 
gee 
et 
x 














HARDWARE AGE for MARCH 20, 


1930 





58 
Turpentine. — Drum lots, 66c. per 
gal. net. 
White Lead.—i00 lb. kegs, $14.25 
per cwt.; 50 Ib. kegs, $14.50 per 


cewt.; 25 Ib. kegs, $14.50 per cwt.; 
1214 Ib. kegs, $14.75 per cwt. 

Shellac (4 Ib. cuts).—White, $2.48 
per gal. in barrel lots; orange, $2.08 
per gal. in barrel lots; second grade 
i $2.17; second grade orange, 

1.82. 

English Venetian Red.—In barrels, 
ae. per lb.; in 100-Ib. lots, 6%c. per 
Ib. 

" Dry Paste.—Barrel lots, 7%4c. per 

. 


POULTRY NETTING. 
Poultry netting, galvanized before, 


63% per cent off list; galvanized 
after, 60 per cent off. 





ROLLER SKATES. 


Union line: No. 5, in 12-pair lots, 
$1.35 each; No. 6, $1.45. Chicago line, 

o. 101, in 12-pair lots, $1.30 each; 
No. 103, $1.40. 


ROPE. 


Best pure manila rope, 21c. per Ib., 
base; No. 2 manila, 19c. per lb., base; 
best pure sisal rope, 15c. per lb., base. 


SAWS. 


Circular cord wood, 20-in., 

; 22-in., $2.25 to $3.00; 
.50; 26-in., $3.00 to $4.00; 
» $3.50 to $4.50; 30-in., $4.00 to 


Crosscut, 5 ft., narrow, 
tooth, $1.55 each; 5% ft., wide, cham- 
pion tooth, $2.10 each; 5% ft. wide, 
lance tooth, $4.35 each; 4 ft., one- 
champion tooth, $2.45 each. 


$1.90 to 
24-in., 


champion. 


man, 





STEEL SHEETS, FLAT OR CORRU- 
GATED. 


Galvanized sheets, 24-gage, $4.60 per 
ewt.; 24-gage black sheets, $4.05 per 
cwt. 


WIRE CLOTH. 


Black, 12-mesh, $1.60; galvanized, 
tele $2.00; galvanized, 16-mesh, 
30. 


WRENCHES. 


Agricultural wrenches, 60-10-5 per 
cent off list; engineers’ wrenches, 
50-10-5 per cent off; knife-handled 
wrenches, 40-10-5 per cent off; genu- 
ine Stillson wrenches, 70-10 per cent 
off; genuine Trimo wrenches, 70-5 per 
cent off; Stillson pattern wrenches, 
75-5 per cent off. 





KANSAS CITY: 


(Kansas City office of Harpware AGE) 


KANSAS City, March 18.—Probably the line that is showing the 


greatest activity at present is sporting goods. 


The season is begin- 


ning earlier by a few weeks than it did last year, and it is thought 
this year’s selling period will be longer. 
Grass seed is in good demand and probably will continue strong 


for some time yet. 


Lawn mowers are already moving out fairly 


well, although it is expected that they will pick up considerably by 


the first of April. 


The same applies to garden hose, lawn sprinklers, 


garden tools, etc., although the call for certain items in these lines 
is even now well started. Jobbers report good sales in fertilizers. 

As had been predicted earlier, tires have been doing better lately. 
A 7 per cent reduction in prices applying to storage batteries re- 


cently went into effect. 


The call for ladders has been stimulated by 


weather favorable for outside renovating and painting. 
A local strike in the builders’ union has somewhat delayed activity 


in builders’ hardware. 


gram scheduled for the coming year. 


Kansas City has an enormous building pro- 


This, coupled with the fact 


that farmers are expecting a good wheat crop, should make things 


hum for jobbers later on. 


Money is trickling in slowly but steadily, and collections are grad- 


ually improving. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 


RETAILERS, F.O.B. KANSAS CITY. 


AMMUNITION. 


Well known good quality car- 
tridges, .22 short, $2.98 per thou- 
sand; 22 long, $4.08 per thousand; 
.32 long rifle, $4.75 per thousand; .32 


short, $8.05 per thousand; .32 long, 
$9.26 per thousand. 

Shot shells, good quality, 12 ga., 
6c., $31.67 per thousand; 16 ga., 6c., 
$30.50 per thousand; 20 ga., 6c., $29.67 
per thousand. 

AXES. 
First quality, 344 to 4% Ib., with- 


out handle, single bit, $14.90 per doz.; 
double bit, 3 to 4 Ib., $19.35 per doz. 
Other first quality axes, handled, 
3% Ib. single bit, $19.25 per doz.; 4 
Ib., $19.85 per doz.; ; 4% lb. single bit, 
$20.45; double bit, $24.25 per doz. 


BUILDERS’ HARDWARE. 


Case lots of 2% x 2% steel butts, 
old copper and dull brass _ finish, 
$16.75 a hundred pair; 3% x 3%, $17 
a hundred pair; 4 x 4, $22 a hundred 
pair; heavy steel bevel inside sets, 
case lots, $5.00 per doz.; steel bit- 
keyed front door sets, $17.00 per doz. 
set; wrought bronze metal, $2.90 per 
set; cylinder front door sets, wrought 
bronze metal, $6.00 per set. 





CARRIAGE AND MACHINE BOLTS. 


Small carriage, rolled thread, 50- 
10-10-5 off list; small carriage cut 
thread, 50-10-5 off list; large carriage 
cut thread, 50-10-5 off list; small 
machine rolled thread, 50-10-10-5 off 
list; small machine cut, 50-10-5 off 
list as of April 1, 1927. 


FISHING TACKLE. 


Rods, split bamboo fly rod, No. 
9714, $5.60 each; No. 3097, $3.95 each; 
No. "'BBC46GG steel bait casting rod, 
$1.49 each. Best quality No. 275 cork 
grip, agate guides, in from 4 to 5% 
ft. lengths, $7.35 each. 

No. 1000 good quality, level wind- 
i anti-backlash reel, $5.65 each; 
No. 1893 level winding, $3.35; No. 12 
level winding, anti-backlash, $13.35; 
No. 100 level winding, $3.35; No. 223, 
$1.85. Enameled silk line, 100 yards, 
23-lb. test, $2.65; 16- 1% test bait cast- 
ing line, 100 yd., $2. 


GARDEN HOSE. 


Best quality moulded, % in., $9.00 
per 100 ft.; % in., $10. 50 per 100 ft. 
Good quality, % in., $6.50 per 100 ft.; 
5g in., $7.25 per 106 ft.; % in., $8.50 
per 100 ft. 








Activity in Sporting Goods Is Feature 
$ Collections Are Gradually Improving 


GARDEN PLOWS. 


No. 9, $12.60 each; No. 17, $2.75 
each; No. RC12 combination plow, 
$12. 75 each; Easy garden raiser, 8% 
in., $5.80 each; 10% in., $6.1 10 each: 
No. RCS plow, single lots, $2.75 each; 
lots of 6, $2.65 each. 


HOES. 


No. CROA,. best quality, $11. 64 


doz.; No. XG067X, good quality, $9.60 
doz.: No. LY5, good quality, $7.20 
doz. 
LAWN GOODS. 
L. R. Nelson Mfg. Co. products, 


sprinklers; Whirling Fairy, 
Garden Fairy, $16.00 
per doz.; Crown, $6.80 per doz.: 
Crescent, $6.30 per doz.; Cricket, $8.00 
per doz.; Flairing Rose, $4.80 per doz. 
Nozzles, Rain Boy, $4.00 per doz.; 
Peoria, $4.00 per doz.; Perfect Clinch 
couplings, $2.00 per doz.; Perfect 
Clinch hose mender, 84c. per doz.: 
Corrugated hose coupling, $1.30 per 


lawn 
$13.50 per doz.; 


doz.; ‘“‘Snap’’ coupling, $1.95 per doz.; 
brass mender tube, 37c. per doz.; 
hose clamps, brass, 33c. per doz. 
“Doo-Klip’’ Grass Shears, $10.80 
per doz.; ‘‘Doo Klip’’ Long Handled 
Grass Shears, $18.00 per doz.; ‘‘Doo- 


Klip” pruners, $10.80 per doz. 


MILD STEEL BARS. 


Bars, shapes and small angles 
$3.56 per cwt. base; structural sizes 
and shapes, $3.66 per cwt.; mild steel 
bands, 3-16 and lighter, $4.21 per 
cwt.; steel hoops, $4.66 per cwt.; re- 
inforcing bars, $3.40 per cwt.; cold 
rolled round shafting, $4.16 per cwt.; 
cold rolled square bars, $4.66 per cwt. 


MOPS. 


Betty Bright self-wring mop, No. 
10, $8.00 per doz.; Betty Bright mop 
cloth, No. 20, $4.00 per doz. 


NAILS. 


Common wire nails, 
base (see new extras). 


$3.15 per keg 


OILS. 


Raw linseed oil in steel drum lots, 
$1.20 to $1.25 per gal.; boiled lin- 
seed oil in steel-drum lots, $1.23 and 
$1.28 per gal. Turpentine, pure gum 
spirits, in steel drum lots, 72c. 


RAKES. 


Garden rakes, No. B14, best quality, 
$11.52 per doz.; No. 114, good quality, 
$6.30 per doz. 


SASH WEIGHTS. 


In one-ton lots or more, $1.70 per 
oo less than ton lots, $1.80 per 
ewt. 


Reading matter continued on page 60 
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efor the better satisfaction of your customers 





efor the better building of your own business 


esell Pure Wuite Leap Paint 


ein fact... sell EAGLE Pure WHITE LEAD 


(Old Dutch Process) 


@ Eagle Soft Paste 

saves painting time 

It comes already broken-up to shop- 

lead consistency ... thereby saving 

painting time. Most painters have 

changed over to Eagle Soft Paste 

Z . ... though some still use the Heavy 
nd Paste. Eagle comes both ways. 

GY 

THE EAGLE-PICHER LEAD COMPANY « 1394 N. La Salle Street « Chicago 
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SCREWS Chicago roller skates, No. 181, a. 65; heavy duty cord, s.s., cl., $5.12; 31 x 
5 ; No. 183, $2.75; No. 185, $2.75; No. 101, 4, $9.45; 32 x 4, $10.06; 33 x 4, $10.59; 
= ayy mead bright a. eo $1.35; agg 103 and 105, i 40; 3% 434, $13.61; 33 x 444, $14.18; 33 x 
cen Oo ist; roun ead, bluec 5, $21.15; Balloon, 29 x 4.40, regular, 
screws, 40-15 per cent off list; flat STORAGE BATTERIES $6.48; 30 x 4.50, $7.22; 30.x 5.25. $11.90; 
—_ brass oer yg ee per cent ° 31 x 5.25, $12.25; 31 x 6.00, $16.55; 33 
off list; roun ea rass screws, * ying prices are subjec 7 x 6.00, $17 ay eae 32 x 44%, 8 py, 
32%-15 per cent .off list. PR ton gs Pn ee ee | $15.79; J x $16.34; 30 x 5, ahd 
. . i oe | 32 x 6, 25. 3" *'36 x 6, 10 ply, $36.70; 
SHEETS. «Automobile, 6 volt, 1 plate, heavy | 34 Xt, rat! Mx 8, 12 piv, $1214 
ant bee ap po cel cag out. 13 plate, oie. 46 each; 12 volt, a pate, | (All foregoing prices subject to 10 
75 ba « . 2-pass, C - $12.55; 6 ee h | late, thin, stand- yer cent trade discount). 
rolled, r 5; 10 ga. blyge annealed, pe pth Rae $7.28. 6 volt, 13 plate, : : ) 
base, $3.6 * thin, for Ford and Chevrolet, $5.81 ; 
SK ATES. | WALL PAPER CLEANER. 
ator 1 anwar. 3 rene skates, No. TIRES. . - | Absorene, in case lots of 10-Ib. 
" 75; 8; “No. 1301, Mansfield automobile, covered — by pails, $5.40 per case; 1-lb. cans, $9.00 
$2.11; Wo. 130M, $1. og standard warranty, 30 x 3%, oversize, | per gross. 


NEW YOR 





<i aie 
NEW YorRK, March 18.—Cautinhed: warm and favorable weather 


has slightly stimulated the current dernand for seasonable merchan- 
dise, although trade at present is not as brisk as it should be at this 
Metropolitan wholesalers assert that, while business has 
sales are off as com- 
As retail stocks are generally conceded to 
be very light, it is thought that the demand for spring merchandise 
will materialize somewhat later than usual and be somewhat larger 


time. 


improved considerably over last month, 


pared with a year ago. 


than usual when it does finally develop. 


Rather unsettled basic conditions in some of the key industries 
are declared responsible for a cautious buying trend. With con- 
ditions already on the road to normalcy a steady improvement has 


been freely predicted. 


Prices on Maydole hammers of both the adze eye and machinists’ 
types have been advanced as have quotations on Majestic lawn 
Declines are 
effective on some types of Kelley axes, birch dowels, glue pots and 
The local nail market is reported as being unsettled 


sprinklers, tire bolts and Brown’s 


shellac in cans. 


Auto Spray pumps. 


and advances are said to be likely in the near future. 


Collections are fairly satisfactory for the most part, although 


rather slow in some scattered instances. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 
RETAILERS, F.O.B. NEW YORK. 


BOLTS AND NUTS. 


Carriage bolts and lag screws, 
sizes, 60 per cent off list. 

Stove bolts, 75 and 10 per cent off 
list. 
Machine bolts, all sizes, 60 per cent 


all 


ff list. 
Step bolts, 50 per cent off list. 


BUTTS. 


Loose Pin, Plated Steel Butts, 3 
x 3, 19%c. per pair in less than case 
lots, 3% x 3%, 17%c, per pair in 
less than case lots. Full case lots, 
16c. per pair. 4 x 4, 25c. per pair in 
less than case lots. Full case lots, 
23%4c. per pair. 4% x 4%, 55c. per 
pair, 5 x 5, 99c. per pair. 


CEL-O-GLAS OR VIMLITE. 


36 in. wide, 100-ft. rolls, 
each; 36 in. wide, 50-ft. rolls, 
each; 36 in. wide, 25-ft. rolls, 
each. 


CLOCKS AND WATCHES 


Pocket Ben Watches, plain, 
each, luminous, $1.58; Baby 
Clocks, plain, $2.29; luminous, 
Big Ben Clocks, plain, $2.29; 
nous, $2.98; Auto Clock, plain, 
luminous, $2.10; Baby Ben De 
Clocks, plain, $2.46; 


$30.28 
$15.19 
$7.60 


$1.05 
Ben 
$2.98; 
lumi- 
$1.50; 


luminous, 
Big Ben De Luxe Clocks, plain, 
luminous, $3.16; Sleep-Meter, 
$1.40; luminous, $2.10; Tiny 
Clocks, $1.50 each; Monitor Clocks, 
75c. each; Ben Hur Clocks, plain, 


| $1.76; luminous, $2.46; America 
Clocks, plain, $1.05. 
} 
COAL HODS. 
Galvanized plain body, open type, 
16-in., 39c. each; 17-in., 42c. each; 
18-in., 46c. each. 


EMERY CLOTH. 

Per quire—24 sheets. Size 00, $1.19 
per quire; size 0, $1.19 per quire; size 
%, $1.23 per quire; size 1, $1.30 per 
quire; size 1%, $1.36 per quire; size 
2, $1.45 per quire; size 214, $1.56 per 
quire; size 3, $1.68 per quire; Crocus 
cloth, $1.19. 


FILES. 
First quality files, 50 per cent from 
list. Competitive quality files, 60 and 
10 per cent from list. 
GRASS AND PRUNING SHEARS. 


“Doo-Klip’’ grass. shears, $10.80 
Long Handled 


per doz.; ‘‘Doo-Klip’’ 

grass shears, $18.00 per doz.; 00- 
Klip” Pruners, $10.80 per doz. Com- 
petitive grass shears, 5% in. blades, 
25e. each. Good quality, 5% in. 
blades, grass shears, 75c. each. High 


grade grass shears, 7 in. blades, $1.00 





each. Competitive Pruning Shears, 
25c. each. Other Pruning Shears, 
64c., 67c., $1.05, $1.15, $1.20, $1.66, 
$1.83 and $2.50. 
JUVENILE VEHICLES. 
Velocipedes, No. 840, $5.95; No. 841, 
$6.55; No. 842, $6.90, and No. 843, 





Current Demand Is Moderate in Character. 
Some Price Revisions Are Now Effective 


$8.15 each; 
$/.80; No. 

Sidewalk cycles, No. 
910, $10.65 each; No. 922, 
No. 932, $17.50 each. 

Coaster wagons, No. 
No. 751, $2.25, and 
each. Doll carriages, No. 200, $1.60; 
No. 216, $3.35; No. 222, $3.20; and No. 
232, $6.50. Prices are each and net. 

Doll coaches, No. 262, $3.65; No. 
266, $6.25, and No? 270, $10.95. Prices 
are each and net. 


No. 850, $7.50; No. 851, 
852, $8.15; No. 853, $9.70. 

900, $9.40; No. 
$17.50, and 


750, $1.80 each; 
No. 761, $3.25 


LAWN MOWERS. 


8-inch wheel, 3 blade, plain bear- 
ing, 12-inch reel, $4.50; 14-inch reel, 
$5.00; 16-inch reel, 5.25; 8-inch 
wheel, 4 blade, ball bearing, 12-inch 
reel, $5.50; 14-inch reel, $5.85; 16-inch 
reel, $6.20; 9-inch wheel, 4 blade, ball 
bearing, open wheel, 12-inch reel, 
$5. oe 14-inch reel, $6.20; 16-inch reel, 
$6.5 18-inch reel, $7.25; 10-inch 
nl 4 blade, ball bearing, 12-inch 
reel, $6.15; 14-inch reel, $6.50; 16-inch 
reel, $6.85; 18-inch reel, $7.75; 10-inch 
wheel, 5 blade, ball bearing, 15-inch 
reel, $12.00; 17-inch reel, $12.75; 19- 
inch reel, $13.25; 21-inch reel, $14.00; 
11-inch wheel, 5 blade, roller bearing, 
15-inch reel, $19.00; 17-inch reel, 
$20.00; 19-inch reel, $21.00; 21-inch 
reel, $22.00. March 1 dating is allowed. 


LINSEED OIL. 

Linseed oil, raw, per pound: Single 
barrels, 14.8c.; 5 barrels or more, 
14.4¢c.; carload lots, 14c.; tank cars, 
13.2c. Prices apply to the Metro- 
politan area and include truck de- 
livery of small lots to store door 
within prescribed limits. Tank car 
prices include delivery within a stip- 
ulated zone. Boiled linseed oil is 


quoted at 4c. per pound additional. 
NAILS. 
Wire nails, Standard New York 


Stock extras apply to the following 
base prices in the localities indicated: 


Base price for New York City, 
Brooklyn, Queens, Westchester, and 
New Jersey is $3.35 per keg; in Nas- 


Suffolk counties, $3.50 per 
nails, less than 10 kegs, 
10 kegs, $3.65 per keg. 


and 
Cut 
over 


sau 
keg. 
$3.90; 


ROLLER SKATES. 

Roller skates, Union line, extension 
web heel and toe straps, plain steel 
rolls, 72c. per pair; same with toe 
clamps and web heel, 78c. per pair: 
same for boys with self-contained 
ball bearing wheels, $1.42 per pair; 
for girls, $1.52 per pair. 

Roller skates accessories: Keys, 
2%4c. each; skate wheels, with self- 
contained ball bearings, 19c. each; 
ball bearings, 15c. per 400; axles, 3c. 
each; cotter pins, 15c. per 100; axle 
nuts, $1 per 100; axle nut washers, 
60c. per 100: adjustment binding 
bolts, 65c. per 100, and toe clamps, 
12c. per pair. 

Chieftain line, No. 400, for either 
boys or girls, self-contained ball 
bearings, $1.45 per pair; Redskin line, 
for boys or girls, 84c. per pair. 


Reading matter continued on page 62 
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Our Other Products Include 


Cortland Black Enameled 
Gray-wick 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 
Wickwire Copper 
Screen Cloth 
Poultry Netting and Staples 





Hardware Cloth 





That Stands Hard Wear 





Durability is built right into WICKWIRE 
BROTHERS Galvanized Hardware 
Cloth. It’s made from best Open Hearth 
Steel, full gauge wire galvanized AFTER 
woven. Every operation is controlled by 
us. It stands long, hard wear—sells on 
merit—pleases customers and brings re- 
peats wherever sold. Made in 2, 2), 3, 4, 
5,6, and 8 mesh. Standard widths, six inch 
steps 12 to 48 in. Special widths made to 
order. Put up in 50 and 100 lineal foot 
rolls. 


Miscellaneous 


Wire Nails and Brads 


We take infinite pains to have these prod- 
ucts right in every way. You'll like them. 


Made in all sizes from 3/16 inch. No. 24 
gauge to a 12 inch spike, with special heads 
or points, barbed or smooth. Put up in 
handy packages of 44, 4% and 1 pound quan- 
tities. ‘These packages are shipped in car- 
tons. 


Also obtainable in 5, 10, 25 and 50 pound 
boxes and in kegs. 


Your Jobber Will Supply You. 
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Chicago line, No. 181, $2.65; No. and 10. These discounts apply to 
183, $2.75; No. 185, $2.75; No. 101, new standard screw lists. Full pack- 
$1.33; and Nos. 103 and 105, $1.38 per age lots take an extra 5 per cent. 
pair. Machine screws, flat and round 

head, brass, 60 per cent discount. 
-7% v. isc . 
SASH CORD. Iron, 60-71% per cent discount 

Sash cord, Samson Spot, No. 7, 
61lc.; No. 8, 60c.; Aetna, No. 7, 30c. TIRES AND TUBES. 
per lb.; No. 8, 29c. per Ilb.; Phoenix, 1 
No. 7, 43c, per Ib.; No. 8, 42c. per Ib. os $7.40: a. ae Ae 
Sachem, No. 8, 33c. per Ib.; No. 9, 4.50, $8.25; tubes, $1.60; 29 x 4.75, 
33c. per Ib. $9.55; tubes, $1.70; 29 x 5.00, $9.90: 

tubes, $1.75; 30 *Sii6s $10.20; tubes, 
SANDPAPER, BOXED. $1.80; 31 x 5.00, $10.65; tubes, $1.85; 

= : : ‘ 32 x 5.00, $11.75; tubes, $1.90; 28 x 
_ Size, 00, 100 sheets, 83c. per box; 5.25, $11.10; tubes, $1.85; 30 x 5.25, 
size 0, 100 sheets, 83c. per box; size $11.90: tubes $205; 31 x 5.25, $12.25; 
yy 100 sheets, Soc. per box; size 1. tubes, $2.05;'29 x 5.50, $12.65; tubes 
75 sheets, 74c. per box; size 1%, 50 $2.25." oe ae ites ee 4 
sheets, 56c. per box; size 2, 50 sheets, Same, 6 ply, 31 x 5.25, $14.70; tubes, 
65c. per box; size 2M, 50 sheets, Tle. $2.05: 30 x 5.50, $16.05: tubes, $2. 5: 
per box; size 3, 25 sheets, 41c. per 30 x’ 6.00, $16.15; tubes, $2.25; 31 
box. 6.00, $16.65; tubes, $2.30; 32 x 6.00, 

Utility packages of sandpaper, 6c. $16.96: tubes, $2.40; 33 x 6.00, $17.55; 
each. Full cartons of 72 packages tubes, $2.55. 
are subject to an additional per cent Tire display racks, $10.00 each. 
discount. Prices in all instances are each. 

—_- 3 WINDOW SCREENS. 

Wood screws, flat head, bright 
iron, 45 and 10; round head, blue, 40 Diamond E, galvanized, 14 mesh 
and 10; round head, iron, nickel wire, No. 01, $3.20; No. 1, $6.40; No. 
plated, 25 and 10; flat head, galvan- 3, $8.40: No. 4, $9.60; No. 6, $10.40; 
ized, 17% and 10; flat head, brass, No. 7, $12.40; No. 8, $12.40. All prices 
374% and 10; round head, brass, 52% | are net per doz. 


Diamens E, bronze, 16 mesh wire, 
No. , $10.40; No. 13, $12.40; No. 14, 
$13.60, "No. 16, $14.40; No. 17, $16.40; 
No. 18, $16.40. 

Wood Frade Extension Screens 

Galvanized Wire 
Per Dozen 


Size 12 Mesh 14 Mesh 

9 x 3¢ $2.80 $2.95 
12 x 33 3.15 3.30 
15 x 33 3.75 3.85 
18 x 24 3.80 3.90 
18 x 33 4.15 4.30 
18 x 37 4.55 4.70 
18 x 45 5.10 5.30 
24 x 33 4.85 5.05 
24 x 37 5.10 5.40 
24x 41 5.75 6.05 
28 x 33 5.70 6.00 
28 x 37 6.05 6.30 
28 x 41 6.50 6.85 
30 x 33 6.05 6.30 
30 x 37 6.65 6.95 
30 x 45 7.50 7.80 
30 x 60 « 9.05 9.60 


WIRE CLOTH. 


First quality, black, 12 mesh, $1.65; 
first quality, galvanized, 14 mesh, 
$2.10; competitive quality, galvan- 
ized, 14 mesh, $2.05; first quality, 
bronze, 14 mesh, $5.60; competitive 
quality, bronze, 14 mesh, e; =" first 
quality, copper, 14 mesh, $5.1 

Prices are quoted for 100 im ft... 
f.o.b. dealer's store. 





LEVEL A D Trade Has Shown an Upward Trend. 
€ N : Some Price Revisions Have Been Made 


(Cleveland office of HARDWARE AGE) 

CLEVELAND, March 18.—Hardware business has shown an upward 
trend during the past two weeks. The change for the better has 
come after two very dull months. The improvement is largely in 
spring merchandise considerable of which is being placed by deal- 
ers who had deferred their seasonal buying. Improvement in weath- 
er conditions are believed to have been a factor in stimulating busi- 
ness. 

Lines that are either good or moving in fair volume include steel 
goods, poultry netting and wire cloth, lawn mowers, garden hose, 
poultry supplies, fertilizers, grass seed, roller skates, wheel goods 
and screen doors and windows. The market is steady with few price 
changes. 

Present prices have been reaffirmed on stove boards for the com- 
ing season. Prices have been reduced on light weight woven wire 
field and poultry fence as a result of a change in the extras. The 
base remains unchanged at $65 per ton for car lots and $67 for less 
than car lots. Nos. 9 and 11 gage fence are unchanged. Prices on 
binder twine are expected out in a few days. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO | 
RETAILERS, F.O.B. CLEVELAND. | 


AUTOMOBILE TIRES AND SUP- per doz.; double bitted, unhandled, 


$20 per doz.; 60c. increase for dozen 








» 
I LIES. : lots weighing 42 to 48 lb. and smaller 
Tires and Tubes.—Mansfield tires, advance for each € lb. additional 
4-ply balloon, 29 x 4.40, $7.40; tubes, weight increase. 


$1.50; 30 x 4.50, $8.25; tubes, $1.60; 


29 x 5.00, $9.90; tubes, $1.75; 30 x 5.00, 
$10.20; tubes, $1.80; 30 x 5.25, $11.90; BATTERIES. 











tubes, $2.00; 31 » 5.25, $12.25; tubes, B and C Radio Batteries: R 
$2.05: heavy duty, 6-ply, 29 x 4.40, $ “B  & 
$9.50; 30 x 4.50, $11.05; 30 x 5.25, No. $1.22 
$14.30; 31 x 5.25, $14.70; 33 x 6.00, No. 1.40 
$17.55; double service, 6-ply, 29 x No. 2.06 
4.40, $12.90; 29 x 4.50, $13.25; 30 x No. 2.53 
4.50, $13.95; 29 x 5.00, $16.85; 30 x No. 3.00 
5.00, $17.30; 30 x 5.25, $19.70; 31 x No. . 3:20 
5.25, $20.35; Liberty, 4-ply, 29 x 4.40, Dry Cell A batteries, No. 7111, 
$5.65; 30 x 4.50, $6.30; 29 x 5.00, $7. 95; 3544c. in standard packages, 40c. in 
30 x 5.00, $8.20; 31 x 5.25, $9.85; 32 x broken lots; Columbia igniter dry cell 
6.00, $11.85; high pressure cords, 30 batteries, 32%4c. in standard pack- 
x 3, $4.40; A x 3%, $4.75; 31 x 4, ages, 36c. in broken lots. 
$8.45; 32 x $9.05. 
BOLTS AND NUTS. 
AXES. Machine and carriage bolts, cut 
First grade, single bitted, rustless, thread, hot pressed and cold punched 

black finished handled axes, $19.50, nuts and lag screws, less than case 
base, per doz.; unhandled, $15.50 per lots, 60 per cent off list; bolts with 
doz.; double bitted, handled, $24.50 rolled thread, % in. x 6 in., and 


Reading matter continued on page 64 


smaller, 60 and 10 per cent off list; 
additional discount of 10 per cent is 
allowed for full case lots of one size; 
stove bolts, 75 and 10 per cent off 
list; semi-finished nuts in bulk, 60 
per cent off list; 54 per cent for 
packages. 


BUILDERS’ HARDWARE. 

In case lots, lock sets, $5 per doz.; 
heavy strap hinges, 6 in., $1.55 per 
doz.; 8 in., $2.40 per doz.; extra heavy 
T hinges, 6 in., $1.80 per doz.; 8 in., 
$2.70 per doz.; 10 in., $4.25 per doz. 
Butts, case lots, 3 in. and 3% in., 
iéc. per pair; 4 in., 2le. per pair; 
for less than case lots, all sizes are 
2c. per pair higher. Butts with sand 
blasted finish are 4c. per pair higher. 
Ornamental hinges, standard finish, 
$1 per doz.; nickel finish, $1.20 per 
doz.; sand blast finish, $1.15 per doz. 


CELL-O-GLASS. 
Cell-O-Glass in 100 ft. rolls, 10%c. 
per sq. ft.; glass cloth in 100 yd. 
rolls, 24c. per sq. yd. 


CHAINS. 

Coil chain, 3/16 in., $11.85 per 100 
lb.; %4 in., $10.75 per 100 lb.; 5/16 in., 
$9.25 per 100 Ib.; % in., $7. 85 per 100 
lb. Cow ties, No. 4) $2.75 per doz.; 
No. 15, $2.50 per doz. Tie out chain, 
60 per cent off list. 


ELECTRIC FANS. 
Robbins & Myers 10-in. AC oscil- 
lating type, $17 each; 12-in., $27 
each; stationary 8-in., $5 each. 


FERTILIZER. 
Old — ner 5 lb., 32c.; 10 Ib., 
56c.; 25 » $1.12; 50 Ib., $3: 100 Ib., 
$3.90. 


GRASS AND PRUNING SHEARS. 


Goodwin grass shears No. 10, $13.80 
per doz.; No. 20, $10 per doz.; Clear- 
cut No. 800, $6 per doz.; No. 1000, $10 
per doz.; Wiss, No. 600, $12 per doz. ; 
Doo-Klip grass shears, $10.80 per 
doz.; Doo-Klip long handled grass 
shears, $18 per doz. 

Pruning Shears.—Clearcut No. 1104 
$11.50 per doz.; Pexto, No. 60, $8 per 
doz.; No. 5, $3.50 per doz.; No. 505, 
$7.25 per doz.; o-Klip pruners, 
$10.80 per doz. 


LAWN GOODS. 
L. R. Nelson Mfg. Co., . Perfect 
Clinching hose couplings, $1.90 per 
doz.; female ends, $1.30 per doz.; Per- 
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but nof in 
YOUR SHOP 


HERE are dozens 
of Nicholson Files 
which are shopworn 
by many an honest 

OL day’s work — work 
Sy which has convinced 
USA. the user that he has 
ion: la purchased the best file 
value money can buy. 





cH 

















But Nicholson Files will never get shopworn from lying 
around in your store. Quality plus national advertis- 
ing creates sustained turnover for the sharp files which 
bear the Nicholson Brand. 





NICHOLSON FILE COMPANY 
Providence, R.1., U.S.A. 


A FILE FOR EVERY PURPOSE 























fect Clinching hose menders, 80c. per 


doz.; Rainbow nozzles, $3.80 per doz.; 
Sprinklers, Rotary, $11.60 per doz.; 
Crown, $5.75 per doz.; Crest, $5.65 per 
doz. 
NAILS AND WIRE. 
Nails.—Factory shipment, car lots, 


$2.35 per keg; less than car lots, $2.45 
per keg for factory shipment and 
$2.65 per keg for stock shipment; 
other products for stock shipment; 
No. 9 galvanized wire, $3.20 per 100 


lb.; No. 9 annealed wire, $2.75 per 
100 Ib.; polished fence staples, $3.05 
per 100 lb.; galvanized fence “gr 
$3.30 per 100 lb.; coated nails, $2.6 
per keg. 

Barbed Wire.— Lyman, 4 _ point 
cattle wire, $2.88 per 80-rod spoo!; 
hog wire, $3.12 per 80-rod spool. 


NIGHT LATCHES. 
Yale No. 36, $8 per doz.; No. 40, $12 
per doz.; No. 42, $13.33 per doz.; No. 
042, $12 per doz. 


PAINTS AND VARNISHES. 

Mixed paints, first quality, $2.90 to 
$3 per gal. for colors and $3.05 to 
$3.10 for white. ~ 

Turpentine in drums, 67\%c. 
gal.; in 5-gal. lots, 874%4c. per gal. 


per 


BOSTON: 


BosTon, March 18.—Local jobbers have advanced wire nails and 
other wire products 10c. per cwt. Prices are now back to about the 
level of two months ago, when a reduction was made at a time when 
jobbers anticipated an advance. 
uct prices have been more or less of a football, with little substan- 
tial, upon which, to account for the fluctuations. There have been 
times when competition from foreign nails was said to be quite dis- 
While it is true that foreign nails have 
been and are offered in this market, the quantities involved were 
No other price changes of importance are 


quieting to domestic mills. 


and are inconsequential. 
reported by the jobbing trade. 


Business conditions, so far as they relate to the hardware trade, 
show little change from a week ago. 
business is a shade better, but admit there is no volume to buying. 
Others maintain the weekly overturn of merchandise shows no in- 
The rank and file of retailers are being energetically so- 


crease. 


licited by salesmen these days. 
order from virtually every dealer called upon, but the size of the 
Sentiment in retail and jobbing circles is optimistic, 
however, the feeling persisting that business will materially pick up 
when real spring weather sets in. 
England is considerably less than a year ago, there is a large amount 
of repair work going on in the country and at the seashore, and a 
considerable amount of hardware is therefore going into consump- 


order is small. 


tion. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 


RETAILERS, F.O.B. BOSTON. 
ASPARAGUS KNIVES. 


Asparagus Knives.— Goodell, No. 
94, $2.88 a doz. net; Russell, No. 2310, 
$3. 


AUTOMOBILE ACCESSORIES. 
Tires.—Competitive, clincher, extra 
heavy, straight side, 30 x 3%, $5.60 
each, list; 31 x 4, $9.40; 32 x 4, $10.10. 
Discount 12% and 10 per cent. 
Tires.—Mansfield line heavy duty 
cord, clincher, 30 x 3%, $7.25 each, 
list; straight + 30 x 3%, $9.85; 31 


x 4, $12; 32 x $12 .80; 32 x 4, =e. 45; 
32 x 4%, $17. 36: 33 x 414, $18; x 
4%, $18. 60; 33 x 5, $28.50. beoent 


12% and 16 per cent. 


HARDWARE AGE for MARCH 20, 1930 
Lfomes oil in drums, $1.14%4 per per pr.; No. 183, $2.75 per pr.; No 
gal.; in 5-gal. lots, $1.32%4 per gal. 185, $2. 75 per pr.; No. 101, $1.32 per 
White lead in 100 lb. kegs, 1414c. pr.; Nos. 103 and 105, $1.57 per pr. 
per lIb.; in 50 and 25 lb. kegs, 14% c. 
per lb.; in 12% lb. kegs, 14% c. per lb. ROPE. 


Quantity 1 henley 500 Ib. to 1 ton 
10 per cent. One ton or more, 10 per 
cent and 4 per cent. 

Enameling lacquers, $1.20 to $1.65 


per qt. 
POULTRY NETTING AND WIRE 
CLOTH. 
Poultry netting after weaving, 60 


per cent off list; galvanized before 
weaving, 60 and 10 per cent off list. 
Wire cloth per 100 sq. ft., 12-mesh, 
black, $1.60; 14-mesh, $1.90; galvan- 
ized, 12-mesh, $1.80; 14-mesh, $2.30; 
bronze, 14-mesh, $5.50; 16-mesh, $5.90. 


RADIO EQUIPMENT. 
Tubes, CX No. 112A, $2.50; CX No. 
326, $2; CX No. 327, $3; CX No. 380, 
$3.50; CX No. 371A, $2.50. Dealers’ 
discount from these prices, 35 per 
cent. 


ROLLER SKATES. 
Union line, less than case lots, Nos. 
4SC and 5SC, $1.42 per pr.; 6SC, $1.55 
per pr. Chicago line, No. 181, $2.65 























(Boston office of HARDWARE AGE) | 


Between then and now wire prod- 





Some jobbers profess that 





The salesman usually secures an 


While building throughout New 





} 
| Tires.—Mansfield line, truck, 8-ply 
| cord, 32 x 4%, $23.70 each, list; 33 x 
4%, $24.55: 30 x 5. $28. 40; 34° x 5, 
$33.70; 35 x 5, $34.50; 10-ply, 32 x 6, 
$47.15; 36 x 6, $51.80; 38 x 7, $72.60; | 
12-ply, 36 x 8, $94.85; 40 x 8, $101.80. 
Discount 30 per cent. | 
Tires.—Mansfield line, 
$7.80 each, list; 4.50-20, 
9, $11; 5.25-18, $12.35; 5.25-2 
$13.25; 5.50-19, $14.10; heavy 
6-ply, $4.40-21, $11.50; 5-21, $16.35; 
5.50-20, $17.85; 6.50-19, Sop 30; 7.30-20, | 
$34.50. Discount 12% and 10 per cent. 
Tires. — Mansfield line, balloon, | 
| double service, 4.50-21, $17.45 each, 
list, $5.25-21 25.45; 6.50-18, $33.75; | 


balloon, 4.40- 
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Best grade manila rope at 21%c. 
per lb. for factory shipment. and 22c. 
per lb. for stock shipment; sisal rope, 


l6c. per lb. for factory shipment and 
16%c. for shipment from stock. 
SHEETS. 
24-gage galvanized sheets, $4.60 
per 100 lb. 


SNOW SHOVELS. 

Snow shovels, No. 33 galvanized, 
$9.50 per doz.; No. 34 galvanized, $10 
per doz.; No. 36 galvanized, $13.50 
per doz.; No. 35 maple, $18 per doz.; 
No. 31 steel blade, $9.25 per doz.; No. 
27% children’s, $2 per doz. 


STOVE PIPE AND ELBOWS. 

6 in. 28 gage stove pipe, per crate 
of 25 joints, $3.19 for factory ship- 
ment and $4.15 for stock shipment: 
Same, 26-gage, $3.81 for factory ship- 
ment and. $4.15 for stock shipment; 
6 in. corrugated elbows, 28-gage, $1. 31 
per crate for factory shipment and 
$1.40 for stock shipment. 


Trade Is Optimistic Over Future Prospects 
Prices on Wire and Nails Are Higher 


6.50-20, $34.50; 6.50-21, $36.15. Dis- 
count 30 and 10 per cent. 

Tire Chains.—30 x 3%, $4.50 a pair, 
list; 31 x 4, 5.50; 32 x 4, 5.50; 33 x 
4, $5.75; 32 x 4%, 
$6.50; 34 x 414, $6. 
sex 5 07s: 35 x 5, $8. 
4.40, $4.5 29 x 4:40, $5; 


; 29 x 4.95, $5.50; 3 
$6; 31 4.95, $6.25; 32 x 4.95, $6.25; 
33 4.95, $6.50; 34 x 4.95, $6.75; 28 x 


5.25, $6.75; 29 x 5.25, $6.75; 30 x 5.25, 
$6.75; 31 x 5.25, $7. One to nine pair; 
discount 30 per cent; 10 to 49 pair in 
one shipment, 35 per cent discount; 
50 pair in one shipment, 40 per cent 
discount. 


BARBED WIRE. 

Barbed Wire.— Eighty rod reels, 
four point galvanized, $3.70 per 100 
Ib. net; catch weight reels, $4.25. 
Mill shipments, catch weight, four 
point galvanized, in car lots, $3.05 
per 100 Ilb., in less than car lots, 
$3.30, two-ply twisted, in car lots, 
$3.05, in less than car lots, $3.30. 
BKighty rod reets, four point, in car 
lots, $2.67 a reel, in less than car 
lots, $2.88; two-ply .twisted, in car 
lots, $2.24, in less than car lots, $2.41. 


BOQUET HOLDERS. 

Boquet Holders.—Glass, No. 14, 65c. 
each net; iron tulip, No. 2, 35c. each; 
tin, removable, green, No. 33, $1 a 
doz. or $11.50 a gross. 


CLAM DIGGERS. 

Clam Diggers.— No. 417, 16 in. 
handle, $12.55 per doz. net; No. 0026, 
26 in. handle, $11.60; No. 000PL, 26 
in. handle, $15.34. 


FENCING AND POSTS. 
Fencing.—-Lawn, style F, 36-in., 
$3.63 a rod, list; 42 in., $3.96; 48-in., 
$4.62. Style L, extra, 36 in., $2.64, 
42 in., $2.97, 48 in., $3.38. Discount 


50 per cent. 

Posts.—For line, No. K268, 23c. 
each net; end, No. K271, 48c.; gal- 
vanized line, 6% ft., 67c., 7 ft., T3c., 
335 tt, 20> galvanized ideal end, 
71% ft., $3.94; galvanized ideal cor- 
ner, 7% ft., $5.70. 

Accessories. — Line 
caps, 50c. each net; 
tee, 43c. 


FL IT. 

Flit.—In \4-pt. containers, $4 a doz. 
net; in pint containers, $6; in quart 
containers, $10; in gallon containers, 
$33 


driving 


post 
studded 


red top, 


Sprayers. Hand, $2.80 a doz. net- 


continuous, $7.2 
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Are you preparing to 
“make a push” on steel 
goods this Spring? 


IF NOT, you are “missing a good bet”! ... Not for several years 
have conditions been so favorable as they are this Spring, for a 
large sale of Forks, Hoes and Rakes and other garden supplies. 


Because — 

First: General business conditions are favorable for the sale 
of such goods —in boom times many people do not have the 
time for making a home garden, whereas in normal times they 
have the time to plant and cultivate. 











Second: We have, for several years, been stressing, in inter- 
esting advertisements in farm and garden papers and by the 
distribution of literature, both the pleasure and the profit to be 
derived from gardening. As a result, we are weekly receiving 
thousands of inquiries from interested parties for information 
on gardening and the proper tools to use. 


“A word to the wise is sufficient!“ 


THE AMERICAN FORK & HOE CO. 
General Offices: 1940 Keith Building : CLEVELAND, OHIO 
Makers of Farm and Garden Tools for Over 100 Years 


We have plenty of free literature and other sales helps for the interested dealer. 
Write us if you need suggestions or help. 
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GRAFTING WAX. 


Grafting Wax.—lIn 1 Ib. 
a lb. net; in % Ib. sticks, 
lb. sticks, 43c. 


GRASS SEED. 


40c.; 


sticks, 38c. 


in 4 


Grass Seeds.—Bowling Green, in 100 


Ib. bags, 20c. per Ib. net; in 10 Ib. 
packages, 2lc.; in one lb. packages, 
25c. Woodlawn shady, in 100 Ib. 
bags, 23c. per lb.; in 10 lb. packages, 
24c.; ir one Ib. packages, 28c. Green 
meadow, in 100 Ib. bags, 33c. per Ib. 
in 10 lb. packages, 34c.; in one Ib. 
packages, 38c. Kenly Park, in 100 
lb. bags, 12c. 
INSECTICIDES. 

Bug Death.—In 1 Ib. containers, 
$1.64 a doz. net; in 5 lb. containers, 
$6.63; in 12%4 lb. containers, $15.75; 


containers, $8.88 each. 
jars, 
in lots of less 


in 100 Ib. 

Pyrox.—One lb. 
$7.80 per 100 Ib.; 
100 Ib., $8.04; in 5 lb. drums, 
lots, $15, small lots, $15.60; 
drums, large lots, $13.50, small 
$14.50; in 25 Ib. drums, large 
$20.50; small lots, $21. 20; in 
drums, large lots, $8.75 a keg, 
lots, $9.25; in 100 lb. drums, 
Foregoing prices are for not less 


PITTSBURGH: 


in 100 Ib. 


lots 
than 


large 
in 10 Ib. 


lots, 
lots, 


50 Ib. 
small 
$12.50. 


than 





Less than crate lots: 1 Ib. 


crate lots. 
each; 5 lb. drums, $1.30; 


jars, 33%c. 
10 lb. drums, $2.35; 

Insecticides.—Powdered white hel- 
lebore, in % Ib. containers, 48c. per 
lb. net; % lb. containers, 35c. per Ib.; 
1 lb. containers, 27c. Bug death, in 
1 Ib. containers, $1.44 per doz. net; 
in 3 lb. containers, $3.75; in 5 lb. con- 
tainers, $5.62; in 12% lb. containers, 


$13.50; in 100 lb. containers, $7.50 
each. Black Flag, liquid, half pints, 
35e. each; pints, 60c.; in powdered 
form, gun, 10c., small, 15¢c., medium, 
10c. In-A-Minute, small, $3 per doz. 
net. 

NAILS. 


from store, $3.15 per 
in car lots, $2.40 
Pittsburgh; *in 
$2.65. Cement 
ear lots, $2.75 per 
keg base, f.o.b. Pittsburgh; in less 
than car lots, $3. Cut nails, from 
store, $4.25 per keg base; galvanized 
cut nails, from stock, 8d, and smaller, 


Nails.—Wire, 
keg base; from mill, 
per keg base, f.o.b. 
less than car _ lots, 
coated nails, in 


$6.25 per 100 lb. base; larger sizes, 
$6.85. Mill shipments, 8d, and smaller, 
$5.75 base; larger sizes, $6.85. Hard- 
ened steel floor, direct shipments, 
$7.60 f.o.b. Wareham, Mass.; from 
store, $8.10. Western cut nails, direct 





(Pittsburgh office of HARDWARE 


25 lb. drums, $5.30.- 


AGE) 


shipments in less than car lots, $3.50. 
Tremont cut nails, direct shipments, 
$3.95 per keg, f.o.b. Wareham. 


| STEPLADDERS. 


Stepladders.—3 ft., $1.60 each net; 


4 ge» $2.14; 5 ft., $2.67; 6 ft., $3.20; 
7 $3.73; 8 ft., $4.27; 10 ft., $5.34. 
iisgaiaeh. —No. 211, 3 ft.. 90c. each 
net; 4 ft., $1.20; 5 ft., $1.50; oe 
$1.80; 7 ft., $2.10; 8 ft., $2.4 0. 
_ VISES. 
Vises.—Columbia, No. 43, $2 each 
net; No. 434%, $3; No. 44, $5; No. 913, 


with 3-in. clamp, $1.50. Yankee, drill, 


No. 1991, $2.75; No. 1992, $4.15; No. 
1993, $6.75; No. 1994, $15.65; No. 990, 
$2.20; No. 991, $1.90; No. 992, $2.50; No. 
993, $4.65. 

Vises.—Machinists, No. 72, $11.25 
each net; No. 91, $7.50; No. 92, $8.44; 
No. 93, $9.5 57. Oval Slide, No. 361, 
$1.95; No. 362, $2.40; No. 363, $2.75; 
No. 364, $3.75. Mohawk, clamp, No. 
1700, 21%4 in., $4. Pipe, No. 115, $38.67; 
No. 116, $5. 


iW INDOW WEIGHTS. 


PITTSBURGH, March 18.—The hardware trade in this district con- | 


tinues disappointing. Jobbers and retailers alike report restricted 
buying and business during the first three months of the year will 
fall considerably behind the corresponding period of 1929. 
tract shipments to retailers of spring items such as fertilizer, garden 


Con- 


and lawn tools, house cleaning supplies and fencing, are being made | 


somewhat earlier than usual, but the volume is not up to norma! in 


many Cases. 


Among new prices announced this week are quotations on insec- 


ticides, which show some change from the previous year. Makers of | 
stove boards have reaffirmed last year’s prices. 


Of considerable in- 


terest to the trade is the adoption by malleable iron fitting makers | 


of new standard price lists which call for the selling of individual 
items per each, rather than by the pound as has been the case in the 
Jobbers are generally in accord with this new policy. 

The decline in steel mill operations, which has been noticed in 
this district for two or three weeks, seems to be temporarily checked, 


past. 


although demand for some items, notably flat rolled products, has 


failed to show any improvement. 
running at a good rate, and tin plate operations are improving with 
the approach of the canning season. 
shading on current business, although nearly all steel makers are 
taking a firmer stand on second quarter quotations. 
such a market, many steel buyers are being covered for at least one 


Rail and structural mills are 


month of the new quarter at old prices. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 


RETAILERS, F.O.B. PITTSBURGH. 
AUTOMOBILE TIRES AND TUBES. 


Mansfield tires, 4-ply balloon type, 
29 x 4.40, $6.50; tubes, $1.31; 30 x 4.50, 
$7.25; tubes, $1.39; 99 x 4.7 75, $8.39: 
tubes, $1.46; 29 x 5.00, $8.66; tubes, 
$1.50; 30 x 5.00, $8.94; tubes, $1.54; 
31 x 5.00, $9.33; tubes, $1.58; 32 x 5.00, 
$10.32; tubes, $1.65 28 x 5.25, $9.73; 
tubes, $1.58; 30 x 5.25, $10.43; tubes 
$1.73, 31 x 5.25, $10.75; tubes, $1.76 
29 x 5.50, $11.10; tubes, $1.95. 

Same, 6-ply, 30 x 5.50, $14.06; tubes, 
$2.03; 30 x 6.00, $14.14; tubes, $1.95; 
31 x 6.00, $14.57; tubes, $1.99; 32 x 
6.00, $14.84: tubes, $2.06; 32 x 6.00, 
$15.36; tubes, $2.18. 

AWNING HARDWARE. 
Eye Ends.—No. 3, $3.50 per 100; No. 


4, $4.50 per 100. 


Prices are still subject to 


As is usual in 


Window Weights.—Standard makes, 


2%ec. per Ib. lo- 


cal shipment, 


net. From foundry, 
$38 per ton net. 


Trade Is Sieiaelitk Disappointing 
$ Some Price Changes Are Effective 


935, 64%4c. each; 
720, 13c.; No. 705, 
: No. 791, ide. 

$1.67; No. 1661, 


Flashlight.—No. 
No. 950, 64%4c.; No. 
1914c.; No. “750, 13 loc. 

Hot Shot.—No. 1461, 
$2.37. 


| BOLTS, NUFS AND RIVETS. 


Bolts.—All styles except stove and 
tire bolts per 100 pieces, 60 per cent 
off list; stove bolts, 75 and 10 per cent 
off list; tire bolts, 60 and 10 per cent 
off list. 

Nuts.—All 
list. 

Rivets.—L arger, $3.50 base per 100 
pieces; small wagon and tinners’ riv- 
ets, 60 per cent off list. 


styles, 50 per cent off 


ELECTRIC CLOCKS. 





This line is moving fairly well. A 
popular size retails at $7.95, with a 
discount to dealers of 33% per cent. 

FARM, GARDEN AND LAW 
GOODS. 

Garden Hose.—250 to 500 ft. coils, 
1% in., 7¥6c. to 9c. per ft.; % i . 
to 10%c. ; % in., 9c. to 12'%4c.; i 
lengths coupled, %c. per ft. higher: 
nozzles, Gem, $5.50 per doz.; Dia- 
mond, $4.50 per doz.; Nelson Spray, $4 


per doz.; Giant, $3.25 per doz.; reels, 
$1 to $4 each; Perfect hose couplings, 
$2 per doz.; Sherman hose couplings, 
$1.40 per doz.; Perfect hose menders, 
80c. per doz.; hose nipples, $2.40 per 
doz.; hose adapters, $2.25 per doz. 

Shears. — Doo-Klip  grass_ shears, 
$10.80 per doz.; Doo-Klip long handled 
grass shears, $18 per doz. 

Pruners.—Doo-lip pruners, 
per doz. 

Sprinklers.—Crown lawn sprink'ers, 
$7 per doz.; Crescent lawn sprinklers, 
$6.50 per doz. 

Sprinkling Cans. — s alvanized 
sprinkling cans, 4-q $5.75; 6-qt., 


$10.80 


$6.50; 8-q., $7.50; io: at., $8.40. All 
prices per doz. 
F pe Clamps.—No. 3, $6 per 100; No. FERTILIZER 

, $7 per 100. a . 

Hinges.—No. 2, $3.25 per 100. | Old gardener, assortment No. 1, 
| | $98.16: assortment No. 2, $59.95; as- 
| BATTERIES. | sortment No. 3, $28.73. 
| Broken Unit | Koppers Velvet Lawn  ferti‘izer, 

Packages Packages 33% per cent off retailers’ selling fig- 
_ Cag? |" Se tere gee $2.22 2.06 ures. 
Re. 486 eessebeuwees Ee oor Loma fertilizer, per case of 24 1-Ib. 
Se ries 2.06 1.92 eans, $3.60; per case of 12 5-lb. cans, 
ee ere 2.80 $5.04; per case of 10 10-Ib. bags, $7. 
LS. SPR SA 1.32 1.14 
ae 7 es 42 .39 FLASHLIGHT CASES. 
No. 763 ........+..+. 1.05 97 Winchester Flashlight Cases.—No. 
No. 766 .......-+..-. 1.40 1.30 | 6414, 62c.; No. 6514, 68c.; No. 6824, 
pag | A le te 1.40 1.30 | $1.43; No. 6921, $2.40; No. 6924, $2.08: 
SS Seo 1.92 all each 
PEE! Havsnanab amen 1.93 1.79 : : : 

2 Winchester Assortment.—No. 1614, 
No. 6 dry cells, ignit! on type, unit $2.94 per assortment: No. 6214, $5.04 


| 
| 


packages, 36c. eac 
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per assortment. 
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A Product of 29 Years .. . 


of FENCE-MAKING EXPERIENCE 


HE most modern chain-link 
fence manufacturing equipment 


installed in the most modern of 


mills...a few weeks of careful 
adjustment . . . then roll after roll of 
perfect chain-link fence. 


Easy? Yes! But made possible only 
by our years of experience in every 
detail of wire manufacture, from ore 
to finished wire for every purpose. 
For 29 years the Pittsburgh Steel 
Company has been making steel wire 
fence. For 29 years ...a business 
generation... we have been gathering 
the experience that goes into the mak- 


ing of Pittsburgh Chain-Link Fence. 
Made of copper-bearing basic open- 
hearth steel wire and woven into a 
substantial fabric, it is as fine a fenceas 
modern industrial methods can make; 
the toughest kind of a barrier, certain 
to resist the ravages of-time and use. 
Pittsburgh Chain-Link Fence is of 
interest to you both as a merchant 
and as a citizen in your community. 
Write for further information. 


{ Pittsburgh Steel Co.) 
Union Trust Bldg. \ Pittsburgh, Pa. 


New York Detroit Chicago Memphis 
Dallas San Francisco 

















Piltsburgh Fence 


CHAIN-LINK TYPE 





3006 
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HOUSE CLEANING SUPPLIES. 


Water Softeners.—Desolvo, 12 oz. 


pkg., $2 doz.; 1 lb. pkg., $3 per doz. 

Mops.—O’Cedar, 33% per cent off 
list; cotton, best grade, No. 12, $4.50 
per doz.; No. 20, $6; No. 30, $10; No. 
36, $13.50. Second grade, No. 12, 
$2.75; No. 20, $4.50; No. 30, $6.75; No. 
36, $8.40; 


No. 10 Betty Bright self- 
wringing mop. $8 per doz.; No. 20 
Betty Bright mop cloth, $4 per ee 

Chamois Skins.—12 x 14 in., $3.5 
per doz.; 13 x 17 in., $6; 14 x 18 “+ 
$7.50; 15 x 20 in., $9.20. 

Waxes.—Johnson paste was, 1-lb. 
cans, 85c.; 2-lb. cans. $1.70; 4-Ib. 
cans, $3; 8-lb. cans, $6; Old English, 
1-lb. cans, 85c.; 2-lb. cans, $1.70: 
4-lb. cans, $3; liquid was, Johnson 
pints, 75c.; quarts, $1.40; Old English 
pints, 75c.; quarts, $1.40. Dealers’ 
discount, 334% per cent. 

Sponges.—According to size and 
quality, $2 to $9 per doz. Assortment 
of 22 sponges with wire rack, $6 per 
assortment. 

Wall Cleaners.—Smoky City and 
Cleveland, 85c. per doz. cans; Climax, 
$1 per doz. cans; Perfection paint 
cleaner, $3.25 per doz. 

Step Ladders.—Standard full rodded 


ladders, 28c. per ft.; extra, 40c. per 
ft. 

Floor Polishers.—Universal electric, 
$20.65 each, net: hand, $3.75 each; 
Old English, $2.60 each. 

Carpet Beaters. — Justrite, $1.10 
doz.; No. 4, $1.20. 

INSECTICIDES. 
Paris Green.—1-lb. paper 38c. each; 


kegs $27.50. 


Bordeaux Mixture.—-1-lb. paper 26c. 
each: 100 Ib. keg, 

Arsenate of Lead.—1-Ib. paper 24c. 
each; 100 Ib. keg, $15. 


MISCELLANEOUS TOOLS. 
Circular Saws.—6 in., $2.25 
8 in., $3.00; 10 in., $4.00. 
Cross Cut Saws.—Simonds Crescent 
Ground. Nos. 13, 22, 113, 324 and 
325, 5 ft., $5.40; 5% ft., $6: 6 ft., $7. 
Electric Drills. 141, $24 each; 


each; 


No. 


TWIN CITIES: 


(Minneapolis office of HARDWARE AGE) 
MINNEAPOLIS, MINN., March 18.—Every day now brings us nearer 
to the time when activities in many lines will be started for spring. 
Construction work in several lines has already been commenced, 
and building in general will be under way in the next few weeks. 
present there is quite a bit of the attitude of marking time, awaiting 
the beginning of spring work. Side roads over much of the territory 
tributary to the Twin Cities are impassable, which retards trade in 


the smaller centers at least. 


The change in butter fat prices to the producers has had a deter- 
rent effect, where dairying is the mainstay of the farmers. 
the decrease does not seem very great to people who live in the cities, 
the change has a real effect on the producers, part of which is, of 


No. 142, $32; No. 122, $48; No. 562, 
$35.20; No. 382, $41.60. 

Files. —Disston, 50 and 10 per cent 
off list. Nicholson and Black Dia- 
mond, 50 per cent off list. Simonds, 


50 per cent off list. 


Garage Vises.—No. 43, $2 each; No. 
4314, $8; No. 14, $5. 
ORNAMENTAL FENCE. 
Ornamental Fence.—Style LX, 36 
in., _ 40 per 100 ft.; 42 in., $7.20 per 
100 f 
Styie F, 36 in., $8.80 per 100 ft.; 42 


in., $9. 60 per 100° fr. 

Single Walk Gate.—36 in. x 3 ft., 
$2.50; 42 in. x 3 ft., $2.60; 48 in. x 3 
ft., $2.70; all prices each. 


PAINTING SUPPLIES. 
Ready mixed paints, 
$2.60 per gallon; lower grades, $2 
(white and dark greens, 15c. per gal. 
higher); white lead, 14%c. per Ib. in 
100-lb. lots; 10 per cent less in lots of 
500 lb. or more and extra 4 per cent 
less on lots of a ton or more; turpen- 
tine, 70c. per gal. in barrel lots, raw 
linseed oil, 15-3/5c. in barrel 
lots. 


| 
| POULTRY SUPPLIES. 

Seg ag Or 121 each; No. 2, 
$24.50; No. 3, $22.55; No. 4, $38. 50; No. 
é bp. "No. 17E, $21; all prices 


Brooders.—No. 117, $10.33 each; No. 
118, $12.95; No. 119, $15.75; No. 80, 
$12.25; No. 81, $12.95; No. 101, $18.55; 
No. 102, $22.50; all prices net. 
Fountains, etc.—Fountains, 25c. to 
$1 each; feeding troughs, 20c. to 85c. 
each; mash hoppers, $1.30 to $2.10 


each. : 
Cel-O-Glass and Lin-Lite.—In 100- 
ft. rolls, 10%c. per sq. ft. to the 
trade. 


ROLLER SKATES. 


best grades, 


per Ib., 





No. 2, 





Union Hardware Co. line, 
70c. per pr.; No. 3, 75c. per pr.; No. 
10, $1.05 per pr.; Nos. 4 and 5, $1.40 
per pr.; No. 6, $1.55 per pr. 

Winslow line, No. 38%, $1.40 per 





course, mental, and tends toward caution in buying. 


Prospects for the spring and summer are still regarded in most 
of the territory in a very favorable attitude on the part of nearly all 


lines of activities. 


Prices are fairly firm, there being only a few minor changes. Milk 


cans are slightly cheaper and solder shows a small decline. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 


RETAILERS, F.O.B. MINNEAPOLIS AND ST. PAUL. 


AXES. 

Single bit, base weight, unhandled 
axes, $15 to $16.50; double bit, $20.00 
to $21.50; single bit, handled, $19.25: 
double bit, handled, $24.25 doz., net. 


BOLTS. 


Carriage and machine bolts, 60 per 


| 
| cent; 
t 


stove bolts, 75 per cent, and 
lag screws, 60 per cent from stand- 
ard lists. 


At 


While 














| 


pr.; No. 38, $1.55 per pr.; No. 38, rub- 
ber tire, $2. 50 per pr. 
Winchester line, mo. 3831, $1.35 per 
pr., No. 3832, $1. 30 per pr. 
oe: line, No. 103, child’s skate, 
. per pr. 


SCREEN WIRE CLOTH. 

Black wire cloth, No. 12 mesh, 
$1.55 per 100 sq. ft. Galvanized, 12 
mesh, $1.65. Bronze cloth, 14 mesh, 
$5.50 per 100 sq. ft. 


WIRE PRODUCTS. 


Fence Wire 


per 100 Ib. Annealed Galvanized 


No. 6 to 9 gage....... $2.85 $3.30 
SS ea er 2.90 3.35 
Dt EE 5 644 sieve Sheba 2.95 3.40 
PE BE Suiscgicdsae uso 3.00 8.50 
Se, A eas Sree 3.10 3.65 
NS Ses ee 3.85 
a) ee erg ere ae 3.40 4.15 
ME, wesc acre Sang 3.60 4.35 
Barbed wire (per 80-rod spool): 
BOUL MAES ooo os 69.252 Feels 5 $2.70 
Dea TOE sos 0 5 kon slg s0 * bo 8058 2.88 
OTST Se er Ere. er 3.12 
Sp OGINE CRNNIO ob <dacccas0d 64> 150% 2.88 
2-point cattle (special).......... 2.07 
Field Woven Wire Fence (per 100 
rods): 
IE Sen Cay Serene ARC $39.80 
SES RS re er brie tee 55. 
kL ae ae mg ee 
oS ee ere er 
DA ree ere 
ee, a Oe Oe Be See Ty 





No. 14% gage: 
Poultry and rabbit small mesh: 


1 SRS | | SS Res ot Sein Aner $38.25 
RS ED fae sons vases arecneenn ee 47.00 
i Se a kc sb awe oak oes Dee 54.25 
a. 2672 Se Eee Eee 63.00 


Posts: 
Galvanized Painted 

Tubular Angle Steel 

APES. cokes tees aeee 60c. each 


f 
NE 1 Spaeneneee ae e 55c. each 38c. each 
Re a= 65c. each 40c. each 
Wee AES) 6.06 naoie beer eie eee es 45c. each 
Bright nails, base, per keg, $2.55 
to $2.60. 


Prospects Are Considered Very Good 
Prices Are Fairly Firm and Unchanged 


BRADS. 


Wire brads, in 25-lb. 
cent from lists. 


BUILDING PAPER. 
Red rosin sized building paper, 
$2.52, and tarred felt, $2.80 cwt.,-net. 


CHAIN. 

Log chain, coppered, 
5/16 x 14, $2.11; % x 
colored, 4 x ia $1. 40; 
3% X 14, $2.54 each; proof coil chain, 
¥% in., $8.78; 3% in., $16.04; % in., 
$26.13; 5 in. , $41. 82 per 100 ft. 


EAVES rROUGH, CONDUCTOR 
PIPE AND ELBOWS. 
Eaves trough, 28-ga., 
joint, 5-in., in crates, $5.25; 6-in., 
$6.40; conductor pipe, 3-in., in’ crates, 
not nested, $5.10; 4-in., $7.15 per 100 
lin. ft.; elbows, 3-in., $1.73; 4-in., 
$2.88 doz. net. 
FILES. 
First quality files, 50 per cent, and 


"aia brands, 60-10 per cent from 
is 


GALVANIZED WARE. 

Standard galvanized pails, 10-qt., 
$2.70; 12-qt., $2.85; 14-qt., $3.10; stock 
pails, 16-qt., $4.70; 18- = $5.50; 
standard tubs, No. 1, $7. 15: No. 2. 
$8.00; No. 3, $9.85; heavy, No. 1, 
9 205 No. 2, $14.40; No. 3, $15.60 doz. 
net 


GLASS AND PUTTY. 

Single and double strength A grade 
glass Minnesota prices, 83 per cent 
from lists; strictly pure putty, in 50- 
Ib. steel drums, $5.35 cwt., net. 


box, at 75 per 


% x 14, $1.56; 
14, $2.89; self 
5/16 x 14, $1.88; 


3-in., slip 


Reading matter continued on page 70 
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AMERICAN SCREW PACKAGE 
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To Hardware Stores 
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MERICAN SCREWS lead again—this 
time it is in making their products easier 
to sell and with a better, quicker profit 

to the hardware dealer. 


Our new packaging policy has done the trick—sixty 
little boxes (6 of each of the 10 popular sizes) make 
up acarton. Each box sells for 5 cents and includes 
enough screws for the average household job. 


These handy boxes do away with counting, wrapping and 
weighing small purchases. Put a carton on your counter 
—your customers will pick out the size and quantity 
—all you do is take in the money at a nickel a box. 


Ask your jobber or write us asking for a trial carton. 


Uy) 
GW AMERICAN SCREW COMPANY 
UM) PROVIDENCE, R. I., U. S. A. 


Western Depot: 225 West Randolph Street, Chicago, Ill. 


“PUT IT TOGETHER WITH SCREWS” 


Y 
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GRASS SHEARS. 
ais ‘Doo- Klip’ grass shears, $10.80 
doz.; “‘Doo-Klip” long handled grass 
shears, $18.00 doz. net. 
LAWN GOODS. 
Nelson’s Perfect Clinching hose 


couplings, $2.25 per doz.; Perfect 
Clinching hose menders, 90c.; per doz. 
LAWN HOSE. 

Competition, %-in., 3-ply, 5%4c.; 
Good Luck, %-in., 6-ply, 9c.; Bull 
Dog, %-in., 7-ply, 12%c.; Manhat- 
tan Whipcord Molded, %-in., in 500- 


black, 7c.; red, 74 lc. ft.; 
50-ft. lengths, black. 
red, $7.80 per 100-ft., 


ft. bales, 
eoupled in 
5g-in., $7.30; 
net. 


LAWN MOWERS. 


Philadelphia, Style A, 15-in., $18.00; 
17-in., $20.25; 19-in., $22.50; 21-in., 


$25.00 each, net. 


MILK CANS. 


Railroad, wide neck, 8-gal., $2.50; 
10-gal., $2.70 each, net. 
NAILS. 
Standard wire nails and cement 
coated wire nails, $2.90 per 100-lb. 
keg base. 


POULTRY NETTING. 


Hexagon, 6314 per cent from lists. 


PRUNERS. 
*“‘Doo-Klip”’ 
net. 
REGISTERS. 
Cast iron or wrought steel regis- 
ters, 40-10 per cent from lists. 


ROPE. 

Best grade manila rope,, 23c. lb.; 
second grade, 19c. Ib.; best grade sisal 
rope, 174%4c. lb.; second grade, 16%c. 
Ib. 


pruners, $10.80 doz., 


SKATES. 
extension, web heel and 


ROLLER 


Union line, 





toe straps, plain steel rolls, 75c. per 
pair. 

Same for boys, with self-contained 
ball bearing wheels, $1.45 pr. Same 
for girls, with self-contained ball 
bearing wheels, $1.45 pr. 

Chicago line, No. 181, $2.65; No. 


183, $2.75; No. 185, $2.7 if - 101, 
$1.35; No. 103 and 105, $1. 
SANDPAPER. 


Best grade sandpaper, No. 1, 98c. 
per box of 75 sheets; second grade, 
No. 1, 78c. per box of 75 sheets; gar- 
net, No. 1, $15.68 per ream, net. 


SASH CORD AND WEIGHTS. 

Sash cord, best grade, 58c. lb. base; 
second grade, 3lc. lb.; third grade, 
25c. Ib. base, net and cast iron sash 
weights, $1. 95 cwt., net. 


SCREWS. 

Wood screws, flat head bright, 50 
per cent; flat head japanned, 35 per 
cent ; round head blued, 40 per cent; 
flat head brass, 37% per cent; round 
head brass, 3216 per cent from lists. 


SCREEN DOORS AND WINDOWS. 


Doors, common, 2-8 x 6-8, $1.05 
each; fancy, $2.60 each; screens, Con- 
tinental, extension, 24-in., $9.75 doz.; 
Wabash, extension, 24-in., $5.35 doz., 
net. 

SOLDER. 


Warranted half and half solder, 
27% 1b., and stcictly half and half 
solder, 28% lb., in 100-lb. boxes, net. 


STEEL SHEETS. 

Galvanized steel sheets, 24-ga. 
(base), $4.65; black steel sheets, 24- 
ga. (base), $3.90. Armco galvanized 
steel sheets, 24-ga. (base), $6.45 cwt., 


net. 
TIN. 
Furnace coke tin, ICL, Fag x 28, 
$14.30 box, and roofin ng x 28, 
8 lb., coating, IC, $14.75 Weg net. 


| TIRES AND TUBES. 








Prices of Farm Products Show 
Signs of Gradual Recovery 


Signs of market recovery appeared here 
and there during the first ten days of 
March, but the combined trend of prices 
was still slightly downward. The weak- 
est features, as for some time past, were 
grain, feeds and cotton. Slackness of 
demand, especially inthe export trade, 
seems largely responsible for the weak 
position. Live stock, dairy and poultry 
products steadied themselves after the 
previous declines. Price gains for on- 
ions and sweet potatoes were features 
of the vegetable market. Since by far 
the greater part of farm holdings of most 
products were out of producers’ hands 
before the worst of the market setback 
took place, the center of interest is shift- 
ing to the acreage of the coming crops, 
which with the weather, of course, will 
largely determine the market outcome. 


Business Failures Decline 
in Week and Year Comparison 


Business failures for the week ended 
March 6 number 481, as compared with 
504 last week, 399 in the like week of 
1929, 457 in 1928, 402 in 1927 and 475 
in 1926. Middle Atlantic States, how- 
ever, besides showing the largest number 
of failures, present an increase from 114 
last week to 187 for this one. All other 
sections show a decrease. 

The insolvency record for the United 


States usually discloses an improvement 
at this period each year, and the present 
returns are in keeping with this trend, 
Dun’s Review reports. 

“Total defaults for six days this week 
number 527, which is a relatively better 
exhibit than appeared last week, when 
failures numbered 526 for five days. The 
previous full week, which ended Feb. 20, 
showed 585 insolvencies. A year ago, 
when the commercial mortality was com- 
paratively moderate, 490 defaults oc- 
curred. Even with this week’s reports 
covering one more business day, decreases 
from last week’s figures are shown in the 
South and the West, particularly in the 
former section. 

“Numbering 53, Canadian failures this 
week are practically identical with last 
week’s total of 54, and are almost un- 
changed from the 51 insolvencies reported 
a year ago.” 





The Spring Buying Number 
Wuite Bear LAKE, Minn.—The 
information I got from your Feb. 
6th edition was worth more to 
me than a whole year’s subscrip- 
tion. I have taken your magazine 
for a number of years and it has 
been a big help to me in my work. 
My scrapbook is full of articles I 
have cut from your magazine. 
Wishing you continued success. 
Yours very truly, 
(Signed) C. W. Jackson. 
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ple to “Watch Your Step,” 
death of 
children. last year. 


they are 


or less wouldn’t matter. 
have. 


Mansfield tires, 30 x 3%, Liberty 
cord, $4.17. Mans —s heavy duty 
oversize, Liberty, 32 x 4 5. 

Mansfield heavy duty, se = «4, 
$10.59. Mansfield double service, 25 
x 4,50, $10.68. Mansfield double ser- 
vice, 32 x 6.50, $21.74. 

Tubes, 30 x 3%, Mansfield, $1.13. 
Tubes, 29 x 4.40, Mansfield, $1.24. 
Tubes, 30 x 3%, Liberty, 90c. Tubes, 
29 x 4.40. Liberty, $1.13. Tubes, 32 x 
6.00, Liberty, $1.99. 


WHEELBARROWS. 


Hardwood stave tray, $34.20 doz.; 
selected hardwood stave oes. 0. 80 
doz.; tubular steel tray, 4% ft. ca- 


pacity, $7.20 each; Gopher crhiae. 
$3.75 each; American garden, $6.25 
each, net. 


WINDOW VENTILATORS. 


Window ventilators, Continental, 
No. 837, $2.80;* No. 1137, $3.45; No. 

5, $4.40; No. 1437, $5.00; DeFlekt- 
air, No. 68, $2.50; No. 87, $3.00; No. 
88, $4.70; No. 117, $4.85; Diamond E 
No. 01B, 3.60; No. 01, $4.40; No. 2, 
$4.80; No. 03, $5.60; No. 1B, $4.40; 
No. 1, $5.20; No. 2, $5.60; No. 3 3, $6. 40: 
No. 3L, $7 "20; No. 4, ‘No. 5, 
$8.40 doz., Pat) Wurld bent, No. 2. 
$1.75; No. $2.00; No. 4, $2.50; No. 
5A, $3.00; - 6A, $4.00; No. 6B, 
$5.50; No. 6C, $5.00 each list, 
dealers’ discount of 33% per cent. 


WIRE. 


Galvanized barbed cattle wire, $2.89 
per 80-rod_ spool; galvanized barbed 
hog wire, $3.09 per 80-rod spool; No. 
9 (base), smooth, galvanized wire, 
$3.50 cwt., and No. 9, smooth, black 
wire, $3.05. 


WIRE CLOTH. 


Black, painted, 12 x 12 mesh, $1.65; 
aluminum finish, 12 x 12 mesh, $1.85 
per 100 sq. ft., net. 


The Safety Valve 


Many a man has cheated his creditors by 


having property in his wife’s name, but no 
one ever escaped accidents by having safety 
that way. 


Don’t forget that 99 per cent of good 


luck begins about seven inches above your 
shoulders. 


Let’s have more recreation and_ less 


wreck-creation. 


Perpetual precautions preserve your per- 


son and property. 


Despite thousands of signs urging peo- 
falls caused the 


about 14,000 men, women and 


When you get into an accident, it’s what 


you did that counts, not what you meant. 


When crossing a street, keep your eyes 
’ ~ ~ 


and ears open and your mouth shut. 


In the accident records all men are 


equal. 


Most persons think of Safety when 
wrapped in bandages. 


No amount of insurance can compen- 


sate for the loss of a life by accident. 


A child and a match makes a danger- 


ous pair—two little heads without a care. 


If you were a centipede, one leg more 
Keep what you 


The wise man counts the cost before 


he takes a chance. 


Truth is stranger than fiction, judging 


by some of the dumb stunts revealed by 
accident reports. 


Some fellows can’t get anything through 


their heads except through a fracture. 
—Kansas City Safety Council, in The Tie. 
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Your customers have 
been reading about, hear- 
ing about, and actually see- 
ing the many purposes 
they can serve with a patch- 
ing-wood. A dozen times a 
day it’s “the handiest thing 
in the house.” SHEFFIELD 
helps you make more sales with 
its lower prices; make more 
money with its bigger discounts. 


1 Ib. can 75 ¢ Sellers 


(% actual size) 


(% 
actual 
size) 








Introductory fe on 
Assortment w re 


Dealers all over 
the country are 
turning this into 
zood profits. Job- 


Largest25¢ tube 25," 


orders. t's a 


ever offered Knockout 


Dealer's Price 
Sheffield’s new giant tube is sell- Complete, Only 


ing like wildfire wherever shown. 
Be sure to get it. $G-°5 
SPECIAL NOTE: Fitting snugly in top of all cans is a handy top-lifter-and- 

spreader ... an exclusive Sheffield feature. 





If It’s a SHEFFIELD Product — It Sells Quicker — You Make More on It — and It Repeats 





Every item in the Sheffield line is accompanied by the most modern 
csorenemnainn age helps. Start TODAY ringing up Sheffield 
profits. Order from your jobber. Write direct to us for catalog. 


THE SHEFFIELD BRONZE POWDER & STENCIL CO. 
5817 Kinsman Road, Sheffield Bldg., Cleveland, Ohio 


, DIE cur ; 
y DECORATIVE | 
STENCILS 





Sheffield PATCHING 7 a sod ~ . BRUSH 
WOOD in Giant : A oe 
Tubes Sheffield BRONZE Sheffield DECORATIVE STENCILS Sheffield Comb. Package Largest Dime’s Value 
POWDERS in All Original Designs GOLD OR ALUM. 
Large Glass Tubes BRONZE PAINT 


Sheffield KLEEN-A- 
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A Cutter That 
Never “Creeps’ 


A passageway in a solid steel head takes 
the cutter, where it is held firmly in posi- 
tion by a large clamping screw. This 
makes an Expansive Bit which is as strong 
and dependable in hard going as a regu- 
lar auger bit. 


The adjustment is made by a worm- 
screw in mesh with threads on the bottom 
of the cutter that form a rack. Precise 
adjustment to size is simple and certain. 
Adjustment screw is accurately calibrated ; 
one complete turn changes the diameter 
of the hole exactly 1/8”; one half turn 
1/16”, and so on. A remarkable time and 
material saver. 


Like all RUSSELL JENNINGS Auger 
Bits, this one has the full name stamped 
on the shank .. . for the benefit of your 


customers. 


The Russell Jennings Mfg. Co. 


Chester, Conn. 
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Galveston Awaits Convention 


(Continued from page 37) 


in the course of the Federal Trade Practice Conference 
initiated by the Southern Hardware Jobbers’ Associa- 
tion, it was disclosed that the investment of 102 of the 
jobbers in the territory totaled approximately $72,000,- 
000, with an approximate turnover of $200,000,000. 
Consideration of these figures emphasizes anew the trade 
importance of the territory whose distributors will be 
concentrated in Galveston during the week of April 6. 

“In addition to individual affiliations with national and 
sectional hardware organizations; not less than forty 
Texas wholesalers have a strong State organization in 
the Texas Hardware Jobbers’ Association, and it is the 
expectation that the annual meeting of that association 
will be held in Galveston concurrently with the Southern 
convention. 

“Northern and Western members may most con- 
veniently travel via Washington, Cincinnati, Chicago, 
or St. Louis. It should be borne in mind that the fare- 
and-one-half certificate plan used in connection with 
our Atlantic City conventions is not available for the 
Southern convention ; instead, round-trip Winter E-xcur- 
sion Tickets at reduced rates may be purchased from all 
points, such tickets bearing final return limit of May 31, 
and permitting stop-overs at all points within the final 
time limit. 

“Members traveling via Cincinnati over the Louis- 
ville & Nashville, and desiring to visit commercial cen- 
ters en route, may on the trip South stop off at Louis- 
ville, Nashville, Birmingham, Montgomery, and New 
Orleans. Returning, the same route may be traversed 
from New Orleans to Cincinnati, or return tickets may 
be exchanged at New Orleans to permit of return either 
via (1) Atlanta and Chattanooga, or (2) Atlanta and 
Knoxville. 

“Similarly, stop-over privileges will be allowed at 
Memphis or other intervening points on the IIlinois 
Central between Chicago and St. Louis and New Or- 
leans, in either direction; at Greensboro, Charlotte, 
Atlanta, or other intervening points on the route of the 
Crescent Limited. By way of New Orleans, three na- 
tionally known trains will serve the convention from the 
North and West, connecting at that point with trains 
of the Southern Pacific Lines. The Pan-American 
leaves Cincinnati daily over the L. & N. at 10.20 a. m., 
arriving New Orleans 9.05 a. m. All-Pullman de luxe 
train, carrying special feature cars affording every travel 
luxury and without extra charge. The Crescent Limited, 
from New York over the Pennsylvania through Wash- 
ington and Atlanta to New Orleans, leaves New York 
daily at 8.40 p. m., arriving New Orleans at 8.30 a. m., 
second morning. All-Pullman de luxe train, with extra 
fare of $5 New York to New Orleans; proportionate 
from other points. The Panama Limited leaves Chicago 
daily over the Illinois Central at 12.30 noon, arriving 
New Orleans the following morning at 9.30 a.m. All- 
Pullman de luxe train, with excess fare of $5, between 
Chicago and New Orleans. The St. Louis connection 


for the Panama Limited leaves at 4.35 p. m., attaching 
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to the Limited at Carbondale, IIl., at 7.12 p.m. Excess | 
fare on the Panama Limited from St. Louis to New | 


Orleans, $3.25. By water via New Orleans, the steam- 


ship ‘Dixie’ of the Southern Pacific Line, sails from | 


New York at 12 noon on Saturday, March 29, arriving 
at New Orleans at 7 a. m. on Friday, April 4. This 
route provides a delightful ocean voyage without stop 
direct to New Orleans, with opportunity for transacting 
business or visiting the numerous points of attraction 
about the city en route to Galveston. The steamship 
‘Momus’ sails from New Orleans for New York on 
Wednesday, April 16, arriving Monday, April 21.” 


Interesting Historical Facts 
About Galveston 


(Continued from page 37) 


there are more than 3,000,000 square feet of covered 
storage space. The Galveston Wharf Company, which is 
one-third owned by the city, has 12,400 linear feet of im- 
proved channel frontage, while other interests have more 
than 2000 feet. Within this area, however, by the slip 
plan, there are 41,932 limear feet of wharves with a 
present depth of 34 feet at the docks. 

According to the official report of the United States 
Engineers for 1928, Galveston’s total commerce was 
valued at $668,447,290. Foreign exports during this 
period totaled 2,435,430 toms and were valued at $343,- 
999,385. The coastwise movement totaled 2,450,853 
tons and was valued at $309,524,299, 

Galveston is the world’s greatest cotton port. The 
storage facilities here for cotton are unequaled, with a 
total space available to handle 1,640,000 bales without 
tiering. During the past season 3,012,649 bales of cot- 
ton were received for export. At this time there are 
a number of huge cotton warehouses under way which 
will materially increase the storage facilities. These 
projects run into the millions of dollars and are repre- 
sentative of the faith that the business men of Galves- 
ton have in this city as one of the premier ports of 
the nation. 

Galveston handles many different commodities, both 
foreign and domestic. Principal among these, in addi- 
tion to the above-named products, are vegetables, foods, 
textiles, non-metallic minerals, cottonseed cake and meal, 
flour, bagging, paper, oil, iron, steel and many other 
commodities. 

With the completion of the Intracoastal Canal, Gal- 
veston will be made even more important as a distrib- 
uting eenter. This waterway will make it possible to 
bring steel from Pittsburgh or send produce locally to 
St. Louis or any other pomt on that great waterway 
system. 

The future of the port is naturally dependent on the 
development of the territory adjacent to it. The South- 
west is an empire within itself, and its resources have 
hardly been touched. Already Texas and Oklahoma are 


providing more than one-half of the country’s export | 


<ottom, and much of the wheat which leaves American 
ports originates in Kansas, Oklahoma, and Texas, These 








Millions 


are being spent to help 
you sell these 





Just Display Them 


to Sell Them | 


UR beautiful color advertising in all the lead- 
ing magazines is selling the health-giving 

qualities of Sunkist Orange Juice to every family 
in the country. As a result, you will find, as thou- 
sands of other dealers have, that a window or 
counter display of these “Sunkist” reamers will 
make them sell themselves. Retail for 40c. The 
profit is excellent. / 

Come in snow-white alabaster, pink and green. 

Higher cone, sharper ridges. Especially shaped 

for both oranges and lemons. Gets all the juice, 

and more easily. Holds a pint! Cleans easily. 

They’re beauties! : 


Ask your jobber; or write your name and ad- 
dress in the coupon below, mail to us, and we will 
send prices and full information. 


~ 











My jobber is 





i CALIFORNIA FRUIT GROWERS EXCHANGE 
; Div. Z., Jr.-03, 900 N. Franklin Street, Chicago, Illinois 
' Without obligation, please send me full information 
; about your Sunkist Hand Reamers. 

; DEL aad PRE OR on TE 
: FG oe ae le AR ERE Seer CE aa ee a APE et ee ee en 
; CHWFicsks Stateniee 
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Sunkist Hand Reamer 


a 

















HARDWARE 


AGE for MARCH 20, 1930 





Our FREE 
“Dealer Helps” 
will help you sell 





The famous PENN- 
SYLVANIA Junior, 
B. B. 





The SUPER Great 
American, 
“(Ball 


B. 
Bearing 


Wheels) 










B. B. One Size 
only, 16-inch. Re- 
tail price, $16.50 
at Philadelphia 

















DENNsyLvAN]A 


LAWN MOWERS 


In writing for these “Dealer Helps,” please 
give your jobber’s name and the names of 


all the PENNSYLVANIA brands you carry. 


PENNSYLVANIA LAWN MOWER WORKS 
1615-35 North 23rd Street Philadelphia, Pa. 








things, together with the fact that the Southwest’s chief 
seaport will prosper in the future in a greater measure 
than in the past. 

The port facilities at Galveston have also given this 
city much prestige as an industrial center. The South- 
west, generally, has just begun to awaken to the need 
for industrial enterprises, and many millions of dollars 
have been invested in various kinds of manufacturing 
plants within the past few years. 

Transactions handled through the Galveston Clearing 
House Association during 1929 reached an aggregate 
of $2,026,417,000, as compared with $1,075,331,000 in 
1925. . 

During the past five years Galveston has made the 
following gains relative to the city’s growth: population, 
30.1 per cent; telephone installations, 28.5 per cent; 
water connections, 31.7 per cent; postal receipts, 25.9 
per cent; school census, 34.1 per cent. 

Galveston enjoys the unusual distinction of being both 
a port and playground, a port ranking high in Ameri-* 
can commerce and a playground second to none in the- 
world. Hundreds of thousands of people from all parts’ 
seek surcease from the torrid summer -temperatures at 
Galveston each summer, while other thousands come to 
escape the rigors of winter. A delightfully cool ‘and 
refreshing breeze from the vast green expanse of the 
Gulf of Mexico alleviates the semi-tropical sun of the 
summer months at Galveston, while tepid waters of the 
Gulf Stream, which lave the shores of the Treasure 
Island, temper the chilling winds of winter. 

Both as a summer and winter resort, Galveston pos- 
sesses unusual advantages. Outdoor sports, such as golf, 
tennis, boating, horseback riding, can be indulged in 
comfortably all the year. Winter residence in Galves- 
ton is especially attractive. Visitors from the North 
are enchanted with the warm winter sun and tropical 
foliage found here. Excellent hotel accommodations, 
amusement devices of all descriptions, and an unrivaled 
natural motor speedway, extending for thirty miles along 
the Gulf beach, combined with every comfort and con- 
venience of a metropolitan city, are some of the things 
which make Galveston so attractive to the pleasure 


seeker. 


How Kornely’s Pop-Corn Demonstration 


Sold Aluminum Ware 
(Continued from page 44) 


outside where the kids swarmed in such. numbers that 
the cops had to shoo some of them away to open the 
sidewalk for traffic. 

Throughout the week over the special aluminum table 
that had been arranged the featured line kept moving 
and the cash register kept ringing out its money music. 
l‘or weeks afterward the favorable effect of the demon- 
stration was noticeable in the sale of aluminum items 
and other merchandise carried in the store. 
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The Chain Store Problem 


New Lonpon, Conn.—During the last three years 
the chain store problem has been uppermost in the minds 
of the old-established hardware stores of our country. 
More recently the mail order houses have placed retail 
stores in many trading centers, and this additional com- 
petition has had its discouraging effect. 

Nearly every city of 30,000 or over has three or four 
chain stores, such as ‘The Woolworth,” “Lincoln,” 
“Metropolitan,” one chain hardware store and one mail 
order emporium. In the writer’s opinion, the thing has 
been overdone (too many stores to the locality). These 
stores are at their peak, and from now on will compete 
with each other in the endeavor to secure additional busi- 
ness. This should result in mergers and reduce the num- 
ber of stores in each city, where such combines occur. 

, For the encouragement of the old hardware men, let 
it be said that the mail order stores do not know the 
entire game of retail merchandising, and thus they are 
making some expensive moves and wasting much money. 

Many customers, as has long been the case, like to 
meet the proprietor, or rather the owner, of the local 
hardware store; they ask his advice and they govern 
their purchases, based largely on his knowledge and ex- 
perience. Now is the time for rival hardware stores in 
a-town to cooperate, to buy carloads of material to- 
gether, to hold weekly meetings, to iron out difficulties 
of long standing and to attract the attention of the buy- 
ing public by standing for the highest things in the com- 
munity in which they reside, and lending their aid and 
advice to every worth-while project. Such action will 
stimulate friendship and at the same time build up trade. 

Every problem should have some romance in it, and 
in this instance we are not disappointed. Recently the 
son of an old-line hardware merchant married the daugh- 
ter of a bitter competitor. This union brought the two 























The new Griffin PER- 
FECTION Screen Door 
Hardware Set No. 1740 






stores in close harmony, and, adopting the best methods ff , d d 

of each concern, they are meeting the chain store and otters im prove e~- 

mail order competition successfully. s ign , su perior quality 
The mail order houses cannot buy the standard grade rs 

of saws, hammers, screw drivers, planes, levels and other a nd efficie ncy atan 

tools. For this reason tey are at a disadvantage, and appealing price . Ask 

must therefore merchandise “seconds” and a cheap grade 

of hardware. Therefore, the local hardware dealer should f or our new fo Id er 

carry “quality goods” and advertise this fact strongly in » , ‘ 

his windows, in the daily papers and at many a “turn which illustrates and 

then en esse is e a — an describes this latest 

old-line hardware store a ristmas time, 1929: 

Hurry, a Carving Set, let’s buy today, GRIFFIN product. "a 


A s Christmas is only five days away. 

Fk ing out the old, ring in the new, 

Don't delay a minute: it’s up to you. 

I!” ashing Machines, great delight will bring, 

Also Sleds, Skates and Wagons with rugged spring, 

Rackets for Tennis and Footballs galore. ° 

I; very item that’s in a dependable store. anufacturing (hmpany 
a a 

thirty years in the hardware business, and the writer is | ERIE, PENNSYLVANIA 


These comments are the result of an experience of 
quite positive, providing we hardware fellows stick to- | MANUFACTURERS & 
gether a short time longer, that the cash register will 
soon work overtime, and increased profits will result. Branch Offices— 
<° ) ms | NEW YORK: 45 Warren St. BOSTON: 76 Batterymarch. 
(Signed) Hersert B. Cary, | CHICAGO: 555 W. Randolph St. SAN FRANCISCO: 703 Market St. 
Secretary-Treasurer, The Eaton Chase Co. | 
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Here is a timely window display of spring goods which was used by Hammacher, Schlemmer & Co., New York City, and offers 
a suggestion that may be put to use by other hardware stores. 


DRAMATIZE and SELL an IDEA 


than it is to sell an article. A sales talk which 
is confined strictly to the merits of the article 

is seldom an urgent incentive for the purchase. If an 
idea is dramatized which requires that article, the pros- 
pect is enabled to visualize it much easier and sales 
resistance is lowered perceptibly. If the idea thus 
depicted requires more than one item sold by the hard- 
ware merchant, so much the better. For this reason 
the window display reproduced in conjunction, with 
this description should prove helpful to merchants who 
are seeking methods for increasing their profits. The 
display was used by Hammacher, Schlemmer & Co., 
Fourth Avenue and Twelfth Street, New York City. 

While the display effectively shows a fairly compre- 
hensive assortment of seasonable spring goods which 
will soon be in active demand, it is not the timely factor 
which we would like to stress. The feature deserving 
special emphasis is the “Screen Making” idea it pro- 
motes. The large placard visible in the central back- 
ground is captioned: “Progressive Steps of Screen 
Making.” The stages or steps of the process are out- 
lined in concise paragraphs on the card, and each para- 
graph is numbered. The balance of the card reads 
as follows: 

1. Lay out and measure stock. Cut mitres. 

2. Measure and drill, or bore for dowels. 

3. Cut, fit and insert dowels, setting in glue. 

4. Match and fit joints, assemble and nail. 


PP cag tin it is much easier to sell an idea 


5. Stretch and tack wire cloth. Fit and nail molding. 

6. Paint frames with waterproof paint. 

Each of the numbered and described stages was 
shown with the actual completed stage of the mate- 
rial at that particular stage, together with the tools 
and supplies needed for that stage. Streamer ribbons 
were used to connect the completed steps with the num- 
bered outline. This made it easy for observers to fol- 
low every stage in the process until the screen was 
shown in its finished state. It appeared easy to make 
screens, as it actually is, and many persons could 
quickly see how comparatively simple the procedure 
is in actuality. As a result, many men resolved to 
make their own screens after viewing the display. 
Otherwise they would have delegated the job to a pro- 
fessional. It must be taken into consideration that the 
average man has some misconstrued ideas about how 
complicated such tasks are. When the procedure is 
dramatized, and they can see how simple the task is, 
they are then receptive to the idea. 

The tools required for screen making, in addition to 
the screen wire, screen hardware, etc., needed involves 
a substantial sale. This is especially true if the cus- 
tomer is the owner of a new home not yet equipped 
with screens. As a consequence, the screen-making busi- 
ness is indeed worthy of cultivation. 

While on the subject of screens, it might be helpful 
to here record the profitable business in this line devel- 

(Continued on page 89) 
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y _L—— Carton of four Eveready 


Raytheon B-H Tubes 


FOR THOSE 
CUSTOMERS WHO USE 
“B” ELIMINATORS... 
A NEW 


EVEREADY 
RAYTHEON B-H 
TUBE 


MEANS BETTER RECEPTION 


MILLIONS of “B” eliminator units are 
especially designed for the original gaseous 
rectifying tube ...the famous B-H. Tell 
those customers who use such units what a 
great difference a new Eveready Raytheon 
B-H Tube will make. 

You can buy Eveready Raytheon B-H 
Tubes in handy cartons of four tubes each. 
Always keep at least one full carton on 
your counter. 

NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 


Branches: Chicago Kansas City 
New York San Francisco 


Unit of Union Carbide CC and Carbon Corporation 


Fanaida\ny 





RAYTHEON 


(Trade-marks) 




















Toledo Steel Horse 
Pullin the Profits/ 


Here’s a money-maker—a folding 
steel saw horse introduced only six 
months ago and now one of the fast- 
est selling specialties handled by hard- 
ware, mill supply and construction 
equipment dealers. 


Folds compactly, easily erected, fits 
standard sized lumber, absolutely rigid, 
supports enormous loading, available 
in 8 heights 18 to 60 inches. The 
moderate cost is quickly absorbed by 
the frequent saving of time and mate- 
rial. 


Sells to contractors, road builders, 
city and county departments, public 
utilities, manufacturing plants. Has a 
hundred different uses. 


Widely advertised—the demand is 
growing, the dealer discount is gener- 
ous. Write for details. 


ip: nets! Steel CG. 
Save with Steel 


Manufacturers of the Toledo Torches— 
the best highway safety light. 
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STANDARD 


For Over 70 Years 


TILLEY 


LADDERS 








Step Ladders 
Straight Ladders 
Orchard Ladders 
Extension Ladders 
Ladders for Window 
Cleaners s 
Trestles 
Extension Trestles 
Extension Planks 
Toothpick Stages 
Swing Stage 
Platforms 
Scaffolding 
Interior Scaffolding 
Adjustable Jacks, 
etc. 


TILLEY 
SPRING LOCK 


Extension Ladders 


for Painters, Tin- 
smiths, Carpenters, 
Masons, Mills, 
Fire Purposes, Fruit 
Picking, Farming, 
and General Use. 


Side rails of thor- 
oughly air dried, se- 
lected material. Rungs 
are selected Ash and 
Hickory with minimum 
diameter of 1 3/16 
inches. All equipped 
with rope hoist and two 
Tilley Improved Auto- 
matic Spring Locks of 
soft malleable and cold 
rol’'ed steel, securely 
bolted to the side rails. 














SAFE STURDY RELIABLE 


(Write for illustrated catalogue and prices) 


The John S. Tilley Ladder Co. 


Watervliet, New York 











Business Reaction Not Yet Completed 


N Jan. 16, 1930, Alvan T. Simonds, president of 
the Simonds Saw & Steel Co., Fitchburg, Mass., 
received through the mail a clipping from a news- 
paper of Jan. 16, 1929, which quoted him as predicting 
a slump in business late in 1929 because of high money 


rate. 
In commenting on the forecast in the March issue of 


| Looking Ahead, Mr. Simonds says that he had merely 
| stated what.would happen if the correlation between 


money rates reversed and industrial production continued 
during 1929 and 1930. 

“It must be remembered,’ Mr. Simonds declares, “that 
these forecasts are for major movements. A study of 
the chart will show that the length of each movement 
has also been approximately forecast in each case. The 
forecast for 1929 and 1930 was for a declining move- 
ment in the volume of industrial production beginning 
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HE Heavy Solid Line Is the Volume of Industrial Produc- 

tion, with 100 Representing the Daily Average Output Dur- 

ing 1923, 1924 and 1925. The chart shows only major move- 

ments. The dotted line shows commercial paper rates at New 

York. The light solid line represents wholesale commodity 
prices. 


some time in the first half of 1929 and extending to the 
middle or the end of 1930. On the chart this declining 
movement is shown by the heavy solid line down from 
May, 1929, toward the middle of 1930. 

“At this writing (Feb. 15) the regular spring rise has 
begun and will probably continue for six weeks or longer. 


| It is uncertain how high this peak will go but it is prac- 


tically certain that it will not go so high as the peak in 
1929. Many comments reach us at such a time as this 
pointing out that the forecast is incorrect because busi- 
ness is improving instead of declining. Very many came 


| to us in 1924, the peak in the spring of that year being 
almost as high as the peak in 1923. Again in 1927, there 


was a decided rise in the spring. Yet in both these cases 
the forecast of declining trend was correct and bottoms 
were reached in the middle of 1924 and at the end of 
1927. When the spring rise in a major declining move- 
ment is in evidence, such comments as the following from 


| a leading daily, Feb. 14, 1930, appear in the financial 


columns: ‘The impression is growing that the worst 
of the business recession is over. The debatable ques- 


| tion at the moment is how rapid the recovery will be.’ 


“This is not incorrect but it misleads many into the 
belief that from now on business is to move upward in 


| a major movement, that is, that the bottom of the de- 


(Continued on page 94) 
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A BOXFUL of ~—| 
LASTING SATISFACTION | 


Along the line of distribution—in | 
the builders’ hardware dealer's stock- 
room—in the hands of the carpenter 
who installs the check—the honest 
unassuming Rixson box with 
‘Junior’ on the label is gladly rec- 
ognized. 

As a matter of fact it is the owner 
of the building who should be 
pleased. But, the chances are, he 
will never see the Rixson Junior 
Double Acting Floor Check. Once 
installed on the light interior doors 
in his building he will probably feel ‘ 

a gratified surprise at the quiet easy | TURNER g GASOLINE 
action of the doors. He will be an- | 

































noyed thereafter with other doors 
that “‘flip-flap” to rest. He will, after 
years of use, realize how much quiet 
and reliable service his checks have 
given him. That's satisfaction. 






Industry Needs This 
Improved Blotoreh 


Send for your Discounts 

The No. 35 Turner Blotorch, illustrated 
above, is ready for use in one-fifth of the 
time required to generate an ordinary blow 
torch. Wind, cold, or even rain has no effect 
on its punctual performance. The working 
blast may be turned off as long and as fre- 
quently as is desired. 
The Turner No. 35 employs a patented in- 
ternal carburetor and genera- 
tor. There is never any 
smoke or yellow flame. The 
generator delivers an intense- 
ly hot blue flame to the un- 
dervein. It acts as a pilot 
light keeping’ the torch con- 
stantly generated. 
In March, more particularly than 
ever, the Turner No. 35 is a time 


and money saver. This new and im- 
proved Blotorch is the result of 


SAUOM SSV ag PELE TPS 





And that’s why the dealer and 
the clerk and the carpenter were 








4 f 7 ai No. 30 Turner « Years of study given to blow torches 
pleased in the first place. 1 hey ‘ Blotorch by a manufacturer who has had 
: : : : z= Although popularly over a half of a century experience 
— the oe ae ok to be Satis- priced,” the No. 3 - making and developing liquid 

ory, anc ¢ , > H urner jotore' 8 fuel devices. 
actory, anc there is a Ways a quiet way in advance of Pie Forse No. 35 is fearlessly 


— oS | guaranteed. Send the attached cou- 
patented and special PO” for information and discounts. 
features make this List price $14.50, subject to dis- 
device not only a use- count. 
ful but an extremely 

safe tool. it is fear- 

lessly guaranteed. 

Write for discounts. 

List price $7.95, sub- 

ject to discount. 


pleasure in being part of a good job. 






r Write for details about the Rixon Junior Floor Check, 
or see our catalog in Sweet’s 


THE OSCAR C, RIXSON COMPANY 
4450 Carroll Avenue Chicago, Il. 


New York Office: 101 Park Ave., N. Y. C. 
Philadelphia Atlanta) New Orleans Los Angeles Winnipeg 
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THE TURWER BRASS WORKS 


Z_\ Is 
SU ye eee 


Builders’ Hardware 


Overhead Door Checks Casement Operators & Hinges | Pr. 

Floor Checks, Single Acting Concealed Transom Operators y 

Floor Checks, Double Acting Adjustable Ball Hinges 

Olive Knuckle Hinges Butts, Pivots and Bolts q 
Friction Hinges Door Stays and Holders 


SYCAMORE } 
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These 
ArOO 


Ops 
Defend Trade 


% 
SALLEE HANDLES 





ACH day great armies of workmen go 

into machine shops, mines, dredge 
channels and highway camps to toil for 
livelihood. Here wages are drawn from 
earnings of trade. High wages come from 
industries operating at low production cost 
—low wages seep from trades which drain 
pay rolls to cover charges of replenished 
working needs, settle claims of employees 
injured by broken tools and to clear in- 
debtedness of time lost through the employ- 
ment of substitute men and equipment. 


Sallee handles defend trades 
—give workmen an _ oppor- 
tunity to realize true worth of 
their labor—all this because 
Sallee Handles are made from 
rich second growth hickory 
by craftsmen who understand 
the art of designing a handle 
for a job. 


Write for price lists and grading sheets. 


SALLEE BROS. 
POCAHONTAS, ARK. 


“Years’ Experience in handle making—from 
tread mill to modern plant production.” 


=’ 






















Hot of the Nail Ke 


Little yarns that others have laughed over 
culled from various sources. As a contem- 
porary puts it: “Some of them have been Gi 

copied, the rest will be.” 








Motor Cop: “I’ve chased you over a mile to tell you 
you're going sixty.” 
Tourist: “Gee! Bad news travels fast, doesn’t it?” 





Madge: “How are you getting along with your auto- 
mobile lessons ?” 

May: “Wonderfully! 
the thing.” 


Today I learned how to aim 





“Women, in my opinion, are different now from what 


they used to be.” “How's that?’ “There’s my 


' daughter, for instance. She’s taking up the law, whereas 


her mother always lays it down.” 





Cop: “What choo crying about, guy ?” 

Beggar: “Baw! I just found a good recipe for 
home brew and I ain’t got no home.” 

Jackie’s aunt from the country was visiting them, and 
the little fellow wanted to stay up later than his usual 
bedtime. His aunt, who tipped the scale at about 200 
pounds, said: “Why, Jackie, think of me—I am ever so 
much older than you, and I go to bed with the chickens.” 

The youngster looked at her size and remarked : “Well, 
I don’t see how you ever get up on the roost.” 





First Man: “I see you advertised for a man to retail 
canaries.” 

Owner: “Yes, are you a salesman?” 

First Man: “Oh, no, I just had a curiosity to find out 
how the little birds lost their tails in-the first place.” 





She was still rather new at driving a car and a little 
bit confused in traffic. Down Broadway she forgot to 
stop soon enough at the signal and shot out into the 
middle of the street. 

Pompously the traffic officer bore down upon her. 

“Didn’t you see me hold up my hand?” he shouted 
fiercely. 

The culprit gasped a breathless “Yes.” 

“Didn’t you know that when I held up my hand it 
meant ‘Stop’?” 

“No, sir; I’m just a school teacher,” she said in a 
timid, mouse-like voice, “and when you raised your hand 
like that I thought you wanted to ask a question.” 





Today’s profits are yesterday’s good will, ripened. 





Mr. C. B. Moody, the dairyman, announces that he 
is now in position to supply his patrons with all the milk 
they want and that he can handle several more new cus- 
tomers since he has just installed city water, and that the 
milk is purer than when he had to use branch water. 
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“Now, Miss Blogg,” boomed Jasper M. Whurtle, pres- 
ident of the Whurtle Whirlwind Laundry Co., to his 
new stenographer, “I want you to understand that when 
I dictate a letter I want it written as dictated, and not the 
way you think it should be. Understand?” 

“Yes, sir,” said Miss Blogg meekly. 

“I fired three stenogs for revising my letters, see?” 

“Yes, sir,” 

“All right—take a letter.” 

The next morning Mr. O. J. Squizz, of the Squizz 
Flexible Soap Company, received the following : 

“Mr. O. K. or A. or J. something, look it up Squizz. 

“President of the Squizz what a name Flexible Soap 
Co., the gyps. 

“Detroit, that’s in Michigan, isn’t it? 

“Dear Mr. Squizz, hmmm: 

“You're a h—— of a business man. No, start over. 
He’s a crook, but I can’t insult him or the bum’'ll sue 
me. The last shipment of soap you sent us was of in- 
ferior quality and I want you to understand, no scratch 
out I want you to understand. Ah, unless you can ship, 
furnish, ship, no furnish us with your regular soap you 
needn’t ship us no more period or whatever the grammar 
is and please pull down your skirt. This d—— cigar 
is out again pardon me and furthermore where was I? 

“Paragraph. The soap you sent us wasn’t fit to wash 
the dishes no make that dog with comma let alone the 
laundry comma and we're sending it back period. Yours 
truly. Read that over, no never mind, I won’t waste any 
more time on that egg. I'll look at the carbon tomorrow. 
Sign my name. We must go out to lunch soon, eh?” 


The fresh young traveling salesman put on his most 
seductive smile as the pretty waitress glided up to his 
table in the hotel dining-room to get his order, and re- 
marked: “Nice day, little one.” 

“Yes, it is,” she replied. “And so was yesterday, and 
my name is Ella, and I know I'm a pretty girl and have 
lovely blue eyes, and I’ve been here quite a while, and 
I like the place, and don’t think I’m too nice a girl to be 
working here. My wages are satisfactory and I don’t 
think there’s a show or dance in town tonight, and if 
there was I wouldn't go with you, I’m from the country 
and I’m a respectable girl, and my brother is the cook in 
this hotel, and he was a college football player and weighs 
three hundred pounds; last week he pretty nearly ruined 
a $25-a-week traveling man who tried to make a date 
with me; now, what’ll you have—roast beef, roast pork, 


>) 
2 


Irish stew, hamburger or fried liver: 


It was little Flossie’s first day at school. Her name 
had been registered, and the teacher asked, “Have you 
any brothers or sisters ?”’ 

“Yes, ma’am,” answered Flossie. 

“Are you the oldest one of the family?” 
“Oh, no, ma’am,” returned Flossie, 


mother’s both older’n me.” 


“father and 


“Where is that beautiful canary bird of yours that 


used to sing so clearly and sweetly?” asked Mrs. 
Weatherbee. 
“T had to sell him,” Mrs. Butlam said tearfully. “My 


son left the cage on the radio set and he learned static.” 




















Go after Business with Signs that Bring Business— 


Make Them YOURSELF with a Stencillor and Save Money 








This is the SIGN WRITER that was 
shown at the Hardware Exhibit at 
Atlantic City and at the Merchandise 


Fair at New York. 


Be SURE it is a “STENCILLOR” 


DISPLAY MATERIAL COMPANY 


774 Grand Avenue, St. Paul, Minnesota 


Eastern Agents: Display Material Co., 99 Beekman St., New York, N. Y. 
Canadian Agents: Display Card Co., Ltd., 206 King St., West, Brockville, Ont. 


wweZAttach this coupon to your firm letterhead 


Send to your nearest office— 


Yes, we want to know more about this Stencillor. 
Send complete information. 























Modernistic Lettering for 
SHOW CARD WRITING 


By JOSEPH 
BETRAM 
JOWITT 


LL signs lean toward the modernistic in show 
A cards, and it is by far the easiest type of letter- 
ing for the amateur.--The most difficult thing 

that confronts the beginner at lettering is spacing and 
layout. This difficulty greatly simplified by using 
this modernistic alphabet. Lettering may be done at 
any angle and condensed or elongated to suit any given 


is 


space. 

The reader’s -attention is directed to the show card 
featuring “Free Color Cards,” the word “painting” on 
the bottom line, which has two more letters than the 
word “‘spring,” occupies about the same space and does 
not appear out of proportion. (See page 90.) 

These show cards were lettered in white ink on a 
dark gray mat-board stock, each 11 x 14 in. The fancy 
cut-out frames are of dark blue mottled mat-board. To 
make fancy designs like these, fold a piece of paper 
11 x 14 in. exactly in the center, then draw any kind 
of odd design on one side, then cut through while paper 
is still folded; when unfolded, the design will be sym- 
metrical. Next outline this design on card and cut out 
with sharp penknife. 

All the lettering on these show cards was done with 
No. 6 Red Sable show card brush. 
The lower-case, or smaller, letters are_e 


2 


a> 
oS 


asier to mas- 


+ 


“ae 


ABCD ee 





ter, and in many instances are similar to the correspond- 
ing capitals. Those which do not extend above or below 
the body guide lines should be about three-quarters the 
height of the capitals. 

There is no trick or knack in holding the brush. It 
should be held in an easy, natural, loose position, ex- 
actly the same as one would hold a pencil or fountain 
pen, between the thumb and first two fingers, as far 
down as the metal ferrule, resting the wrist and first 
joint of little finger on the surface. (Letters over 4 in. 
in height should be done with a free-hand motion, with- 
out a rest. ) 

The main point to remember is to keep the hairs of 
the brush always in a flat chisel position. This can only 
he done by constantly spreading and wiping it out on 
a smooth surface each time after it has been dipped 
three-quarters its length in the ink. The thin strokes 
(upright and oblique) are made by starting at the top 
guide line with the chisel edge of brush, twirling it be- 
tween the fingers to the proper angle of about 45 deg., 
bringing it down in one oblique sweep to the left. The 
heavy or shaded part of letters are made with the full- 
width stroke of flattened out brush, bringing it down 
right oblique (using very little pressure), removing 
brush when within a fraction of the bottom guide line. 
There are only eleven horizontal strokes in the entire 
alphabet, namely, the light stroke in the center of the 
letter A, two of equal length at bottom and top of the 
letter E, and one shorter one in the 
center. Two in the letter F, one 
in the center of H, one at the bottom 
of L, one at top of T. The letter 


7 has one at top and one at the 
bottom. 
The writer has received several 


requests from HarRDWARE AGE 
readers who desire to know what are 
the average prices charged for the 
different standard size show cards 
and price tickets. Of course, a great 
deal depends on the amount of copy 
or reading matter, the quantity or- 
dered, and the quality of cardboard 
used. 

For general information, only ap- 
proximate prices can be given, using 
the average six-ply white cardboard 
and lettered in black ink. The copy 
when laid out to occupy not more 
than four or five lines. 


(Continued on page 90) 
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Bast LADDE 


We manufacture strictly 
Spruce Ladders. 


Spruce properly AIR 
DRIED is superior to any 
other material for ladder 
construction. 
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—— 
W. W. Babcock Co. 
Common Bath, N. ¥. 
Extension Painter’s Trestle 
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Our New Victor Step Lad- 
der for home use is in a 
class by itself. 


Our line includes Ladders 
for every purpose. We 
pay the freight. 
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SELF. 
OILING 


MYER 


POWER PUMPS 


FOR GENERAL SERVICE 


Exacting buyers 
maintenance cost. Myers Self-Oiling Power Pumps have 
Myers engineers and pump experts. 
many exclusive features, their simplicity of construction, 









more business and profits. 
There is a style and size for any 
to this line and the opportunities it unfolds 








THE F. E. MYERS & BRO. CO. 


ASHLAND, OHIO 
ASHLAND PUMP AND HAY TOOL WORKS 


of power pumping equipment now insist on two things—dependable 
They are the culmination of nearly sixty years of pump building experience. 
standard of workma anship, represent those sought after qualities which reduce 


service up to ten thousand gallons 
for more business, write or wire us 





service—low operation and 
and m anuf actured by 
Their 
their neatness of design and finish, their uniformly high 
sales resistance and reflect themselves in 


been originated, patented, developed 


of water per hour. If you are a stranger 


for catalog and information. 





SELF-OILING 
DEEP WELL. 
POWER HEAD 


PATENTED 
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MYERS PRODUCTS 


Pumps, Water Sys- 
tems, Hay Tools, 
Door Hangers 
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Mlayadole makes 


a hammer for every 


man in every trade — 
more than 30 differ- 
ent styles in a wide 
range of weights 
make it possible to 
fill any request. 


More than 87 years of honest American 

quality have built up a demand for May- 

dole Hammers that is of real value to 

you. Don’t let your stock get low, your 

jobber can supply you with the styles 
and weights you need. 


Write for free supply of Pocket 
Handbooks 23 “C”’ 


Maydole 
Hammers 


The David Maydole Hammer Co. Norwich NY 

















How Jacob C. Felle Sells Gas Ranges 


(Continued from page 40) 


people from all over Milwaukee and 
its immediate suburbs. Once they 
sold a stove to a buyer from Racine. 

In the rear of the store, on the 
left-hand side, is a row of booths. 
In each booth a gas range glistens. 
These booths typify the attitude of 
Mr. Felle toward the importance of 
stove display. Each booth, built of 
panelled wall-board, is 5 ft. 4 in. 
high, 4 ft. 9 in. wide, and 3 ft. 
6 in. deep. 

The panels are painted citrus 
yellow ; the surrounding strips, jade 
green. Through the row of booths 
runs a conduit for electric wiring. 
From this conduit, over each stove, 
a half-shaded electric lamp projects. 
When all eight lights are on, no 
customer can be in doubt about gas 
ranges being very much for sale in 
the Felle store. 

“We built these booths three years 
ago,” says Jacob C. Felle. “Just as 
soon as we began to show off our 
stoves in this fashion, the women 
took greater interest in our ranges 
than ever. They freely and favor- 
ably commented on the change. I’m 
sure it has done us a lot of good. 
With each range in a booth to itself, 
the customer can give it her un- 
divided attention. In this way we 
keep the different styles and sizes 
from competing with one another. 

“Tt’s much easier to sell now than 
when we had the stoves strung down 
the middle of the store, all of them 
more or less under the eye of the 
customer at the same time. It was 
harder then to concentrate the com- 
plete attention of a woman on one 
stove. Of course, the general effect 
is better. It looks more like a real 
stove department.” 

In the line of gas ranges which 
he pushes most aggressively, Mr. 
Felle sells seventy or seventy-five 


units each June-October season. In 
the same period he moves forty or 
fifty ranges belonging to two other 
lines. Because of his success with 
his leader, he gets a_ substantial 
credit memo at the end of each sea- 
son, thus swelling his profits. 

There are still a good many 
houses in Milwaukee without fur- 
nace heat. Nowadays he sells about 
fifteen smalf kitchen heaters a year 
and ten cabinet heaters. Across the 
aisle from his booths is a rack con- 
taining a wide selection of gas and 
electric plates. He moves perhaps 
four dozen gas plates a year, but 
not so many of the electric. 

About three out of every ten gas 
range sales made in the Felle store 
involve a trade-in. This doesn’t 
frighten Mr. Felle in the least. 
“There’s a bait for every fish,” he 
tells his sons. For old ranges thus 
traded in he allows from five to ten 
dollars each, depending upon. the 
value left in them. 

Then he cleans and tests the burn- 
ers, scrapes the rough surfaces, and 
reenamels each old stove, giving it 
perhaps eight dollars’ worth of la- 
bor. It is no trouble at all for him 
to move his reconditioned gas stoves 
at twenty dollars apiece. For reno- 
vated coal ranges, of course, he 
gets a proportionately higher price. 
New and old alike, each stove is 
guaranteed. 

“T stand back of my merchan- 
dise,” declares Mr. Felle. “People 
have found that out. They tell one 
another about the treatment they get 
here. If that doesn’t account for 
our good stove trade, I don’t know 
what does—that and the way we 
display our ranges.” 

He has been in business twenty- 


five years. 








poner as it may seem to numerous efficiency experts in the 
art (or is it science) of selling—the most valuable assets of the 


store salesclerk are (1) the ability to find out with the least possi- 
ble delay just what merchandise the customer wants to see; and 
(2) the immediate presentation of that merchandise. 


—Retail Ledger 
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Glass Beverage Shaker 


Cool-Mix is the name of the glass bev- 
erage shaker being offered to the trade by 
the Owens-Illinois Glass Co., Toledo, Ohio. 

The shaker has a-cool appearance be- 
cause of its rich green color and nickeled 
snap cap. It is graceful in design and 





is modeled to meet the modern demand for 
symmetry in the design of such items. 
To help the retail store to sell this prod- 
uct it is wrapped in amber cellophane, 
which further enhances its appearance. 


Milk Can Opener and Holder 


Handy-Mandy Products Co., Blawnox, 
Pa., is produeing the Handy*Mandy milk 
can opener and holder. 

This kitchen convenience will keep con- 
densed or evaporated milk clean and fresh. 





With it the milk can may be used as a 
pitcher. The can is inserted in the holder, 
while the top is held up by the thumb. To 
punch holes, the thumb is released and the 
other hand is used to press down the top. 
To serve, the can is tilted and the thumb 
is pushed down. Milk will then pour from 
the hole. 

The points are rust-proof and plug the 
holes so that no air or dust can get into 
the milk. This opener is available in vari- 
ous colors to match the rest of a kichen. 


Dunbar Beverage Sets 


A line of beverage and water sets has 
recently been offered to the trade by the 
Dunbar Flint Glass Co., Dunbar, W. Va. 

These sets incorporate the newest prin- 
ciples of desjgn. The new shapes and 
designs reflect the most modern of archi- 
tectural and decorative trends. Some are 





extreme, while others are more conserva- 
tive yet cleverly incorporating the modern 
spirit. 





The Dunbar Beverage Set illustrated is 
No. 511, a nine-piece feature which is 
spiral optic. It has proved one of the 
most popular of the new designs offered 
by the organization. 


Stewart Lite-Wate Settee 


The Stewart Iron Works Co., Cincin- 
nati, Ohio, is producing a lawn settee 
known as the Lite-Wate Lawn Settee. 

It is an attractive piece of furniture and 
can easily be moved about, as it weighs 








only 18 lb. and measures 42 in. in length. 
The settee will comfortably seat two per- 
sons. 

It was designed to meet the ever-increas- 
ing demand for a popular priced settee 
with steel framework. 


Fitz-All Door Seal 


Wilson Mfg. Co., 16 Anson _ Place, 
Rochester, N. Y., offers the trade a 
weatherproofing appliance known as the 
Fitz-All Adjustable Door Seal. 

It is an adjustable door seal and weather- 
strip which is adjustable to all door widths 
and works automatically. This seal elimi- 
nates all draughts, thereby being a health 
protection and a coal saver, according to 
the manufacturer. 

When a door equipped with the Fitz-All 
seal opens, the strip automatically lifts, al- 
lowing it to pass over rugs and carpets 
without scraping or wrinkling them. It 
drops automatically when the door is 
closed. The seal is made in an ornamental 
copper brass finish. This appliance is made 
in left and right hand styles. 
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Size Shown 
on Each Box 





i Bakatax save your time by show- 

ing the tack size on the end of 
each individual box. There it is 
for the consumer to see without 
tearing open half a dozen boxes _ 
to find what he wants. And the 
modernly designed Bakatax dis- 
play box looks well on a promi- 
nent counter or table where it 
will remind consumers that they 
need tacks. Bakatax are rust re- 
sisting, sanitary and attractively 
blued. Just send a card giving 
your name and your jobber’s 
and you will receive samples 
of Bakatax. Geo. Baker & Sons, 
Inc., Brockton, Mass. 























ALEVE TTT TTL 
Send fora FREE SAMPLE 
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More Than 
. Ever Before 


it is essential that you 
study your Market Re- 
port carefully and con- 
sistently. Every im- 
portant price change in 
the trade is recorded in 
these columns weekly. 


The MARKET RE- 
PORTS as found in 
HARDWARE AGE are 
the most authentic pub- 
lished. 


Use them as a buying 
guide. 
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The 
Harvest 
King 


Easiest to Sell 





The outstanding feature 
of “Cleveland” Grind- 
stones is their excep- 
tional cutting quality, 
which makes them easiest 
to sell. 


Special attention is called 
to the Harvest King—a 
power grindstone for 
farm use. Has _ steel 
roller bearings and heavy 
angle steel frame, hand 
crank and drip cup. 


Most practical grind- 
stone ever constructed 
for farmers. Grinds edge 
tools and _ implements 
perfectly. 


“Cleveland” Grindstones 


are made in models for every need. The one shown is 
shipped folded complete, with stone crated separately 
to save freight. 


Send for Complete Catalog and Prices 


NEL ¥ 
Ry NA The Cleveland Quarries Co. 
( Cleveland, Ohio 
TRADE re 
e ® 283 Front St., New York 
s ay Lombard & Co., Inc., Boston, Mass. 
VagT° New England Agency 














Clear cut 
sharp .. . 





Atlas Tacks and small nails—inexpen- 
sive in price — but priceless at a time 
of necessity. 


You should keep fully stocked with 
Atlas Tacks and small nails ... they 
are a necessary item in the homes of 
your customers. The service which 
Atlas Tacks and small nails give, adds 
lasting patrons to your trade and per- 
manent friends for you. 


ATLAS TACK 
CORPORATION 


U7 \V Fairhaven, Mass. . . St. Louis, Mo. 





Modern Methods of Retailing Hardware 
Planned by D. C. Merchants 
By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 

Development of the most modern methods of merchan- 
dising retail hardware is being planned by merchants of the 
metropolitan area of the District of Columbia, which in- 
cludes a portion of Arlington County, Va., and has approxi- 
mately 200 hardware retailers. It is hoped by those back 
of the movemént to bring as many of these merchants 
into the association which will be organized. 

The first meeting of the retail hardware men, attended by 
about 40 merchants from Washington, was held on March 
7, when it was decided to draft plans through a committee 
at a meeting on March 17. This will be followed by a gen- 
eral gathering on March 24 to which all the merchants have 
been invited. 

It is the purpose of the organization to hold regular meet- 
ings and exchange ideas for the mutual benefit of the re- 
tail hardware trade of the District of Columbia. Not only 
will the merchants discuss problems among themselves, 
but outside talent, including representatives from hardware 
manufacturing companies, will be asked to address the 
meetings. 

George Yeatman, who operates two retail hardware 
stores, one in Washington and one in Arlington County, 
said that such subjects as duplication of stock, inventories, 
display of merchandise, arrangement of stores, systems of 
pricing, cost accounting and related problems will be dealt 
with. Through establishment of the stores on a modern 
basis, it is felt, will be found the answer to chain store 
and other forms of competition. This sort of competition 
will be discussed, but stress will be laid on the necessity 
of the independent merchants .organizing their operations 
on modern methods, which, it was stated, will in them- 
selves prove the means of meeting such competition. 

Mr. Yeatman practices what he preaches. His stores are 
arranged on modern lines. Display of his goods, of which 
he has large stocks, without duplication, is done on the 
so-called “island” plan, reflecting the model store as ex- 
hibited in connection with grocery survey at Louisville, 
Ky., through cooperation with grocer merchants and the 
Domestic Commerce Division, Department of Commerce. 
This model has been illustrated and described by HARDWARE 
AcE. One of its outstanding features is that virtually 
everything in the store may be seen from the street through 
the unobstructed window and interior view. Another fea- 
ture is the display of seasonal goods and a well balanced 
arrangement of the various lines. Low priced as well as 
the higher priced lines are carried and are tagged. In 
following this system, Mr. Yeatman reports that good re- 
turns are being realized. As he discussed the plan in his 
store, one’s attention was attracted to the cheerful and 
cleanly appearance of the store. The display windows, 
whose bays are attractively arranged with seasonal goods, 
are kept scrupulously clean, as is the interior. The ex- 
terior of the store is painted in orange and yellow, while the 
interior is done in Nile green and orange, and produce a 
fresh and an agreeable effect. 

There are other hardware stores in the District which 
follow the same arrangement and policy of stock control, 
etc., but it is realized that retailers have views which, if 
exchanged among themselves would give a wider under- 
standing of modern merchandising and be of great value 
to the retail hardware trade. Hence the purpose of or- 
ganization, which will not involve cooperative buying or 
other policies of voluntary cooperative chain stores. 
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The Federal Trade Commission has just acted on 23 
rules of business practice adopted by the electrical flexible 
cord and heater cord industry at a conference held in Wash- 
ington on Oct. 10, 1929. Eight rules were affirmatively 
approved and placed under Group I as condemning viola- 
tions of law. They relate to such subjects as misrepre- 
sentation, misbranding of products, interference with con- 
tract, defamation of a competitor, threats of a suit for 
patent or trade-mark infringement, selling goods below cost, 
price discrimination, and secret rebates. The remaining 
15 rules were accepted as expressions of the trade and 
pertain to such subjects as dealing with an infringer of a 
patent, special quantity prices, minimum safety standards, 
substitution of products through unlabeled goods, hazards 
to human life because of imperfect branding of goods, 
contracts at specified prices for an unspecified quantity, 
repudiation of contracts, uniform purchase contract, uni- 
form cost system, price list publicity, failure to pay pub- 
lished price charges for packing and freight, and arbitra- 
tion. In another Group II rule the industry records its 
approval of the definition of a qualified wholesale dis- 
tributor of electrical wire products as one whose business is 
selling to the retail distributor who carries a well selected 
stock of merchandise, buys suitable quantities, 
to other well defined standards. 


and lives up 





Reduced tariff rates on crude and manufactured alumi- 
num made by the Committee of the Whole in the Senate 
were confirmed by the Senate proper on Wednesday of last 
week. The action of the Senate brings the rates back to 
the Underwood-Simmons level. The House bill carries. 
the existing Fordney-McCumber rates as did the Senate 
Finance Committee of 5c. per pound on crude aluminum 
and 9c. per pound on aluminum plates, sheets, etc. The 
Senate voted for the Underwood-Simmons rates of 2c. 
and 3.5c., respectively. It has been indicated that strong 
efforts will be made in conference to restore the duties to 
the existing levels. Senator Glenn, Republican, of Illinois, 
unsuccessfully attempted to have the Senate restore the 
additional duty of 1.3c. per pound on hollow bars valued at 
4c. per pound or more. The result is that as passed by 
the Senate the bill carries the base rate of 1.7c. per pound 
on hollow bars valued up to 4c. per pound. 


Trade associations have shown concern over reports 
that the Federal Trade Commission and the Department of 
Justice had arrived at the parting of ways over trade prac- 
tice conferences. These reports had it that the Depart- 
ment of Justice was on the verge of challenging the rules, 
particularly Group II rules, which are those accepted by 
the Commission merely as expressions of the trade and non- 
enforceable by the Commission. It is evident that the 
Department of Justice has not taken and is not preparing 
to take up the issue and that it has had no difference with 
the Commission on the subject. It is understood that it 
did make the subject a matter of cursory observation, but 
went no further. On the contrary, the Department is 
understood to be cooperating with the Commission in con- 
nection with some of the inquiries the latter is conducting, 
but has not taken any attitude toward trade practice con- 
ferences. It has been stated, however, that if advantage 
should be taken of the Group II rules to fix prices or re- 
sort to other illegal prices, the matter might then be turned 
over to the attention of the Department of Justice for ac- 
tion. Complaints are being heard of price fixing, but the 
fact remains that when compared with the large number of 
trade practice conferences held the rules have been strictly 
adhered to, to a remarkable extent, showing the integrity of 
business and industry. 














THE 
“SIMPLEX” 


~-(CHICAGO)~ 
SPRING HINGES 


Applied Direct 
to 
Door Casing 











The Simplex Spring Hinge, designed for 
simplicity and economy in application, re- 
quires no jamb strip and only one mortise 
cut. 


Send for literature describing important 


features in the design and construction of 
Simplex Spring Hinges. 


Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U. S.A. 
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POULTRY NETTING 
Galvanized Before and Galvanized c4fter Weaving? 


Zooo00C AN 
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poner for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


Mew York City Georgetown, Conn Chicago Kenses City - 
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The Plant that Produces 
Hammer & Co.’s 


SPECIALTIES 


Back of every Clamp, Lamp and Oiler, etc., 
manufactured by us are the facilities and 
experience gained by 63 years in the pro- 
duction of the highest grade Malleable Iron 
Specialties. 








Hardware dealers find these Specialties un- 
equalled for quality and satisfaction. Send 


for Prices. 
. 


MALLEABLE IRON FITTINGS CO. 


BRANFORD, CONN. 















































DIAMOND 


‘ADJUSTABLE WRENCHES 




















—, 








Drop forged from high 
grade tool steel —carefully 
hardened and drawn in oil. 





Diamond adjustable 
wrenches are the most com- 
plete line made—in eleven 
sizes—single and double end 
—full or semi-polished. 


Write for catalog and 
dealer helps—display boards 
—circulars, etc. 





DIAMOND CALK HORSESHOE COMPANY 


4622 Grand Ave., Duluth, Minn. 

















Industrial Pirates 


(Continued from page 35) 


free, dedicated to the proposition that all men are equal 
before the law, the following very common and ordinary 
case is so well known that it is a bromide to repeat it, 
but just to round out this article I will tell the story: 

A manufacturer, through several generations in good 
times and bad, builds up a large consumer demand for 
his goods. Consumers call for his goods because they 
have been found to be satisfactory. This manufacturer 
sells only through jobbers, and at his own risk he has 
a suggested resale price. By spending large sums of 
money in advertising over a long period of time, and 
by continuing to advertise, make good goods, give good 
service, and hold his customers by fair and honorable 
treatment, this manufacturer has gradually built up a 
large volume of sales all over the United States. His 
goods are known to be the best in their line. The whole- 
sale and retail prices are established. Merchants who 
render the service of distribution to this manufacturer 
are satisfied with their fair and reasonable profits. Then 
something happens. The mail-order houses and chain 
stores seek to buy these goods direct from the manu- 
facturer. He declines to sell them. They threaten if 
he does not sell them, that they will put the goods in 
their catalogs at cut prices. He still refuses. Then 
these mail-order houses and chain stores go out and, 
“God have mercy on us,” actually buy these goods from 
the jobbers and retailers this manufacturer is trying 
to protect. They offer the goods regardless of their cost. 


T: IE retailer, of course, is up against this competition. 
He wishes to buy at a lower price in order to meet it. 
He calls on his jobber for protection. This is only natu- 
ral. The jobber in turn calls on the manufacturer for 
protection. So this manufacturer, who does not sell a 
dollar’s worth of goods to mail-order houses or chain 
stores, is placed in a position where he is expected to 
sell his goods without a reasonable profit by these in- 
dustrial pirates who actually claim the protection of the 
law in what they are doing. If this manufacturer should 
decide to sell his goods at cost or less to the jobber, 
so the jobber can sell the goods at a cut price to the 
retailer, then what is the result. The mail-order houses 
and chain stores simply, in the next issue of their cata- 
logs, quote still lower prices. Their buyers even enter 
the office of the manufacturer and threaten him with 
price demoralization on his goods unless he sells them 
and also unless he sells them at a price which they con- 
sider they should pay. To the average man, this sort 
of thing comes pretty close to blackmail. 

The Sherman law protects the buyer but there is no 
protection for the seller. Therefore the buyer and 
the seller are not equal under the law, and therefore the 
law is not sound constitutionally, and some day this 
question is coming before the Supreme Court and will 
be fought out and fought out on the issue of the in- 
equality of the buyer and the seller before the law. In 
the meantime, all of us are struggling along trying to do 
business the best we can, and the reason we can do 
business at all is simply because there are more honest 
men in the country than there are crooks. Stop and 
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think of the loyalty of the jobber to his fellow jobbers 
and to his retail customers when he bootlegs goods to 
the mail-order houses. Stop and think of the low 
ethical standards of the retail dealer who for a few 
dollars profit is willing to betray Carl Weeks and bootleg 
his goods to the industrial pirates. The Federal Trade 
Commission is doing its very best, but when you talk 
these things over with them personally they shake their 
heads and simply reply: “Here is the law. We must be 
governed by the law.” 


Osborne Utilizes Second Floor 


(Continued from page 39) 
cannot be said of some lines which previously fur- 
nished the “lion’s” share of retail hardware profits, 
and which are now in limited demand. 

No trouble is experienced in getting customers to 
walk up for housewares. In fact, most women cus- 
tomers seem to prefer the arrangement, as the upstairs 
salesroom has a distinctly feminine environment. 
Edith M. Osborne, the daughter of the proprietor, 
is personally in charge of the department, while George 
R. Osborne, a son, is responsible for the first floor. 
Three salesladies are employed to serve customers 
for housewares. This assures the woman patron, now 
the most important purchaser, of special consideration 
at the hands of experienced salesladies who are well 
acquainted with the home needs of their patrons. 
Housewives can discuss housewares with saleswomen 
who are experienced in housekeeping and in the prep- 
aration of foods for the table. This arrangement has 
proved decidedly effective. 

Manufacturers’ literature, whether it is intended for 
window or interior display, or for direct-by-mail use, 
is always employed to best advantage by Mr. Osborne. 
In his estimation, much costly and extremely effec- 
tive advertising material of this nature is wasted or 
only partially used by many dealers. An up-to-date 
mailing list is regularly circularized by the firm and 
500 regular customers are reached by _ envelope 
“stuffers”, accompanying their monthly statements. 
Display material is used at the first opportunity, then 
carefully stored for future use at another opportune 
time or season. : 


Dramatize and Sell 


An Idea 


(Continued from page 76) 


oped by a progressive Brooklyn, N. Y., hardware firm. 
Tarizian Brothers, near Second Street on Seventh Ave- 
nue, operate a live neighborhood store. In addition, 
and as .a remunerative side line, they make screens in 
their own store. A basement of an adjoining store 
building is used for the purpose. The equipment in- 
cludes a large table, screen stretcher, molding cutter, 
and the other necessary tools. As the orders are espe- 
cially solicited during the winter season, it augments 
the sales volume for the store in a normally dull period. 
Over $3,400 worth of screens have been made and sold 
by the firm in a single season. Of this amount, one- 
third was profit, according to the proprietors. 





























CORBIN 


Wood Screws 

Drive Screws 

Coach Screws 

Machine Screws 

Set Screws 

Cap Screws 

Saw Screws 

Thumb Screws 

Hand Rail Screws 

Special Automatic Screw 
Machine Products 

Stove Bolts 

Tire Bolts 

Agricultural Bolts 

Sink Bolts 

Hanger Bolts 

Machine Screw Nuts 

Stove and Tire Bolt Nuts 

Semi-Finished Nuts 

Castellated Nuts 

S.A.E. Nuts 

Jack Chain 

Plumber’s Chain 

Register Chain 

Safety Chain 

Furnace Chain 

Ladder Chain 

Sash Chain 

Escutcheon Pins 

Speedometers 


The CORBIN SCREW CORPORATION 
The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warehouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 
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A Profitable Line 


THE ALMO Imported Indu- 
rated Fihre Ware is a profitable 
selling line, because it is used 
every month in the year. 

The 20 different items compris- 
ing this line are all made from 
Genuine PINE Wogd Pulp. 
Every item is waterproof and 





Fibre 
Funnels 


seamless. Sanitary and du- 
rable. 
Genuine Ware 


“IBRE 


is a steady seller to Homes, 
Hospitals, Hotels, Institu- 
tions, Mills, Factories, etc. 
Our special treatment of 
sealing each tiny pore by 
infusion with a special so- 
lution makes ALMO Fibre 
Ware absolutely liquid 
tight and easy to clean. 


Send for complete catalog. 





Almo Trading & Importing 
Co., Inc. 
61 East 11th St., New York 


Fibre Pails 
Mahogany Finish 
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the best | o the best 


Millions 
and Millions 


ef People are Pushing 


Them 


whenever they open a door 
Follow the line of least resistance 


vec BOMIMEP aways 


They are the best 
Bommer Spring Hinge Co., Brooklyn, N. Y. 
































Poultry Supplies 











Big-Boy Feeder 


MOE’S LINE— 


Here is our “Big Boy.” A great feeder for pullets and 
full grown birds. Holds 75 lbs. of dry mash, has 34 
feeder holes of the correct size, shape, and location to 
prevent waste of feed. A time and labor saver. 





This is just one of the many practical and popular 
items in Moe’s Big Line of Poultry Equipment. 
Thousands of Hardware Dealers are selling Moe’s Line 
with satisfaction and profit. Make Moe’s Line ~Your 
line. 

Write for Catalog and Prices 


HOEFT & COMPANY 


2305 Davis St. North Chicago, Ill. 














Modernistic Lettering for 
Show Card Writing 


(Continued from page 82) 


Full-sheets cardboard, 22 x 28 in., $1.25 each. 
Half-sheets carboard, 14 x 22 in., 75 cents each. 
Quarter-sheets cardboard, 11 x 14 in., 50 cents each. 
Eighth-sheets cardboard, 7 x 11 in., 60 cents each. 





Mitre a RLELD 


Show 
Cards 


for up-to-date 


whl 





Price tickets, sizes 5 x 7in., 4 x 6 in., 3 x 5in., 2 x 3 
in. (per dozen in rotation), $2, $1.50, $1, and 60 cents. 

These are fair prices for plain commercial work. 
Fancy show cards with extra amount of reading matter 
should be charged for according to the time and mate- 
rials used, a flat rate being very difficult to estimate. 


Ask for 


color cards, 
new ideasin 


Spring painting 





Fancy cut-out mat-board show cards, like the ones 
illustrated, should retail for not less than $1 each. 
The reader’s attention is called to the first installment 
of the modernistic Roman alphabet. The outlining of 
(Continued on page 92) 
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FXTRAORDINARY 


Fairmount No. 555 
Wrench Set with Holder 


Order by Number from Your Jobber 


From a sales standpoint a wrench set is no better 
than its holder, for the holder in most cases is the 
thing which makes the sale. 

The new Fairmount No. 555 Wrench Set is incased 
in the most attractive and handiest holder yet devised. 
It appeals instantly to those whio see it displayed be- 
cause it is readily recognized as possessing out-of-the- 
ordinary utility. 

Order a stock now and see for yourself how this 
unique package will increase your wrench sales and 


profits. 

\itne 
FAIRINOUNT 
brele) Mom 10) (C1) [emoree 


| FAIRMOUNT TOOLS GIVE SERVICE AND SATISFACTION | 


10611 QUINCY AVE. CLEVELAND, OHIO 














IN ROME— 
g to the ye 


WHEN 


Do as the Roman 
saw. Old mercha' 
right in the a i 
n 
po pd sian in selling com t 
t to adopt new methods “3 . 
money. Heller has helpe 
e the change and 
Why not write 
No obligation. 
r letterhead 


s do—accordin: 
ndising methods wer 
f the horseless carriage 
sa, Stiff competition 
pel the hard- 


ware merchan 
y 
hopes to make an 
hundreds of stores to mak 
build up 4 profitable a 
for the complete story now “ 
Just tear out this ad—pin to y' 


and mail. 


ANY 
COMPA nIO 


ELLER 


STORE EQUIPMENT 


_C. HELLER & 
a ce Street, MONTPELIER, 


H 


BUSINESS BUILDING 












FORSINER 


Labor Saving 
AUGER BIT 


Bores Any Arc 
of a Circle 











Many 
New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 

circular rim instead of its center, 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 


§ lathe tool combined. For core boxes, fine 
yy and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, 


ribbon molding and mortising. 
Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 





























Wood 
Screws 


Rivets 
Roofing Nails 
Scratch Brush Wire 





BRIDGEPORT. CONN. 





THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U.S. A. 


Representatives: 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 
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“Here’s The Rule You Need’”’ 
The FARRAND RAPID RULE 


The Original Rigid—Flexible—Concave Rule 


The most remarkable practical invention in years. 
It is modernizing old methods of taking meas- 
urements. FARRAND rules are still giving 
efficient service after three years of constant use. 
One sale makes another. Now produced in three 
models, listing at $5.00, $3.75 and $3.00. 


DISTRIBUTED THROUGH WHOLESALERS 
Manufactured by 


HIRAM A. FARRAND, Inc., Berlin, N. H. 














Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


Shows the names, addresses, capitalization, territory cov- 
ered, percentage of wholesale business, number of travel- 
ing men, names of executive officers and buyers, and the 


lines handled by the Hardware Wholesalers. 


For instance, on pages 7 to 79 it indicates by key 
numbers what classes of merchandise each hardware 
wholesaler handles. There are explanatory key numbers 
covering every class of merchandise that constitutes a 


modern hardware stock. 


Then, the Hardware Retailers on pages 80 to 353 who are 
rated I, 2, or 3 represent the livewire dealers doing 75% 
to 80% of the retail hardware trade of the U. S. 


CONTENTS OF VERIFIED LIST 

Wholesale Hardware Houses in U. S., Canada and Foreign. 

Retail Hardware Stores in U. S., Canada and ———. 

Chain Hardware Stores in United States and Canada. 

5, 10, 25c to $1.00 Syndicate Stores ca g hardware. 

Department Stores ony oy and housefurnishings. 

Manufacturers’ Agents in U. S., Canada and Foreign. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Sporting Goods Distributors. 

ail Order Houses handling hardware and housefurnishings. 

Woodenware and Willow-ware olesalers. 

Paint, Oil and Varnish Distributors. 

Radio Apparatus and Parts Jobbers. 

Plumbers and Tinners —— Jobbers. 

Membership Lists of Hardware Associations. 
Hardware Age Verified List of Wholesalers and Retailers is 
indispensable in economic direct-by-mail promotion work and 
also a helpful guide for salesmen’s calls. Every manufac- 
turer's sales manager should have one on his desk, and every 
salesman could profitably carry a copy in his grip. Since 
the previous issue was published there have been more than 
10,000 additions and corrections, and these all appear in the 
Tenth Edition. 


Published annually, $15.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 











these letters was done with a No. 6 and the filling in 
with a No. 12 Red Sable brush. 
Color Combinations 
The mixing of water colors and the combinations that 
blend properly is a very important thing. Some people 
have a natural taste in choosing colors that will har- 
monize. 





On a dark blue background almost any light color will 
look well. On a background of cream or buff, do let- 
tering in brown or dark blue. Avoid lettering in tints 
or light colors on a white background. On a light red 
background, white lettering will stand out more promi- 
nently than black or blue. 

In mixing the following colors, the first color men- 
tioned in each combination being the base, it should be 


Speciall 
priced } 





used in the greatest amount: 

White with a touch of black produces gray. 

Yellow and blue make green. 

White, very little yellow and a touch of red make 
flesh color. 

Blue and red produces violet. 

Yellow and light red produce orange. 
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Oner 5, 000 Stores Testify for DULUTH! 


T is surprising what a difference in volume of 
sales and in profit DULUTH Merchandising 
Methods mean for hardware stores. Hundreds They Built 

have been gratified at the good results of DULUTH a New Store 
modernizing of their stores—at the increase in trade, Cin Men 
the stimulation of sales, reduction of inventory, better 
profits. Let us analyze your store, too—without ob- 
ligation, of course—and show you where DULUTH DMLUIH 
Merchandising Methods can help you and why. Write 
today for the interesting proof that we want you to 
have. It’s worth investigating! 


D. F, KUSEL COMPANY DYLYUIH 


More goods shown means more goods sold. DULUTH SHOW CASE COMPANY, Duluth, Minn. 


This Duluth uipped store exceeded 
aor 5002 Wadena Street 


expectations. 

















FREE, filled with 
help you need! 




















- 


Mower slips into 
sharpener without 
being dismantled 








PRENTISS VISES 


CHENEY NAILERS HUNDREDS 























ae , OF 
Quality tools that build profitable  ‘ ramen STORES 
business for you. ‘ 
Send for our latest catalogs—now. “ Lawn 
PRENTISS VISE CO. Pee 
106-110 Lafayette St. New York ne 
Profitable 
with the 
“IDEAL” LAWN MOWER SHARPENER 
SPEED UP These stores have come to realize that many first-class 
SALES lawn mowers they sell fail to give good satisfaction sim- 
ply because of improper sharpening. These dealers, 











by installing an IDEAL LAWN MOWER SHARPENER 


ae : 
and sharpening the mowers themselves, render a much 
wanted service to their customers, and make liberal 


profits themselves. 


ROLLING LADDERS $1.50 to $2.00 PER MOWER—15 Minutes Work 






s—a n the Any boy can operate the IDEAL. usual charge, $1.50 to $2.50 per 
irech, Thay apeel up ge = the — — the — mower, is mostly profit. 
without smantling, ma a 
the time needed for each sale. — are few simple adjustments and in The IDEAL SHARPENER re 
attractive, durable, roll quietly an run minutes the mower is per- quires little space, operates o} 
fectly sharpened — every blade a light socket, and its first cost 
freely. Your post card will bring prices with a true keen edge. The is extremely low. 


nd information by first mail. 
. y Write for prices and full information 


ALLITH - PROUTY COMPAI The Fate-Root-Heath Co., 901 Bell Street, Plymouth, Ohio 
DANVILLE, ILLINOIS 
SSS — ee 














We Are Headquarters 


for Washers of Every Type 
Make all kinds and sizes of Wrought 
and Steel Plate Washers. Roll the 
plate expressly for the purpose at our 
own works. Have specialized in this 


work for over 40 years. Also STAMP- 


INGS. 
W ‘ Buy from Headquarters and save 
e will be glad to help you money. Send for 45 page Catalog. 
My It contains practical washer informa- 
with your sales problems. tion that every dealer should know. 





Wrought Washer Mfg. Co. 
Ha 239 W. 39th Se, 46 South Bay St., Milwaukee, Wis. 
rdware Age, New York City The World’s Largest Producer of Washers 
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The NEW Silvery 
McKAY TIRE CHAINS 


satisfy motorists everywhere because they're 
built to last, because they’re equipped with 
a better fastener, because the silvery finish 
adds to the car’s beauty. 


UNITED STATES CHAIN & FORGING CO. 
Union Trust Building, Pittsburgh, Pa. 


MSKAY TIRE CHAINS 


_MoK 


2 OR enema eR 
“PATSY-PRIM” for Price 


If you want a long handle dust pan 
to attract the eye of the Bargain 
Hunter, here’s the one. Comes in all 
popular colors. Write for particulars. 
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Celebrating a 
SILVER ANNIVERSARY 
“25 Years of Progress” 
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PATENT NOVELTY COMPANY 


FULTON ILLINOIS In 


ARMSTRONG BROS. 


Saunders Type Pipe Cutter 


With this cutter the hardened steel rollers 
eliminate the burr raised by the cutter 
wheel. The point of the screw is hard- 
ened and bears on a hardened tool 
steel insert. All parts are carefully 
machined and are interchangeable 
with similar parts of standard 
makes. Write for Catalog P-10. 
Other Pipe ARMSTRONG BROS. 
Cutters from the TOOL CO. 
Line of Better Pipe 
Tools include the 
Barnes Type Cutter and 
the Armstrong Bros. Im- 
proved Heavy Duty Cutter. 


“The Tool Holder 
People” 


314 N. Francisco Ave. 
CHICAGO 




















aaNet 
se een 
| eee 
pene 










carry anice profit 


i | QU i i 


EVERYTHING Write for Catalo i 

: gs and Prices 

Te soNee ) The Stewart Iron Works Company, Inc. 
ff 625 Stewart Block, Cincinnati, 0. 



















Business Reaction Not Yet Completed 
(Continued from page 78) on 


clining movement has been reached in February, 1930. 
Of course, this may be_possible, but it is not at all likely. 
The forecast shows that the low point in the second half 
of the year will be lower than the low point in January 
or February, with the spring rise between the two. 


Relation of Prices to Money Rates 


“Notice upon the chart the light solid lines which 
shows movements in wholesale commodity prices. It is 
clearly evident that since the war each major movement 
of increasing money rates has been followed some 
months later by a decreasing movement in wholesale 
prices, and each major movement of decreasing money 
rates has been followed some months later by a corre- 
sponding movement of increasing prices. Money rates 
have sharply declined since November, 1929. This de- 
cline will be followed by rising prices, probably begin- 
ning in 1930. 

“Decreasing money rates, if continued in a major 
movement, are followed by increasing production and 
rising prices. Such is the major movement next ahead 
of us, from the middle or latter half of 1930 to a cyclical 
peak in the first half of 1932. Decreasing money rates 
are also followed by increasing speculation. Apparently 
this has already begun, due to the general realization that 
good stocks are now a bargain and will bring much 
higher prices in a year or two. 


Next Peak in 1932 


“Increasing production and increasing speculation 
first slow up decreasing money rates and finally turn the 
trend to increasing rates. This takes time. If increas- 
ing money rates then continue in a major movement, 
production will finally turn down into a recession or a 
depression. This completes the industrial cycle, which 
since 1919 has regularly been completed in three years. 
We are now about to enter the fifth since the war, from 
a valley in 1930 to a peak, probably in 193Z, and then 
a decline to a valley, probably in 1933—if this cycte 
patterns after the four we have passed through since 
the war.” 


Constructive Work in Distribution Field 


SEATTLE, WasH.—You were good enough to state 
that HARDWARE AGE would supply additional copies of 
the article explaining the plan of The Walker Hardware 
Co. of Toronto and its cooperation with their rural 
customers. This appeared Jan. 9, 1930. 

If you can spare us ten copies of this leaflet we would 
be further indebted to you. 

We thank you for your constructive work in the hard- 
ware distribution field and wish you continued success. 

(Signed) D. F. Brooks, 
Manager Country Sales, 
SEATTLE HARDWARE Co. 
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SERVICE 


SAMSON TRADE MARK 
Has been famous for 


strength and du- SAMSON CORDAGE WORKS 
rability for 90 BOSTON, MASS. 
years. 
























Sete) 5 O10) .0D. 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality for its particular use. 
There IS a Difference in Sash Cord’’ 
OTHER BRAIDED CORDS: COTTON TWINES 


Recognized 
by your custom- 
ers. Seven sizes: 6” 
to 21”. 


Ask your Jobber. 


BEMIS & CALL CO. 
Springfield Mass. 


Send for catalogue, samples and selling information 











Cap’n Mark says: It’s Just Downright Good Business 


“SP 1 were a-sdllia’ Rove, Judgment to Sell 


ees IVER JOHNSON 


has more real good sellin’ 





points than any rope I Bicycles, Velocipedes and Juniorcycles 
know of—and it more’n 7 
measures up to them.” Send for Proposition C. 
Write our nearest branch for any Iver Johnson’s Arms & Cycle W orks 
information. . 
' Fitchburg, Mass. 
Columbian Rope Company 
352-80 Genesee Street New York Chicago Ogden, Utah 
a Auburn, N. Y. “The Cordage City” 151 Chambers Street 108 W. Lake Street 2327 Grant Ave. 
Branches:— San Francisco 
New York Chicago Boston New Orleans Philadelphia 717 Market Street 











A pair weighs only six ounces! 


YELLOW JACKET 
ALUMINUM FOLDING SHOE TREES 


Eachtree when folded takes uponly 2x 3x Sinchspaceina 
A COMPLETE LINE OF o traveling bag. Quickly and easily adjustable to fit any size 
shoe. Made of aluminum, they do not absorb perspira- 

BOX AND CHEST HARDWARE tion odors nor moisture from shoes that are 
IN BRASS OR STEEL METAL damp. Hollow, open-bottom form allows shoe —__ 
Corners, Hasps, Hinges, Escutcheons, Catches, # 


Corners, | Hasps, Hing soles to dry quickly. 
ani eas Plates, "Mending ‘Straps a They cannot chip or split, and are 


good for a lifetime of service. 

1170 THE BRAINERD MFG. CO. The modern ideain shoetrees. 
EAST ROCHESTER, N. Y. Hardware dealers are 

invited to write for 
prices and details. 



















Fz 


SAS Seas 

































tie oH PAUL & BEEKMAN 
cre i , uli MEG. CO. 
4250 Wissahickon Ave. 
802 Philadelphia, Pa. 
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MODERNIZE STORE METHODS 























To provide adequate storage facilities for shelf stock—to 
make it accessible and convenient for clerks and stock men 


+ e e 
handle with absolute safety—to Insure quick service for C T | 

n Seamus or retail trade—install one or more { sranite utting OOo S 
’ MYERS NOISELESS CUSHION TIRE STORE LADDERS. : 

d steps, full length hand grips, rubber tires, over- d S l 
PR Ry 5 firm construction throughout, eliminate vibra- an upp 1es8 
tion and noise and produce a ladder of ample strenyth for 
safety, convenience and efficiency. One style a Eo 


oe 
ign— i — ht —easil lied — 
design — attractively eS crm a ret Catalog on request 


e e BR =) 
leg! oe gt TROW & HOLDEN CO., Barre, Vt. 


PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 
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CLASSIFIED OPPORTUNITIES 











CLASSIFIED ADVERTISING 
RATES 





Positions Wanted and Help Wanted 
advertisements at Special Rate of 
one cent a word, minimum fifty 


cents per insertion. 





THE FOLLOWING RATES 


apply to “Business Opportunities,” “Sales 
Accounts Wanted” and “Sales Representa- 
tives Wanted” Advertisements, 


Set Solid, Minimum of 5 lines......$3.00 


Each additional line............ -60 
All Capitals, Minimum of 5 lines.... 4.00 
Each additional line............ -80 


Average 10 words to a line 
Allow One Line for Keyed Address 


Remittance Must Accompany Order 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


BOXED DISPLAY RATES 


l PPCM PTTTTTTTTTTT TTT, 
Each additional BO 6509290990908 4.00 


Discounts for Classified Advertis 
4 insertions, 10% off; 8 insertions, 15% off 
Due to the special rate, these discounts do 
not apply on Position Wanted or Help 
Wanted Advertisements. 
HARDWARE AGE is published each Thursday. 
Forms close Nine Days previous to date of 














Address your advertisements and replies to 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 








be addressed to box numbers 




















POSITIONS WANTED 


BUSINESS OPPORTUNITIES 








HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY IN NEW YORK 
STATE 


MALE AND FEMALE 


BVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR THN TIMES THE WEEKLY SALARY INVOLVED 


ABBYE EMPLOYMENT AGENCY, INC. 
112 W, 42nd Street Bryant 7374-5-6 














Lasninendnninnninnnenssnisncasinnsninnl 


DESIGNER, ENGINEER AND SUPERVISOR FAMILIAR WITH 
MANUFACTURING AND PRODUCTION METHODS AND RE- 
QUIREMENTS ON LOCKS AND BUILDERS’ HARDWARE WOULD 
ARRANGE FOR MUTUAL CONNECTION. THOROUGHLY CON- 
VERSANT WITH THE SUBJECT. ADDRESS BOX I-760, C/O 
Harpware Ace, NEW YORK CITY. 








MANUFACTURERS SALESMAN, age thirty, nine years’ experience. 
Ohio, Indiana, Kentucky, Tennessee, and West Virginia. Acquainted with 
wholesale and retail hardware trade, mill supply jobbers, plumbing job- 
Wishes connection with growing manufacturer. Will 


bers and dealers. 
i i Address Box 1-757, care of 


consider territory other than mentioned. 
Harpware AcE, New York City. 





SALESMAN: Thirteen years’ experience. Acquainted with wholesale, 
retail and industrial trade in Western Pennsylvania, Ohio, West Virginia, 
Western Maryland and Northern Kentucky. Now district manager for 
national concern. Located Pittsburgh. Desire position as assistant or 
sales manager, or will represent good strong line in this territory. Ad- 
dress Box 1-741, care of Harpware Ace, New York, N. Y. 





HARDWARE MERCHANT—For the past 25 years engaged in retail 
business, selling Hardware, Housefurnishings, Paints, Electrical and Radio, 
is about to sell his business. Would like to locate with an organization 
where varied retail merchandise experience would be of real value. 43 
years old, Gentile, clean habits. Widower with four children. Must locate 
in East Pennsylvania. Address Box I-748, care of Harpware Ace, New 


York City. 


POSITION DESIRED in western or central New York State, as sales- 
man, buyer, or manager, by married man with thorough experience in 
hardware, housefurnishing, and paint lines. At present employed, but 
anxious for greater opportunities. Best of references furnished. Address 
Box 1-749, care of Harpware AcE, New York City. 








MANAGER of old wholesale house just sold wishes connection with 
manufacturer who may be interested in developing export to Scandi- 
navian countries or in any capacity where his many years experience may 
be useful. Address Box J-754, care of Harpware AcE, New York City. 





EXPERIENCED SALESMAN seven years with one employer selling 
all Detroit hardware dealers. Desires good sales connection for Detroit 
territory. Salary or commission. Address Box I-755, care of HARDWARE 
Ace, New York City. 





THOROUGHLY experienced Builders’ Hardware man, desires to repre- 
sent a manufacturer. Capable of taking charge of Builders’ Hardware 


(Department. Address Box 1-737, care of HarpwarE Ace, New York City. 








COIN CONTROLLED SCALES 


New Penny Slot Scales, direct from factory, $25 down, balance $5 
per month. They will pay for themselves. Get list of our scales and 
vending machines of which we have more than 50 distinct types. 


FAIRPONT MANUFACTURING CO. 
Department E, 241 Rusk Ave, Milwaukee, Wisc. 
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EUROPEAN MANUFACTURER with large up to date plant located 
in Germany and with a selling organization covering the world, desires 
to manufacture American articles, preferably patented ones, for world 
distribution, Can furnish the highest references, Address Box 1-758, 


care of Harpware Ace, New York City. 














FOR SALE—Complete set Heller Oak Hardware Wall Display Fix. 
tures and five floor show cases to match; also counter nail bin, Original 
cost $7,500.00, used less than three years, will sell very reasonable, Ad- 
dress Box No. 93, Tampa, Florida. 





FOR SALE—Retail hardware business in small town in Orange 
County, New York. Inventory about $6,000. Address Box I-735, care 
of Harpware Ace, New York City. 


SALES ACCOUNTS WANTED: 
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Mr. Manufacturer: 


Are you in need of representation in New York and 
Pennsylvania (excepting Philadelphia and Metropolitan 
New York) or Northern Indiana and Michigan? Our 
salesmen (straight commission) in these territories can 
handle one good line in addition to ours. We are a large 
manufacturer of quality galvanized specialties reaching 
the Hardware Jobber, Department Store and Mill Sup- 
ply House. We can recommend these men highly. Do 
not reply unless you are established, have a good rating 
and have a product of merit. Your inauiry will be held 
in strict confidence. Address Manufacturer, Box I-756, 
care of HARDWARE AGE, New York City. 








os 








MANUFACTURERS REPRESENTATIVE with headquarters in 
Philadelphia would like one good strong line for Wholesale Hardware, 
Department Store housefurnishings departments, and the larger retail 
trade. Territory covered regularly, Pennsylvania, New Jersey, Delaware, 
Maryland and District of Columbia. Have car and will work on com- 
mission basis. Address Box I-759, care of HarpwareE Ace, New York City. 








AGENCIES WANTED for Greater New York by salesman calling on 
the Jobbers and Chain Stores in the Hardware, Cutlery and House- 
furnishing Line for over 10 years. Have arye following among the best 
trade. Address J. Lubow, 16 East 17th St., New York City. 





HARDWARE MAN going to connect with old house in Norway. 
Wants representation of good shelf hardware and kindred lines. Have 
been selling hardware in States for last ten years. Address Box I-753, 
care of Harpware AcE, New York City , 
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CLASSIFIED OPPORTUNITIES 





SALES ACCOUNTS WANTED 


SALES REPRESENTATIVES WANTED 








Established Corporation 


located in the Hardware District of New York is in the 
market for additional hardware lines for the Hardware 
Trade, At present is selling seasonable merchandise, Have 
fair warehouse space for handling stock, Address Box 
7369-A, Care of Hardware Age, Otis Building, Chicago, Ill. 























ae 


OT me 


SALES REPRESENTATIVES WANTED 


BUILDERS’ HARDWARE Manufacturer requires experienced sales- 
man for Metropolitan Territory to sell full line on liberal commission. 
One who has represented jobber or acquainted with the hardware trade 
adjacent to New York City preferred. Address Box I-730, care of Harp- 
warE AcE, New York City. 














WANTED-—Salesmen calling on Hardware stores, house furnishing 
trade, department stores and Jobbers to handle as side line our braided 
Novelty rugs, large commission. Wilkens Manufacturing Corporation, 
White Plains, New York. 


ROPE SALESMEN WANTED—100 per cent pure Manila rope 17c. Ib. 
basis, Fast — side line, five per cent commission. UN ITED FIBRE 


COMPANY, 82 South Street, New York City (Foot of Wall St., and 
East River). 


WANTED by manufacturer of complete line of builders’ hardware and 
other specialties, a representative for Eastern Canada including Ontario, 
Quebec and maritime provinces, to sell on a commission basis. Address 
application to Box I-701, care of Harpware Acg, New York. 











SALES REPRESENTATIVE. Side line or full time for hardware 
specialty. Liberal commission basis. Exclusive territory arrangement. 
Give trade experience and territory covered. The Theolen Company, Inc., 


606 West Lake St., Chicago, III. 








LUSTROUS Aluminum Stove Pipe beautifies a gas stove, and lasts a 
life-time. Every stove dealer a prospect. Territories open. McCarthy 
Mfg. Co., Pear Ave., Cleveland, Ohio. 





HARDWARE AGE 


WHERE BUYERS and SELLERS MEET 


HEN you are in the market to buy or sell a store, to secure help or a position, 
or to secure sales representatives or a sales account, look over the offerings in 
the Opportunity Exchange section of Hardware Age. If you don’t see just what you 
want, ask for it as there is always some one who will be interested in your proposition 


Rates on Request 


Opportunity 
Exchange Dept. 


Hardware Age 1s the 


authoritative national 
hardware paper and 1s 
read by dealers and 
jobbers in all sections 
of the country. 


239 W. 39th Street, New York 








isn't it? 











SALES REPRESENTATIVES WANTED 


In a recent issue of this paper under the classification 
of “Sales Representatives Wanted’ were twelve dif- 
ferent advertisements for salesmen calling on the re- 
tail hardware trade. 


It looks as if hardware concerns knew where to ‘go’ 
for hardware salesmen, doesn't it? 


And by this same reasoning it looks as if these con- 
cerns reckon that men know where to ‘“‘go’’ to find 
these opportunities. 


It's a good paper that serves the trade ‘‘both ways,’ 
Try it and see. 


HARDWARE AGE, 239 West 39th St., New York 
“ Classifed Opportunities Section” 








Add ress—— 
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No. 739 “Family” 


FAIRBANKS 
WHEELBARROWS 


This light, sturdy Fairbanks wheelbarrow 
has proved such a success for family use, 
we again feature it. 


Not only householders, but gardeners and 
florists find it particularly suited to their 
needs. 


Made with pressed steel tray and steel wheel, 
substantially braced and perfectly balanced. 
You'll find it a good seller. 


Send for Catalog 


The FAIRBANKS Company 
BOSTON NEW YORK PITTSBURGH 
FACTORY—ROME, GA. 


Distribution in all principal cities 




















DOMES of SILENCE 


for Tile, Marble and Cement Floors 
for Hotels, Clubs and Restaurants 


Pat. Applied for—1928 





They are driven in furniture with a 
hammer— 


The barbed prong will not come out— 
Rubber insulation both inside and outside 


of shell. 


Noiseless—Non-Rustable . 
Retail at 25c set of 4 


DOMES OF SILENCE, Inc. 
21 Pearl St., New York City 




















KEY BLANKS 


This Company has long been known as the leading manu- 
facturer of key blanks and key machines. Completeness of 
the line —quality of the product and quick service from 


our branch offices are. 









accepted as the 


hey blank. 


is everywhere, 
standard 


betroes 






INDEPENDENT LOCK CO. 
FACTORY AND GENERAL OFFICES AT 
FITCHBURG - - MASS. U.S A. 



















Your sales of 
Superior Hex- 
agonal Netting 
can be materi- 
ally increased 
by suggesting 
this evenly 
woven and 
heavily galvan- 
ized product for 
various uses. 


The Netting with the 
Rooster Label 


G. F. Wright Steel 
& Wire Co. 


Worcester, Mass. 


SUPERIOR 
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MILLERS FALLS 
TOOLS 






Mechani cally 











| \ Minded 1 Mar 


knows Mitte ERS 


It’s always a lot easier to sell a customer something 
that he knows and likes. And when your best cus- 
tomer comes in, it’s a necessity to have exactly 
what he wants—or he’ll go elsewhere. 


Your best customer—the mechanically-minded 
man—knows Millers Falls quality—is well aware 
of what Millers Falls Tools will accomplish. He 
knows that the 60 years of experience in fine tool 
making have produced a product that will give him 
service year in and year out, will stand up under 
hard usage, will enable him to do the most diffi- 
cult jobs with the ease and precision so necessary 
to master craftsmanship. 


Take the Millers Falls Plane for example. The 
new improved cutting edge that needs less recon- 
ditioning, the three-point bearing of the lever cap 
that eliminates chattering—these are improve- 


No. 14 Jack Plane. 
Length, 14 inches. 
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ments that the man who knows good tools will in- 
sist on sooner or later. The extra thickness and 
width of the lever cap—heretofore the most fre- 
quent point of breakage—is a feature he will de- 


mand. 


It will pay you to display Millers Falls Tools in a 
prominent place in your store. Write for informa- 
tion regarding displays for the twelve major tool 
lines—compact, colorful displays that will increase 
your sale of quality tools. Millers Falls Company, 
Millers Falls, Mass.; New York: 28 Warren St.; 


Chicago: 9 So. Clinton St.; Cable Address: 
MILLERFALL NEW YORK 
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THERE THEY ARE ! 


The Blade with the 
STAR ON THE END 


You can’t get away from the fact that STAR BLADES 
have an established prestige . . . that they are preferred 
by mechanics . . . that they always produce satisfied cus- 
tomers ... and that they outsell all others. 


Mechanics know these blades well and always buy them. 


STAR HACK SAW BLADES are nationally advertised. 
You can use this prestige to double your hack saw busi- 
ness during the coming year. Stock these blades and 
double your profits. 










CLEMSON BROS., Inc. MIDDLETOWN, N. Y. 


STAR HACK SAWS 
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